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From Port Arthur, to Fort William, in western Ontario, 
to Vancouver, British Columbia, Canada, thence south 
to California, across the Pacific to the Philippines 
and back to the United Sates and southern California, 
marks the forty-three-year history in the business of an 
outstanding lumberman, who in that time has produced, 
sold and distributed the famous white pine of eastern 
Canada, jack pine of southern ' 
Canada, Douglas fir and hem- 
lock of the far western part of 
the Dominion, and the attractive 
woods of the Philippine Islands 
that are ever growing in popu- 
larity. Perhaps no one man has 
had a greater influence in intro- 
ducing and popularizing Philip- 
pine mahogany and other Philip- 
pine hardwoods in the United 
States than has Walter G. 
Scrim, of Los Angeles, Calif., 
who, in addition to being sole 
distributor in this country of the 
product of the great Findlay Mil- 
lar Timber Co., is president of 
the important and_ influential 
Philippine Mahogany Manu- 
facturers’ Import Association— 
an organization which, under 
his leadership, has waged 
and won hard fought battles in 
behalf of Philippine mahogany 
and made it possible to continue 
marketing that wood under the 
name that has helped to give it 
a commanding position in the 
esteem of wood-using indus- 
tries, architects and builders, 
and retail lumber dealers as 
well, throughout the country. 
Walter G. Scrim was born in 
the city of Quebec in 1878. His 
public school education was at- 
tained in Arnprior, Ont., and 
here it was, at the age of seven- 
teen, that he became identified 
with the lumber industry, which 
he has never since forsaken ex- 


World War and a period of re- 

cuperation thereafter. Beginning as an estimator for Mc- 
Lachlin Bros., one of the big operators in Arnprior, Walter 
Scrim, with a determination that has characterized his en- 
tire career, began to study the lumber business. From esti- 
mating he progressed to grading, inspection, etc., and 
after nine years with this company he began his trek 
westward, his next lumber experience being at Port 
Arthur and Fort William. Then for three years he ran a 
mill at Fort Frances for Lockhart Bros., cutting railroad 
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ties from jack pine for the Canadian National Railways. 

Gradually moving westward, this ambitious lumber- 
man finally londed in Vancouver, B. C. Here he entered 
the wholesale commission lumber business on his own 
account, operating as Oliver Scrim Co. Later he operated 
a sash and door factory, being engaged in this business 
when the World War began. During the war his health 

was impaired, and after the 
close of hostilities he went to Los 
Angeles to recuperate. 
In 1919, improved in health 
and feeling the urge to again 
actively engage in a business 
that he had come to love so 
well, he accepted an opportunity 
to go to the Philippines, where 
he took up the duties of sales 
manager for Findlay Millar Tim- 
ber Co., one of the largest manu- 
facturers of Philippine hard- 
woods. Realizing the sterling 
“qualities of Philippine hard- 
woods and visualizing a much 
broader market, he suggested to 
the company executives that it 
would be worth while to send 
someone to the United States to 
survey the market and develop 
a wider field in this country for 
the distribution of these woods. 
Feeling that he was the man best 
qualified for that service, the 
company selected Mr. Scrim for 
this important development work. 
So in 1922 he left the Philippines, 
came back to the United States, 
established his headquarters in 
Los Angeles, Calif., and has 
been there ever since. Recogniz- 
ing the possibilities for the devel- 
opment of a widespread market 
for Philippine hardwoods, Mr. 
Scrim perfected an arrangement 
whereby he became exclusive 
distributor for: Findlay Millar 
Timber Co. in the United States 
and in Canada. In addition to 
distributing Philippine hard- 
woods, Mr. Scrim also is distribu- 
tor, for Millar's Timber & Trading Co., of London, England, 
of that concern's Australian woods, principally jarrah and 
iron bark, the former being largely used for flooring and 
floor lining. 

Believing in the efficacy of co-operation and associated 
effort, Mr. Scrim took a leading part in organizing the 
Philippine Mahogany Association, composed of whole- 
sale distributors of Philippine woods in the United States, 
and was elected the first president of (Turn to page 37) 
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GOOD LUMBER FOR OVER 52 YEARS 


WINTON LUMBER SALES CO. 


MINNEAPOLIS 


FOSHAY TOWER 


Ir you've gone all these years without handling the Winton line 
of softwood lumber, right now is a good time to start in and 
learn the advantages it offers you. We will welcome your busi- 
ness, supplying you with the very finest lumber products in 
Idaho White Pine, Ponderosa, Sugar Pine, Western White 
Spruce, Douglas Fir, Western Hemlock, Red Cedar Siding and 
Shingles. For more than 52 years Winton has been supplying 
progressive dealers, manufacturers, industrial companies and 
factory buyers. Winton has choice timber, up-to-date mills and 
a working organization that knows how to produce quality 
lumber. Your inquiries and orders will receive prompt atten- 
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WHITE PINE MILLS: Winton Lumber Co., Gibbs, 
Idaho. 


SPRUCE MILLS: The Pas Lumber Co., Ltd., The 
Pas, Manitoba. 


PONDEROSA PINE MILLS: Somers Lumber Co., 
Somers, Montana.—Crater Lake Box & Lumber Co., 
Klamath District, Oregon.—Craig Mountain Lum- 
ber Co., Winchester, Idaho. 








GET HIGHER PRICES 
With “Treated” Millwork! 


UILDING _ specifications 

today are demanding 
treated millwork. Companies 
equipped to furnish DECAY- 
PROOF, TERMITE - PROOF 
sash, frames, porchwork, etc. 
are being paid higher prices 
for their products. 


To take advantage of this 
"cream" market is a simple 
matter with PAR-TOX. Eas- 
ily applied by dipping, Par- 
Tox gives your customers 
thoroughly dependable wood 
protection. Yet its cost per 
application averages consid- 
erably less than | cent. 





A typical mill room for the toxic 
treatment of wood is shown above. 
Par-Tox is used exclusively because 
of its lasting protection, deep pene- 
tration and fast drying qualities. 


A FREE TEST SAMPLE, information and 
prices gladly sent upon request. Informa- 
tion for installing dipping unit also 
furnished FREE. 


IRA PARKER & SONS C0. 







REG.U.S.PAT.OFE 


A Concentrated Toxie for 

the Preservation of Wood 

Against Fungus and Ter- 
mite Attack 


OSHKOSH, WISCONSIN 
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‘None Better” 


OAK FLOORING 


The-old reliable firm of Nickey Brothers, 
Incorporated, with its 77 years of wood 
manutacturing experience, takes special 
pride in offering its famous “None Better’ 
NOFMA Certified Oak Flooring. This 
choice quality product meets the most 
exacting demands. Made from selected 
hill oak. it is soft in texture. uniform in 
Side bbelme tote More) (o) ammmeion(=soletilerod htam al betel acto bh 
accurately manufactured, it fits exactly, 
lays perfectly, keeps its resiliency through 
years of service. 

Get acquainted with Nickey AMERICAN WAL 


NUT and FANCY WOOD VENEERS. Native and 
Neth oleh akate Mi Cole f-Meesloto Comet ito Mmeto) Colditl Pum otle sel bh asite ati aur! 


NICKEY 
MIXED 
CARS 


cabinet veneers. 


Excellent facilities for shipping Mixed Cars ‘con 
taining “None Better’ Oak Flooring. Cedar Lin 
ing. Oak Treads, Thresholds, Moulding. Trim 


Hardwoods, Pine Lumber. Veneer. Panels. 


Send for Samples and Descriptive Literature. 


NICKEY BROTHERS, Inc. 


2750 Summer Ave., - - MEMPHIS, TENN. 
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Amemecanflunherman 


Using Home “Appeal” To Sell Real 
Estate and House Furnishings 


HE PLAN EVOLVED by a large 
real estate concern and a leading 
New York City department store to 

furnish “complete” homes may be noth- 
ing more or less than a campaign where- 
by the land company can successfully dis- 
pose of subdivisions and the store can 
get in on the ground floor to sell the home 
owner everything he needs from curtains 
in the maid’s room to a genuine mounted 
“wuwu” for the den wall. 

On the surface, it would seem that re- 
tail lumber and building material dealers 
who serve the Harbour Green (L. L.), 
Chatham (N. J.), and Orchard Hill (N. 
Y.), areas are in for real competition in 
bidding for the consumer’s dollar, for in 
those areas are located the model homes 
being shown by the real estate-store com- 
bination. However, experience of a simi- 
lar project started by a Chicago store and 
a real estate firm in 1926 proved that it 
was a bad policy to try to use home “ap- 
peal” as a go-between to sell land and 
furniture. The project was abandoned 
in a few months, even though there were 
less obstacles to surmount than those fac- 
ing the eastern “home makers”; cheaper 
lots were available, transportation was 
more convenient and surroundings did 
not make it necessary to build a house 
costing enough to place it out of the reach 
of ninety percent of those desiring to buy 
a home. 

National advertising has made Mr. and 
Mrs. Public product-conscious. As fami- 
liar as the better brands of canned food 
several years ago are trade names of in- 
sulation, - wood flooring, shingles and 
many other building items today. True, 
Mrs. Public, as the buyer, is interested in 
her home as a completed unit—how it 
will look, and all; but half the joy of her 
home is from the selecting of what will 
go into it; particularly so as far as fur- 
nishings go. If she is in a position to pay 
the price that will be necessary to secure 
one of the complete “store” homes, it is 
a safe wager that after selecting the build- 
ing site, away from any set development, 
she will want to go into the plans with 
her own architect, and then shop hither 
and yon for the furnishings. 

Logically, the plan appears to be suited 
to development of areas where low-cost 
homes are needed but from the incep- 
tion it is pointed toward income brackets 
high up the scale. Its influence will prob- 
ably never be widely felt or followed in 
other localities, and undoubtedly it will 
never be highly successful. After all, the 
real estate concern can lose nothing and 
stands to gain if any lots are sold, and 
the department store is just so much 
ahead from any sales of furnishings. 

For the dealer who views with alarm 
the announcement of the “complete” home 


by the land and store method, the fact 
that his best market—moderate cost 
homes—is still open for constructive sell- 
ing, should be of sufficient importance to 
spur him on to offer a better and more 
thorough building service of his own. The 
danger lies in imitation of this method by 
less reliable and less competent agencies 
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who want to enter the moderate cost field 
with their abortive attempts at building. 
This, of course, is speculative building 
which does not profit the dealer and 
which causes the ill-advised buyer no end 
of trouble and expense; the biggest detri- 
ment to home ownership. 

The dealer is in business to sell home 
building materials. His initiative in sell- 
ing is constantly taxed to the utmost, but 
there is every reason to doubt the advisa- 
bility of worrying too much about a plan 
of merchandising which uses a home as 
a means to an end—the sale of something 
else. The home comes first. 








What Do You Think About It? 


SECRETARY OF COMMERCE Roper hit the nail squarely on the head when 
in a recent speech he described advertising as “the best of all pump priming in the 
category of business.” Advertising of the right sort, and within proper limits, gen- 
erates new buying and is, as the secretary further said, “an agency that creates 
forward movements.” 

















* * x * 


ln STILLING CONFIDENCE and a sense of responsibility in others was the 
theme of a coast-to-coast broadcast on the evening of May 3 by Dale Carnegie, 
whose book “How to Make Friends and Influence People” has become the leading 
seller in the non-fiction field, and who also conducts a column carried by more 
than one hundred daily newspapers. His subject of discussion on the broadcast 
concerned the welfare work of a New York City lumberman who succeeded in dis- 
couraging the suicidal efforts of a tough, East Side lad in his teens. He found a job 
for the boy which took him off the streets; also arranged for his education. Most 
important of all, he converted the boy’s toughness into a determination to fight his 
way ahead against life instead of fighting himself. This boy now is a grown man 
and heads a large corporation; his name is known throughout the nation. Most 
of us didn’t have to buck the East Side; most of us aren’t heads of corporations. 
But we did have early guidance from mothers whose every thought and action 
tended to give us confidence in ourselves; whose planning of our daily activities 
increased our sense of responsibility. Mothers’ Day (May 8) is one that should 
be devoted, at least in part, to quiet reflection; happiness if we are privileged to 
wear a red carnation and thankfulness for lasting memories if Time has ordered 
a white one. 
2 & * 

THE EDITOR has received from a self-styled “publicist, reporter and vendor of 
rare information,’ a rather bizarre circular, which starts off with the modest 
request : 

“Will you mail me a succinct paragraph, or paragraphs, suggesting how to 
speed up prosperity and progress far beyond what the U.S.A. or world ever 
attained °” 

We're afraid that takes in a little more territory than even editorial wisdom 
can span. Anyway, we’re not looking for any more headaches just now. Perhaps 
some reader of this column can supply the “rare information” asked for. 


* * * * 


Here's SOMETHING new under the sun, in the way of “housing.” Report- 
ing the recent annual convention of the American Institute of Architects in New 
Orleans, a newspaper correspondent stated that construction of thousands of Gov- 
ernment owned semi-trailer homes was being seriously considered by Federal hous- 
ing experts. It sounds fishy to us, and the reporter may have been spoofing, but 
with apparent seriousness he spoke of possibilities of building permanent under- 
ground homes, so designed as to permit trailers to roll on top of them and be 
fastened down to provide a second story. Presumably the idea is that with a lot 
of these semi-igloos scattered over the country, trailer owners could run their 
vehicles up on them and thus have a complete two-story house for the period of 
their stay in that locality. If we were running a nut idea contest that would stand 
a good show for first prize. The final touch is the statement that “financing of these 
half-homes through FHA is now being studied.” Perhaps there may have been in 
the past some things about the FHA that could be improved—and that, in fact, 
have been improved—but no one has heretofore assumed that it was afflicted with 
lunacy. It is explained also that in war time these igloos could be fitted with bomb- 
proof roofs; which sounds like a swell idea. Have you a little igloo in your yard? 








May 


bern 
wor 
ulat 
We: 
ican 
held 
proc 
The 
only 
Coa: 
ingt 
ploy 
thos 
prin 
trea 
trad 


tori 
the 

quot 
least 





i —— 


Se Le ed ee ee od 





May 7, 1938 


Amercanfiunberman 


Vanishing Ships and Missing Men, 
Heavy Toll of Lumber Export Losses 


HE following material is part of a 
release from the information de- 
partment of the West Coast Lum- 

bermen’s Association; which, in its own 
words, “represents an effort to recapit- 
ulate the case that was presented for 
West Coast lumber at the Anglo-Amer- 
ican and Canadian-American hearings 
held recently by the committee on reci- 
procity information at Washington, D. C. 
The association believes that this is not 
only a case for the manufacturers of West 
Coast lumber but for the Oregon-Wash- 
ington lumber industries’ 50,000 unem- 
ployed, and for the shipping industry of 
those States. Just as important is the 
principle presented in the case for equal 
treatment of American products in world 
trade.” 

The case is so clearly stated that edi- 
torial comment seems superfluous, and 
the following excerpts therefore are 
quoted verbatim from the association re- 
lease: 

“What does the annual billion 
feet that West Coast lumber has lost 
in export trade since 1929 mean to 
Joe Boom, John Johnson, Matti Pu- 
tonen, Steve Hossich, and nine thou- 
sand cther Western Washington and 
Oregon lumber workers who have 
become the industry’s missing men? 

“Unemployment; relief rolls; or 
non-productive government jobs. 

“What does the loss of a billion 
feet of export lumber mean to the 
longshoremen of West Coast ports? 

“Vanishing ships. On the basis 
of an average cargo of 1,500,000 feet 
per ship, a billion feet of lumber 
breaks down into 667 vessels. Again, 
unemployment or WPA. 

“The lost billion means an annual 
loss to the region of more than 
twelve million dollars in lumber 
wages alone. 

“A billion feet of export lumber 
represents a huge volume of regional 
business in one channel. When it is 
flowing, the benefits are dispersed 
through many laterals into all fields 
of West Coast business and employ- 
ment. In the end, its essential con- 
tribution is in the homes and to the 
families of Joe Boom, John John- 
son, Matti Putonen and Steve Hos- 
sich. Its loss has hit them as hard 
as droughts have hit the farmers of 
the plains. 

“The highest trade tribunals of the 
nation have recognized West Coast 
lumber as ‘fundamentally an export 
industry.’ Sixty percent of the re- 
gion’s sawmills are on tidewater and 
were built to serve water-borne 
trade. Their markets are California, 
the Atlantic seaboard and foreign 


countries. North Pacific Canadian 
lumber is of the same species and is 
a natural competitor. 

“Forestry authorities agree that 
true conservation in the Douglas fir 
region means proper utilization of 
these old-growth forests, to convert 
them from storehouses of over-ripe 
material that is wasting away, into 
forest crops, into lumber, into em- 
ployment, into earned bread and 
butter on 50,000 family tables. 

“Timber is a perishable invest- 
ment. Timber, until it is cut, bears 
heavy taxation and carrying charges. 
Therefore, timber owners will, in 
general practice, continue to manu- 
facture and sell lumber at a price 
below cost of production, so long as 
the differential of loss does not in- 
volve a too large percentage of 
stumpage valuation. In many cases 
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a margin of profit is obtained from 
sale of sawdust, fuel wood, lath and 
other by-products. Lumber in itself 
is today a non-profit product for the 
average West Coast manufacturer. 
It is a means of liquidating perish- 
able investments made in periods 
when lumber was a source of profit 
to timber owners. Or it is a major 
product in the manufacture of which 
profit-earning by-products may be 
made and marketed. 

“Restoration of the West Coast 
lumber export trade in effective 
measure, together with reasonable 
recovery in the domestic market, 
should revive profit for lumber on a 
sound commodity basis. It requires 
such profit to continue and expand 
the industry’s million-dollar-a-year 
forest conservation program, the 
John Johnsons, Matti Putonens and 
Steve Hossichs have been out of 
work since 1929, and particularly 
since 1931. Most of us know that 
West Coast lumber is shut out of 
England, while Canadian lumber is 
coming into our country.” 


Presenting the Other Side of the 
“Headache Order” Question 


HAT there are two sides to most 
questions is shown by a letter re- 
ceived by the AMERICAN LUMBER- 

MAN commenting upon an editorial ap- 
pearing in the preceding issue. The 
writer is general manager of a large re- 
tail lumber company situated in a Mid- 
west metropolis. His communication 
reads as follows: 

“On page 16 of your issue of April 
23 there is an article under the cap- 
tion, ‘Orders with Weasel Words 
That Spell Headache for the Ship- 
per.’ 

“Tt may be because I am on the 
other end of the line that I am un- 
sympathetic with the headache of the 
shipper. I have constant headaches 
of my own, and these are my prin- 
cipal concern. 

“When mills will not ship lumber 
which conforms to the grading rules ; 
and in this category I can include 
even mills using the SPA grade 
marks, then it becomes necessary to 
put special notations on the order in 
an effort to indicate to the mill that 
you are somewhat particular about 
the. kind of lumber you expect to get 
for your money. Frankly, I have 
not been altogether successful in jar- 
ring the mills out of their lethargy. 

“Tt seems to me that as prices go 
down standards are lowered, and it 
becomes increasingly necessary to 
include special provisions in an or- 
der. The grading rules on No. 1 | 


common air dried yellow pine spe- 
cifically state that the moisture con- 
tent shall not exceed 19 percent. And 
yet I find it necessary to specify on 
every order that stock must be dry, 
and still get green lumber. On a 
recent complaint concerning mois- 
ture, I had a mill man ask me what 
the moisture content should be. It 
seemed obvious to me that that fel- 
low at least wasn’t bothering his 
head very much about complying 
with the rules of the game. He was 
a sizable manufacturer, too. 

“It is impossible to satisfactorily 
handle green lumber in a retail yard. 
If it is bulked down, as all retailers 
ordinarily pile their lumber, it will 
mildew and mold. If it is piled on 
sticks, there is an extra burden of 
expense which the dealer should not 
be subjected to, and by the time the 
stock is dry, it will be dirty, crooked 
and undersize. A reputable dealer, 
of course, can not send green lumber 
to a job, because we all know that 
green lumber is unsuited to con- 
struction work and will cause set- 
tling, cracked floors, plaster cracks; 
all in all, an unsound house. 

“Until the mill man gets this point 
of view and strives to perfect his 
product rather than to see just what 
he can get by with, he can expect to 
be a frequent sufferer from head- 
aches, and the writer, for one, is not 
sympathizing greatly with him.” 
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Important to Retail Dealers, Is This Joint 
Small Homes Program, With Visit to 


WASHINGTON, May 4.— The stage 
is all set for the annual meeting and con- 
vention of the National Retail Lumber 
Dealers’ Association, and joint meetings 
with the National Lumber Manufactur- 
ers’ Association. 

On Monday, May 9, there will be sev- 
eral preliminary meetings, all at the 
Raleigh Hotel. The budget committee 
will meet, as well as the executive com- 
mittee, which will meet with the secre- 
taries’ contact committee. The secre- 
taries’ conference will meet for lunch at 
noon, the meeting continuing in the after- 
noon. Paul Collier has also called a joint 
meeting of dealers and manufacturers to 
consider the sales training program, so 
that a report can be made to the board of 
directors on Tuesday, May 10. 

The board of directors meeting will be 





This is one of a group 
of four small homes, 
now nearing comple- 
tion at Fairway Hills, 
Md. They are to form 
a “Laboratory Com- 
munity” that will 
demonstrate that the 
lumber industry can 
provide modern liv- 
ing accommodation 
at low cost 





a closed session, occupying’ Tuesday 
morning and adjourning around 1 p. m. 
for lunch. 


Distinguished Speakers to Be Heard 


An open meeting will be held Tuesday 
afternoon. Senator David I. Walsh, of 
Massachusetts, will address this session. 
Another speaker will be Representative 
Jack Houston, of Kansas, himself a lum- 
berman. Senator Bone, of Washington, 
also will be in attendance. Frank Carna- 
han, secretary of the NRLDA, is en- 
deavoring to secure Sir Harold Bellman, 
managing director of the Abbey Road 
Building Society, London’s $240,000,000 
thrift and home-financing institution, in 
order that the lumber dealers may receive 
first-hand information on home-building 
in England from one who has had a lead- 
ing part in housing developments there. 

Milo Perkins, assistant administrator, 
Farm Security Administration, has been 
invited to conduct a discussion with re- 
spect to farm dwelling improvements at 
this afternoon session. The FSA is work- 





ing with the Federal Housing Adminis- 
tration with a view to getting liberalized 
regulations to permit farmers and others 
located in rural areas to improve their 
properties and build new homes. 
Following this discussion, Mr. Smith 
of the N. L. M. A., will outline to the 
dealers the work he has been doing with 
the Bureau of Agricultural Engineering, 
Department of Agriculture, in an effort 
to persuade it to induce farmers to build 
new storage bins, which will be required 
in large numbers in order to secure the 
benefits of the new farm legislation. 


To Inspect Small Homes Projects 


May 11 has been set aside for a big 
housing conference, presided over by 
President James G. McNary, of the N. 
L. M. A. and President Don Campbell, 


of the N. R. L. D. A. This will be a 
joint meeting of dealers and manufactur- 
ers. The plan is to adjourn this confer- 
ence at 12:00 o’clock, when special buses 
will take visiting dealers to the demon- 
stration housing projects now under con- 
struction in the Washington area. Wil- 
liam Ames, the local dealer who furnished 
material for the Certigrade Home financed 
by the Red Cedar Shingle Bureau, which 
is now finished and completely furnished, 
will supply a barbecue lunch and picnic 
on property he owns adjoining the Certi- 
grade Home. In addition to this “Per- 
fect Home,” the Red Cedar Shingle Bu- 
reau has started construction of five Cer- 
tigrade Cottages, designed especially to 
come within the $2,500 price range. 
These cottages will be visited by the deal- 
ers and manufacturers. They will also 
be taken to the site of the eight splendid 
small homes being constructed in nearby 
Maryland by the National Lumber Man- 
ufacturers’ Association, which are coming 
along in good shape. This model devel- 
opment occupies a gently sloping hillside 


site immediately adjoining the Bannock- 
burn Golf Club, and is attracting wide 
attention. 

Later in the afternoon of May 11 the 
convention will re-convene at the Raleigh 
Hotel for further discussion concerning 
definite plans by the lumber industry to 
further the home building program. Off- 
cials of the Federal Housing Administra- 
tion will be present to explain their plans, 
to make suggestions and to answer ques- 
tions. 


To Discuss Government Buying Plans 


One of the most important matters to 
be discussed at the convention this year 
is Works Progress Administration pur- 
chases of materials and the attitude of the 
Administration in general toward the dis- 
tribution of materials through local deal- 
ers. There have been repeated statements 
by some persons occupying high place 
here to the effect that in order to solve 
the housing problems, mass production 
and wholesale buying should be encour- 
aged. Just the other day an important 
official made the announcement that the 
housing problem would not be solved un- 
til every item, from a pane of glass to a 
bath tub, does not have to be purchased 
from the jobber on a retail basis. The 
fear is that persons with little conception 
of the distribution problem may get the 
upper hand and mess things up in such a 
way as to discourage rather than boost 
home building. 


LABORATORY COMMUNITY OF 
SMALL HOMES NEARS 
COMPLETION 
WasuincTon, D. C., May 4.—With 


Home No. 1 substantially complete, and 
Nos. 2, 3 and 4 under roof, the Fairway 


Hills, Md., “Laboratory Community” of. 


the National Small Homes Demonstration 
Program, is in full construction swing, 
with approximately forty workmen. 

Final completion of all eight homes is 
set for June 1. House No. 1 is the de- 
sign intended to provide minimum hous- 
ing accommodations for a family of two, 
at a monthly cost less than rent for simi- 
lar living space. Termed the “garden 
apartment,” the house contains a 23-foot 
living room with fireplace and wood pan- 
eling, a cross ventilated bedroom, a full- 
size bath room and a kitchen complete 
with electric stove, refrigerator, and space 
in which to eat. 

House No. 2 is a modern design fea- 
turing exterior plywood, and the compan- 
ion homes Nos. 3 and 4 demonstrate by 
direct comparison the amount of “above 
ground” area which can be constructed 
with lumber through the use of money 
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Conference With Manufacturers May 10-11 on--- 
New Demonstration “Laboratories” 


saved by the elimination of a full base- 
ment. 

The National Small Homes Demon- 
stration is opening up one of the first 
large area “Small Home” subdivisions 
near the National Capital, and all eight 
houses will be used as sample homes by 
several builders and speculative operators 
who intend to duplicate on an area of 
nearly 50 acres, these and similar designs 
for the Washington trade. 

As a further study. into equipment and 
auxiliary material costs, fifteen members 
of the advisory committee of the Na- 
tional Small Homes Demonstration, in 
construction material fields other than 
lumber, will meet in Washington, May 9, 
to discuss methods of lowering costs on 
structures to be erected at around $3,000. 


SHINGLED "QUINTUPLETS" PRO- 
VIDE STREAMLINED MODERN 
DESIGN AT LOW COST 


WasuHincton, D. C., May 4.—Now 
being rushed to completion in Arling- 
ton County Virginia, are the ‘“Centi- 
grade Quintuplets,’ five attractive, 
low-cost, wood-constructed cottages, 
streamlined for 1938 living convenience, 
that can be built practically anywhere in 
the United States for $2,500 or less and 
purchased under the no-down-payment 
plan under Title I of FHA for as little 
as $10.20 a month. Every effort is be- 
ing made to have the “Certigrade Quin- 
tuplets” ready in time for the convention 
of the National Retail Lumber Dealers’ 
Association, to be held in Washington, 
D. C, May 10-11. The “Certigrade 
Quintuplets” are being built just off a 
main thoroughfare in Arlington, in the 
general vicinity of the site of the “Certi- 
grade Home” and have each been given 
the name of an officer of the National 
Retail Lumber Dealers’ Association, in 
the following order: “The Campbell,” 
“The Blackstock,” “The LaPointe,” “The 
Jaldwin,” and “The Carnahan.” With 
the “Certigrade Home,” they will be ex- 
hibited as part of the National Small 
llomes Demonstration. Construction is 
progressing under the personal supervi- 
sion of W. W. Woodbridge, manager of 
the Red Cedar Shingle Bureau. 


Designed for Streamlined Modern Living 

Exteriors of the “Certigrade Quintu- 
plets” definitely eliminate the “box” ef- 
fect that has been a major objection to 
many small home designs in the past. 
The use-design of the rooms gets the 
maximum out of the available living space. 
Dining room space has been calculated, 
not on theory, but on actual study of real 
families in real homes. Design and con- 
struction of the “Certigrade Quintuplets” 


were undertaken as a joint endeavor by 
the National Retail Lumber Dealers’ As- 
sociation, the National Plan. Service 
(Inc.), and the Red Cedar Shingle Bu- 
reau, to demonstrate in a practical way 
that desirable and well constructed mod- 
ern homes could be produced that would 
be eligible for FHA Title I financing, and 
thus meet a very pressing need for mod- 
ern housing in the lower income brackets. 
Indications are that a great many of the 
20,000 or more member retail dealers of 
the national association will adopt the 
“quints” for demonstration purposes in 
their own communities. 


Materials Bought Through Retail Dealers 


The “Certigrade Quintuplets,” like the 
“Certigrade Home,” famous predecessor 


that continues to attract national atten- 
tion in the housing field, are being built 
on sound ethical lines. Materials have 
been purchased exclusively through rec- 
ognized retail lumber dealer channels— 
in this case, Murphy & Ames, of Arling- 
ton, members of the Virginia Lumber & 
Building Supply Dealers’ Association. 
This in accord with the long-established 
policy of the Red Cedar Shingle Bureau. 

Exterior walls of the cottages will be 
finished with Certigrade red cedar shin- 
gles, double coursed and painted after ap- 
plication. Roofs will be natural Certi- 
grade red cedar shingles. All framing 


lumber, trim, floors, and other items will 
be of a quality to insure sound and dur- 
able construction in every sania 
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"The Carnahan" is one of the "Certigrade Quintuplets" being erected in npc 
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, Virginia, as examples of attractive design and maximum use of space in a 


small home that can be ought under FHA‘ terms for a modest monthly payment 





New Foreign Trade Manual 
Available 


WasuHInctTon, D. C., May 3.—An export and 
import manual, “Export and Import Practice,” 
containing a step by step description of the best 
export and import practice in the United States, 
has been made available by the Bureau of For- 
eign & Domestic Commerce. 

The manual is divided, for convenience, into 
two major parts. The first part deals entirely 
with export practice, and shows why and how 
the market abroad for any commodity should 
be analyzed, both as to the possibilities for its 
sale and the existing agencies for its distribu- 
tion, and such factors as the existence of trade 
restrictions are discussed. Methods of packing, 
transportation means, necessary documents, the 
protection of industrial property abroad, the 
proper methods of quoting for export trade, the 
financing of exports, and final collection are 
also covered. 

Part two of the manual deals with the de- 
velopment of an import business. Methods to 
be used in buying abroad are described, together 
with notes relative to the establishment of credit 
connections, the actual placing of the import 
order and the necessary procedures for clearing 
the imports through the United States customs. 

An appendix contains a comprehensive check 


list of major factors to be considered in making 
a market study for either export or import 
activities. A list of common abbreviations used 
in foreign trade is included. Following the 
appendix there is a detailed index. 

Copies of the manual are obtainable from the 
Superintendent of Documents at 40 cents each. 





Railroads Seek Further Increase 


MEMPHIS, TENN., May 3.—Information that 
the railroads are to seek a further increase in 
freight rates has been received by the Southern 
Hardwood Traffic Association here. Directors 
of the Class 1 carriers, meeting on April 28, 
authorized an application to the Interstate Com- 
merce Commission for additional emergency 
increases in freight rates. 

Cecil A. New, secretary-manager of the 
Traffic association, says that, more than ever, 
it is necessary for hardwood shippers to be on 
the alert to protect themselves against dis- 
criminatory rate hikes. 

Under fourth section orders, according to 
Mr. New, the Southern and Southwestern lines 
have in preparation a general revision of rates 
on lumber and forest products from Southern 
and Southwestern points to destinations in Mis- 
souri, Kansas, Iowa, Nebraska, North and 
South Dakota, Minnesota, Wisconsin and north- 
ern Michigan. 
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Meek Lumber Co. yard at Lincoln, Neb., 


has front in brick veneer 





As neat a little yard as will be found 
in many miles of travel is the Meek Lum- 
ber Co., Lincoln, Neb. The accompany- 
ing layout drawing indicates the efficient 
disposition of space in a small area. The 
lot is about twice as long as the present 
length of the sheds, and the construction 
of sheds is such that they can be en- 
larged easily at any time. Lumber bins 
in the middle section are 30 feet deep, 
permitting inside storage of the longest 
timbers the yard carries, with space on 
one side for shorts. All lumber is piled 
neatly, and the courses lathed regularly. 
Molding is stacked on end, with toe 
braces to keep it pushed well forward, 
preventing warping. Vertical dividers 
are braced at exact 2-foot intervals, the 
braces serving also as measuring rods. 
Wallboard and insulation are kept in 
dustproof enclosures. 

The cement storage room, occupying 
two bin spaces, has walls, ceiling and 
floor double shiplapped, with heavy paper 
between the courses to prevent cement 
from seeping through and collecting on 
other materials. In the front are four 
windows provided with bulkheads for 
display purposes, and in the large front 
room are exhibits of paint, insulation and 
other materials. The front of the build- 
ing and short returns on the sides are 
brick veneer, and the entire structure, in- 
cluding sheds, is on concrete foundations. 

Above the office and display room is an 
attractive, modern 4-room apartment 
which commands a rental of $20 a month, 
and whose occupants provide a measure 
of protection for the yard at all times. 








Plans for the yard were drawn by Mr. 
Meek, who for twenty years has been 
preparing house plans for customers. 


INITIATES BUSINESS AND PASSES 
MOST TO CONTRACTORS 


Package selling of the complete home 
is not new with this company, which in- 
stituted that policy in its business shortly 
after the War. Only if the customer is 
insistent will Mr. Meek act as general 
contractor, and award subcontracts di- 
rectly. He does not, of course, compete 
with general contractors, nor does he ac- 
cept competitive bids for work entirely 
under his control. When plans and 
financing have been arranged, he chooses 
or suggests one general contractor. 

Asked if his policy of occasionally ac- 
cepting a general contract himself did not 
present difficulties in his contractor rela- 
tions, he replied that it did offend some 
builders, but that these were of a type 
that he did not care to give work to. The 
amount of work he institutes and passes 
on far outweighs the few jobs he keeps, 
and the contractors with whom he works 
are entirely favorable to the policy. 


DEMONSTRATION HOME DRAWS 
BIG CROWD, FINDS PROSPECTS 


Last year the company built a demon- 
stration home, using Johns-Manville 
triple insulated construction. The house 
was open evenings and Sundays for six 
weeks, during which five thousand per- 
sons inspected it. Before the close of the 
demonstration period, the house was sold 





Elevation of Meek Lumber Co. shed; 

ribbed glass in roof windows diffuses the 
light evenly 
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for the asking price, and Mr. Meek is 
still working on prospects obtained as a 
result. A full-time city salesman solicits 
building and repair work in Lincoln, and 
liberal use is made of newspaper and di- 
rect-mail advertising facilities. 

The credit problem for Lincoln lum- 
bermen and other merchants has been 
considerably simplified through a local 
credit bureau, which publishes annually a 
complete record of credit experience with 
all the people in the city. The publica- 
tion is available to any business man at 
nominal cost, and according to Mr. Meek, 
it is very dependable. 


TURNS ENGINEERING TRAINING TO 
RETAILING OF MATERIALS 


In Manhattan, Kan., we found L. L. 
Smelser in charge of Ramey Bros. Lum- 
ber & Coal Co., during the absence of 
Mr. Ramey. Mr. Smelser is one of the 
very few of many recent college graduates 
it has been our pleasure to talk to, who 
has what we deem a sound understand- 
ing of the purpose of a college education. 
Mr. Smelser received a Bachelor of 
Science degree in Civil Engineering dur- 
ing the depression, although the time 
probably had little to do with his views 
on selecting a vocation and getting a start 
in it. He picked the retail lumber and 
building material business because he be- 
lieves that it holds ever increasing oppor- 
tunities for young civil engineers who are 
merchandise-minded, and he held no illu- 
sions about being equipped to start in 
the business in a managerial or responsi- 
ble technical capacity. 

Mr. Smelser held that his college edu- 
cation gave him three things. One of 
these was a capacity to appreciate and 
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Idea Scouting in 
Nebraska, Kansas 
and Missouri 


--Discovers Growth of Package 

Selling With Dealer Control, 

Successful Merchandising of 

Metal Roofing and Eaves, Paint 

and Glass, an Efficiently Planned 
Small Yard 


enjoy more of the good things of life than 
might have been possible without higher 
education. This was an advantage with 
no sales value, and one that could return 
dividends only in personal satisfaction 
and contentment. The two other advan- 
tages were problematical, requiring tests 
to prove their reality. He held that he 
should be able to learn faster than a man 
who had not been trained to study, and 
that having learned, he should be able 
to see and improve broader opportuni- 
ties to make himself valuable. 


FINDS THE BOTTOM A GOOD PLACE 
TO START UP A LADDER 

Having selected his work, he sought 
and found a job as an ordinary helper in 
a lumber yard, the Ramey yard, believing 
that any man who hopes for success in 
such a business must learn the funda- 
mentals of that business, and study the 
elementary problems involving lumber 
and other materials, how they are stored, 
handled and delivered, who buys them 
and what they buy them for. Mr. Smel- 
ser got a suit of overalls, swept the yard, 
drove delivery trucks, unloaded cars, han- 
dled and piled lumber, roofing, insulation, 
building material, paint and hardware, 
and applied an engineering student’s 
fixed habit of questioning everything 
he did and everything he saw others do. 
He learned rapidly, supplying many of 
the answers himself, getting many others 
from Mr. Ramey, whom he holds in high 
esteem and to whom he gives full credit 
for what he has managed to do in the 
business in the few years he has been 
connected with it. Now, he is applying 
practical, basic experience and engineer- 
ing theory to his job, and is a promising 
young lumberman with an ever-improv- 
ing practical background. 

“Just why a lot of young fellows com- 
ing out of college shy away from a hum- 
ble job is beyond my understanding,” said 
Mr. Smelser. “To me, the good old sys- 
tem of starting at the bottom is not only 
acceptable, but highly desirable for that 
complete understanding of a business that 
is a prerequisite to eventually running it 





Meek yard plan utilizes all space effec- 
tively; storage space is easily accessible 





or one like it. 
into straight building construction from 
the contracting end, or into one of the 
sub-trades, I would have been glad of a 
chance to work as an apprentice carpen- 


If I had elected to get 


ter or mason. I see no reason why a 
young college man should not go to work 
as a tradesman or laborer or as a gasoline 
station attendant. Too many men start 
in the middle, and then wonder why they 
go just so far, and then stand still. It 
seems to me that the reason is perfectly 
obvious. They never learn the real fun- 
damentals of what they are trying to do, 
and I fail to see how a man can run a 
business effectively without first gaining 
that knowledge.” 

In Manhattan, Main Street has gone in 
for face-lifting in an impressive way. 
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Ramey Bros. Lumber & Coal Co. Yard at 
Manhattan, Kan., was remodeled for more 
creative display of goods 





New store fronts are the order of the 
season, and the city, twentieth in popula- 
tion in the State, is seventh in value of 
building permits issued this year. 


PREPARING TO GIVE UNIT SERVICE 
TO UNIVERSITY TOWN 


A stop at Lawrence, Kan., resulted in 
locating Harold Constant, of the South 
Lawrence Lumber Co. Mr. Constant was 
rapidly coming around to the conviction 
that the successful retailer of the future 
must take his place as the co-ordinator 
and leader in the production of small 
homes, and was engaged in seriously 
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weighing various factors involved in a 
general overhauling of the policy of his 
own company preparatory to offering 
complete home building service. Beyond 
the edge of the city, where taxes are low, 
Mr. Constant has a 9¥%-acre plot of 
ground, 628x660 feet, which he had sub- 
divided on paper into twenty-four lots, 
each approximately 100x122 feet. The 
arrangement left room for a children’s 
playground and a tennis court. He was 
considering the construction of a few low- 
cost homes on several of these lots as a 
test of their desirability. 

Lawrence, site of the University of 
Kansas, and important trading center of 
a prosperous farming region, had more 
residence construction during 1937 than 
at any time since 1929. Farm business 
was expected to improve in 1938, prin- 
cipally because of a large wheat crop. The 
second alfalfa crop was ravaged by grass- 
hoppers, and in some spots corn suffered 
from hail. The potato crop, important in 
the Kaw River Valley, was normal, but 
prices were not holding up. 

Driving to Moberly, Mo., through 
general farming country, we were im- 
pressed by the almost unanimous choice 
by farmers of corrugated sheet metal 
roofing for farm homes and barns. Stop- 
ping at the Frank J. Heddinghaus Lum- 
ber Co., near the edge of the city, we 
learned that the preference for this roof- 
ing is spreading through Missouri from 
the Southwest. “The farmers,” said Mr. 
Heddinghaus, “believe they get more 
wear out of metal roofing. We sell more 
of it every year. Sheet metal roofing and 
paint are two very active lines with us. 

“We advertise paint, and push it all 
the time. Our paint sales this year are 
far ahead of what they have been in re- 
cent years, and it isn’t the mortgage com- 
panies that have taken farms over for 
management that are buying it. These 
companies have done very little this year. 
The bulk of our sales are made to the 
securely entrenched farmer. Give the 
progressive farmer a little cash, and he’ll 
buy and use paint. This year, he has 
some cash, and I think he will have more 
next year.” 


USES WALLS AS OUTDOOR 
PAINT COLOR CHARTS 


Rapid turnover of paint inventories in 
the Moberly area was not exceptional. 
Many dealers throughout the State re- 
ported similar experience. At Kahoka, 
the W. E. Matlick Lumber Co. noted 
steadily increasing activity in its paint de- 
partment early in the spring. This con- 
tinued on through the summer and fall. 
The company uses four principal means 
of promoting paint sales. First, it dem- 
onstrates its own belief in the value of 
well painted structures by keeping its of- 
fice and sheds freshly coated at all times. 
Unlike most buildings, the Matlick 
structures are not painted with a single, 
solid color and matching or contrasting 
trim. Every color of paint carried is used 


Amerecanfiumberman 


on the walls in a manner that serves to 
give a modernistic appearance. Thus, in 
addition to proving the value of paint as 
such, the walls are also outdoor color 
charts and actual demonstrations of a 
variety of color schemes. 

Second, the company maintains a well- 
stocked paint department, excellently ar- 
ranged, and visible to passers-by on the 
outside. The third use of merchandising 
facilities consists of well-prepared news- 
paper advertising; and, finally, it con- 
ducts interesting and educational paint 
demonstration parties at the yard. 


PAINT AND GLASS SALES INCREASED 
BY PROMOTION 


“We discovered a long time ago,” said 
Mr. Rogers, manager of the yard, “that 
it is much easier to sell paint than merely 
to carry it, and certainly much more prof- 
itable. There is a lot of satisfaction in 
selling paint, too, because you know that 
every can that goes over the counter is 
going to brighten, freshen and prolong 


Chicago Company's 
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the life of some structure or object. 

“We do a very fine glass business in 
this yard, and we are proud of our glass 
department. We keep sixty boxes of 
window glass on hand at all times, and 
in addition, six or eight boxes of blank 
automobile glass. We have a little grind- 
ing machine, and there is scarcely a day 
goes by that we do not replace at least 
one auto glass. Glass, like paint, has to 
be sold, and we advertise it, and try to 
keep ourselves established as the glass 
headquarters of the community. 

“Another item in the yard that pays 
a good interest on the investment is a 
Hilco floor-sander, which we rent out. 
A floor sander is not the easiest thing to 
find, and just an occasional reference to 
it in our publicity keeps it working nearly 
all the time. Another line which we 
added some time ago, and which has 
proved to be very successful, is the slip- 
joint eave trough made by Wheeling Cor- 
rugating Co. It goes about equally well 
to farm and town trade.” 


Remodeling Contest 


Attracts Many Early Entries 


The remodeling contest which is being 
conducted by the Edward Hines Lumber 
Co., Chicago, with $5,000 offered in 
eighty-three cash prizes, has brought in 
many entries at each of the concern’s 
yards. The contest was announced pub- 
licly on April 24 with the appearance 
of a page ad in a Chicago newspaper and 
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as to the condition of the property which 
the individual plans to renovate, and 
when the work will begin. 

The contest, which will run through 
Sept. 30, is based on the best use of the 
proper products described in the Hines 
booklet, “Latest Ideas on Home Re- 
modeling,” and of the new merchandise 
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FREE aianx EDWARD HINES LUMBER YARDS 





A sample of the 200 billboards in Chicago and its environs which announced the contest 


the posting on the same day of posters on 
200 billboards throughout the city and its 
suburbs. The effectiveness of the posters 
is clearly evident from the accompany- 
ing picture of one. Contestants wishing 
to enter the competition are required to 
call at one of the company’s yards for a 
portfolio of materials. At that time a 
salesman fills out a complete application 


of manufacturers listed in it. The booklet 
is part of the literature received by a con- 
testant when he calls at a yard. Entries 
in the contest will be based on the best 
answers to the two questions: “What are 
your reasons for making the improve- 
ment?” and “What are your reasons for 
the use of the particular products used in 
making the improvement ?” 
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ABLE MARKETER OF 
PHILIPPINE HARDWOODS 


[Continued from Front Page| 


the association. Then, when a few years 
later this organization was succeeded by 
the Philippine Mahogany Manufacturers’ 
Import Association (Inc.), the member- 
ship of which includes manufacturers in 
the Philippines and distributors in the 
United States and Canada, he was chosen 
as its president and he enjoys the distinc- 
tion not alone of being the first president 
of these two associations, but the only 
president they have ever had, for his as- 
sociates have felt that no one in the in- 
dustry is better qualified to direct the 
destinies of their association than Walter 
G. Scrim, and year after year they have 
elected him to succeed himself as chief 
executive officer of the organization. 
Under his inspiration and direction the 
promotional program of the association 
has been outstanding in its attainments, 
and Philippine mahogany has won an es- 
tablished place in the esteem of users 
everywhere. 

After returning to California following 
his three years’ residence in the Philip- 
pines, Mr. Scrim threw himself whole- 
heartedly into the work of establishing 
markets for the products of his company. 
Realizing that nothing can take the place 
of personal contact in building up good 
will and establishing a desirable trade, 
during his first year Mr. Scrim was con- 
stantly on the road, spending only eleven 
days of that year at home. Since then he 
has continued his personal contacts and 
makes three trips over the sales territory 
during every year. 

While keeping in close contact with his 
own business and that of the association, 
Mr. Scrim finds his greatest pleasure 
with his family at their home in San 
Marino, the family circle consisting of his 
wife and three sons. Following in his 
father’s footsteps, the oldest son recently 
has entered business for himself and oper- 
ates the General Hardwood Co., at Van 
Nuys, Calif. The other boys, thirteen- 
year-old twins, are attending school in 
San Marino. 

Mr. Scrim recalls with pleasure the 
fact that thirty-two years ago he ad- 
dressed a letter of inquiry to the AMER- 
ICAN LUMBERMAN, was given the infor- 
mation that he had asked for and ever 
since that time he has been an interested 
reader of this publication. 





Clearwater Drive Completed 


SPOKANE, WASH., May 1.—The 1938 log 
drive of the Potlatch Forests (Inc.), on the 
Clearwater River was concluded in record time, 
with 40,000,000 feet of logs reported in the mill 
pond after the lumberjacks were on the river 
only about four days, whereas they usually are 
on the water about six weeks. About 2,000,000 
feet of white pine logs was lost to the com- 
pany by a sudden 3-foot rise in the river. The 
logs went down the Snake River and into the 


Columbia, but an effort is being made to re- ° 


cover as many as possible, 
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Believes Market Outlook for White Spruce 
and Other Western Woods Is Favorable 


MINNEAPOLIS, Minn., May 3.—“‘The 
general business picture is about to 
change for the better, I believe, and I 
am confident that the lumber industry 
will share this improvement and will 
shortly enjoy an increased volume of 
business,” said R. C. Winton, aggressive 
president of the Winton Lumber Sales 
Co., 2600 Foshay Tower, this city, on 
his recent return from a trip to the east- 
ern part of the country. “I had,” he 
continued in an interview with the news 
representative of the AMERICAN Lum- 
BERMAN, “an opportunity to talk with 
people in the FHA, and the reports re- 
ceived by them of a large number of ap- 
plications for insured mortgages, indicate 





R. C. WINTON, MINNEAPOLIS, MINN.; 
Gives Reasons for Market Optimism 


to me that residential building is about 
ready to get under way in substantial vol- 
ume. And real optimism was expressed 
too by Frank Carnahan, secretary of the 
National Retail Lumber Dealers’ Asso- 
ciation, as to retail sales of lumber dur- 
ing the remainder of this year.” 


Mill Stocks Moderate; Prices May Stiffen 


“Sales of Idaho white pine from the 
Winton Lumber Co.’s plant at Gibbs, 
Idaho, were down about one-third in vol- 
ume from last year,” said Mr. Winton. 
“The same is true, roughly, of company 
sales of Ponderosa pine, fir and western 
white spruce.” He pointed out that, ever 
since December, weekly sales and ship- 
ments have exceeded production, and 
that, from the standpoint of stocks, the 
industry is in a sound statistical position. 
In addition, manufacturers are keenly 
alive to the necessity of adjusting produc- 
tion to sales, and will not again commit 
the mistake of building up large, un- 
wieldy inventories. Then, too, costs are 
the highest in the history of the industry. 
The base minimum wage scale on the 


West Coast at present is 62%4 cents an 
hour, compared to 42% cents an hour in 
the period of 1926-1929. It is Mr. Win- 
ton’s feeling that quotations may vary on 
individual items according to stock con- 
ditions, but that prices in general will 
probably not go below present levels, and 
may very well show a stiffening tendency. 

The Winton Lumber Sales Co. distrib- 
utes approximately 100 million feet of 
lumber annually. About one-third of this 
comes from the Winton Lumber Co. at 
Gibbs, Idaho, and is Idaho white pine. 
The cut of the Winton Lumber Co. is 
nearly all Idaho white pine. 


Western White Spruce Has Valuable 
Qualities 

In addition, the company handles the 
United States sales of The Pas Lumber 
Co., with mills at The Pas, Manitoba, 
and Reserve, Saskatchewan. The prod- 
uct of these mills is 100 percent western 
white spruce (picea glauca, Manitoba, 
Saskatchewan, Alberta type). White 
spruce is found in almost every Province 
in Canada, but “western white spruce” 
lumber is produced only in Manitoba, 
Saskatchewan and Alberta. Favorable 
soil, moisture and climatic conditions 
combine in these Provinces to bring to 
its fullest development the white spruce 
trees growing there; and lumber buyers 
have come to value the qualities of light 
weight, light color, and sound intergrown 
knots found in “western white spruce” 
lumber. 


Varied Species Available in Mixed Cars 


The .Winton Lumber Sales Co. also 
sells sizable quantities of sugar pine, Pon- 
derosa pine, fir and cedar. The company 
represents the Somers Lumber Co., of 
Somers, Mont., manufacturer of Ponde- 
rosa pine, Engelmann spruce and larch; 
the Craig Mountain Lumber Co., of Win- 
chester, Idaho, and the Crater Lake Box 
& Lumber Co.,.of Sprague River, Ore., 
manufacturers of Ponderosa pine; and 
the stocks of these mills can be shipped 
with the Winton company’s Idaho white 
pine from Gibbs, Idaho. It also sells West 
Coast fir and red cedar lumber and 
shingles from first-class mills. 





Tennessee Company Continues 


Policy of Operation 


BristoL, TENN., May 3.—F. B. Came has been 
named president of the Bristol Door & Lumber 
Co., manufacturer of Tenn. Diamond Brand 
lumber and millwork, succeeding William Otis 
Came who died April 13. The operation of the 
company will be continued with the present 
personnel and under the policies and principles 
established by its late president. J. R. Tauscher 
is secretary-treasurer, J. H. McCrary, sales 
manager, H. B. Millard, assistant sales mana- 
ger, L. K. Baumgardner, traffic manager, R. P. 
Charles, superintendent and D. T. Smith, timber 
agent, 
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Prices Painted on Shed lor All to See 


Firm Solicits Farm, Industrial, Re- 
for Business 


tail, Wholesale Trade 


EVERGREEN Park, ILL., May 2.—If the 
thousands of people who pass through 
this small community daily on US Routes 
12 and 20 remember nothing else about 
the town, it is unlikely that they will 
soon forget the Evergreen Lumber & Coal 
Co., which has used one side of a shed 
next to the highway to publicly announce 
its price list on a few standard items. The 
list was painted on the building about 
eight months ago. According to Walter 
H. Schenk, manager, the prices shown 
are for select No. 3 lumber and No. 2 
roofing, whereas customers of the yard 
are now receiving select No. 2 lumber 
and No. 1 roofing for the same price, due 
to the drop in costs. These prices are 
f.o.b. yard as is stated in a banner line 
over the top of the sign. 

The rural trade of the lumber yard is 
the group which uses the f.o.b. list to the 
greatest extent. Located just southwest 
of Chicago, the yard is accessible to farm- 
ers in a wide arc of gardening territory 
and to others who truck their cattle into 
the stockyards and can save money by 
hauling their own material needs home. 
Eight thousand farmers receive a list from 
the yard which gives them both the de- 
livered and f.o.b. prices. The lumber 
company also advertises in a farm maga- 
zine, and is finding it an increasingly 
beneficial medium. 

Previous to becoming manager of the 
Evergreen Lumber & Coal Co. three and 
a half years ago, Mr. Schenk was in the 
industrial lumber business for several 
years. In his new position much of this 
trade is still served with crating lumber 
which is the poorer quality that is laid 
aside when the cars are graded on reach- 
ing the yard. It was estimated that four 
million feet of lumber has been bought 





The driver of this International truck stopped helping load it so 
this picture could be snapped 
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since last January 1. Fifteen cars of oak 
flooring were purchased from one plant 
at one time in January when the price 
was low due to a slow market. 

The company makes a specialty of cut- 
ting industrial lumber to the exact length 
and size fitting the needs of this class of 
its trade. Any kind of shipping crate 
desired by factories will be made to order, 


Manager Wastes No Time Com- 
plaining-- Works Harder on Selling 


products. A full line of paint is stocked, 
and all kinds of hardware. 


MAKES GAS STATION SIGNS 


An interesting sideline business of the 
yard is the making, assembling, and paint- 
ing of signs for gasoline stations of a large 
company. A contract for 1;500 signs was 
being completed at the time of the AMERI- 








Clever utilization of the side of a shed along a street is seen above. A skeletonized 
price list on some standard items is painted in clear black figures on a white back- 


ground for all the 


and in any number in the yard’s ade- 
quately equipped mill. Sizable orders for 
these wood crates are received and filled 
continually. 


EXPECT TO SELL 700 HOUSES 


It is anticipated at the company office 
that building materials for 700 moderately 
priced houses will be delivered from the 
yard in 1938. Three hundred of the resi- 
dences are to be built by one builder, and 
another hundred will be erected by a 
second party. Price lists on the firm’s 
stock are sent to 3,000 contractors, it was 
said. Practically all of the stock, lumber 
as otherwise, is of nationally advertised 


passing world to see 


CAN LUMBERMAN representative’s call. 
About 2,500 were made and shipped from 
the yard last year, it was stated by Steve 
Hester, who is in charge of the company’s 
small mill where they are made. 

Clear fir, 2x34 inches, is used for the 
sides of the frame holding the signs, and 
the same material in strips 254x34 inches 
is used for the outside framework. A 
little figuring by Mr. Hester showed that 
43,500 feet of fir was used in making the 
present consignment of 1,500 signs. 

In addition to the periodic price lists 
sent to the firm’s rural and contractor 
trade, a large quantity of literature goes 
out to other customers. Some of it does 





One of the long sheds in the Evergreen Lumber & Coal Co. yard 
which shelters some of the stock 
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not even carry the name of the company, 
but is merely goodwill publicity for the 
lumber industry. An example of the lat- 
ter type is the short mailing piece headed, 
“Lumber is Cheap,” which was recently 
distributed. A portion of it read: 


PUBLICIZES "JOB" PRICE 


“Do you know that lumber is as cheap today 
as it was in 1932? . .. You can buy cedar 
lining for a closet 3x4x8 feet for $10.23. You 
can cover a 10x12-foot room with select oak 
flooring for $9., $9.90 or $10.73, all according 
to the flooring thickness you want. 

“Let’s suppose you have an attic in which 
you want to make a 12x12-foot room with wall- 
board. Figuring it solid nine feet high with 
four walls, the cost would be only $24.20. Now, 
let’s look at your garage. Do you know that 
you can put on the best ninety pound slate 
roofing for $10.50?” 


Office Sells 


The second step in a program of mod- 
ernization for its entire plant was recently 
taken by The Koch Lumber Co., Perrys- 
burg, Ohio, when it completed the remod- 
eling of its sales room. The first step 
was taken in 1931, when the company 
tore out one whole side of a 65-foot shed, 
installed a large display window, and 
built a display room. The office, some- 
what above the average in appearance at 
the time, still presented an unfavorable 
contrast to the new display room across 
the driveway, and was not physically in 
keeping with the demands of modern 
merchandising. The outer office con- 
sisted of two rooms separated with grille 
work, through which customers had to 
transact business. The office was small, 
one desk was outside the enclosure, and 
while the walls were cleen, they were fin- 
ished in dark tones, and presented a 
dreary appearance. 

“Early this year,” said Edwin A. Clay, 
president of the company, “we felt that 
improvements should begin at home, and 
that if we were going to sell modernizing 
we had better practice before we preach.” 

The accompanying photograph affords 
a good idea of the change that was 
wrought. Removing the old separating 
wall and grille work were the only struc- 
tural changes made in the room, and this 
resulted in giving the room the appear- 
ance of being twice its former size. Mov- 
ing a desk and adding counters resulted 
in doubling the size of the lobby without 
taking anything from the sales and book- 
keeping spaces. The entire improvement 
was designed by Mr. Clay, and the work 
was done by the company’s employees 
after hours in the evenings and at odd 
times during the days. 

The ceiling is Armstrong Temlok, the 
dark pieces cream color 24 inches square, 
and the light pieces 12-inch white squares. 
Side walls down to the dado are random 
width Temlok ash plank. Below the dado, 
Temlok solid panels were used. Corner 
trim is chrome moulding. 

The front of the counter is Marsh tile 
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One of the saws that sings most in the 
company's mill is this DeWalt, which was 
warmly praised for its efficient performance 
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The Evergreen Lumber & Coal Co. also 
does some wholesaling to retail yards in 
Chicago, and enjoys a considerable vol- 
ume of business over a year’s time. The 
retailers receive a separate price list on 
items of lumber, flooring and other mate- 
rials regularly. 

Mr. Schenk does not waste time “‘belly- 
aching” about business conditions, but has 
redoubled his efforts to achieve sales. He 
has no sympathy for dealers who regard 
it as beneath the dignity of the lumber 
industry to actively go after business in- 
stead of sitting in the office waiting for 
customers to come. In order to earn his 
salary, he feels that it is his duty for the 
company to make a profit. It does, and 
he does! 


Modern Materials Used 


in English harewood pattern. The coun- 
ter top is red counter material, and edg- 
ing is black Marsh tile. Armstrong floor- 
ing with bright red border was used 
throughout. Narrow casings painted Chi- 
nese red were used on the doors and win- 
dows. Sash and other woodwork and 
doors were painted a special gray to match 


salesmen and others. Entrance to Mr. 
Clay’s office from the bookkeeping depart- 
ment is through the original door, which 
was cleverly modernized by placing one- 
quarter inch plywood over the old panels, 
and edging it with chrome moulding. 
“The investment has proved more than 
worth while,” said Mr. Clay. “We sold 





New modern office of The Koch Lumber Co., designed and built under the direction 
of Edwin A. Clay, President 


the English harewood. Venetian blinds 
with gray slats and red edgings complete 
the permanent fixtures, and furniture of 
chrome steel tubing is equipped with red 
leather seats and backs. Ash trays are 
red and black. A twelve-inch plate glass 
on the counter in front of the book- 
keeper’s desk hides nothing, and protects 
papers from being blown away. 

A passage at the extreme left leads to 
the office of Mr. Clay, and is used by 


two large orders directly as a result of it. 
One customer came in, and when asked 
what he wanted, said, ‘I want some of 
that stuff.’ He did not know what to call 
it, but he liked what he saw. He took 
over fifty dollars worth. 

“Retailers cannot be too alert in keep- 
ing abreast of the times, and placing their 
own houses in order before trying to in- 
duce customers to modernize. It pays big 
dividends in the end.” 
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RETAILERS’ ROUND TABLE 

















Through Depression and Recession, Policy Won 


Here’s how an eastern retailer pulled 
through the depression, and is now pull- 
ing out of the recession, as told in a con- 
fidential letter to the retail editor; for 
which reason we refrain from printing 
the dealer’s name and address. The origi- 
nal letter, of course, is preserved in our 
files. This dealer writes’ in part: 

“In 1931 the writer saw the handwrit- 
ing on the wall, and felt that sooner or 
later the methods of merchandising lum- 
ber at retail would have to undergo radi- 


cal changes. We were at that time doing 
business with an eye mainly to volume. 
However, before entering the lum- 
ber business I had considerable experi- 
ence as a merchandiser of high grade 
goods, in another line, and was inclined 
to believe that in the final analysis the 
methods used there could be successfully 
applied to the selling of lumber. 
“Therefore, our company executed an 
‘about face,’ forgetting the idea of vol- 
ume as the main objective, which had 





will pay out in shelter. 


Timely Tips for Dealers 


Fortunate is the June bride who begins housekeeping in a home of her 
own planning. Wise is the June bridegroom who starts out married life by 
becoming his own landlord. Ask any couple who have been married a 
number of years if there’s anything more worthless than a stack of old 
rent receipts! Have something to show in later years for the money you 
Build your own home now! 

The foregoing paragraph, and the accompanying cut, were the intro- 
duction to a timely and forceful “ad” directed to “newlyweds” by the Boise 





Dan Cupid and 
The Building Bug 


Lasting Comfort for 









Join Forces to Promote 24a 


Young Couples and Old! 


<<, 








materials. 





Payette Lumber Co., Boise, Idaho. From Plans to Payments the company 
offers “the utmost in co-operation, including help in getting FHA financ- 
ing, and furnishing good designing and materials.” Floor plans and brief 
description of a “Dream Home,” calculated to awaken longing for owner- 
ship, also featured the “ad.” “Homes for Newlyweds” is suggested as a 
timely theme for the May and June advertising of dealers in home-making 
Stress the “owned home” as essential for happy family life. 








necessitated competition, with no mar- 
gin of profit, bad credit risks, and un- 
wieldy fixed overhead. Incidentally, we 
could see the volume goal receding for 
the time being anyway, through the slow- 
ing up of building, and through what 
business there was being divided up too 
much, owing to numerous small yards 
springing up throughout the territory. I 
might add that at present we have, within 
a radius of five miles, twenty-six com- 
petitors, small, large, good and bad. 

“In formulating our new policy, we 
decided to specialize in high grade lum- 
ber and dependable services of many 
kinds, including financing, building, re- 
pair and alteration service etc. In addi- 
tion we make without charge, inspections 
of homes, including plumbing, painting 
etc., furnish sketches, and also supply re- 
liable mechanics of every sort, whose 
work we guarantee. The next step was 
to fix up our buildings, inside and out- 
side, in an attractive and uptodate man- 
ner, but that is another story. 

“What we have been attempting to do, 
and have been doing with apparent suc- 
cess, perhaps can be well covered by a 
remark made by one of our most exact- 
ing customers: ‘I know I pay more for 
lumber from you, but because of the qual- 
ity of the lines you carry, the service 
which I am given, and the general set-up 
of your business, I forget the small dif- 
ference I pay.’ 

“We find that this sentiment is quite 
general with our customers. We en- 
deavor to give no ground for criticism 
or complaint, and the resulting satisfac- 
tion to our customers provides for us a 
retail lumber business which, at present 
at least, is practically non-competitive, 
and in spite of the recession, has brought 
us through 1937 with a profit.” 





Drivers Demand Yards Handle 
Only Union Label Millwork 


MiILwavuKEE, Wis., May 3—Thirty 
Milwaukee county lumber yards, employ- 
ing about 400 persons, were shut down 
when the Milwaukee Carpenters District 
Council (AFL) and the Truck Drivers’ 
Union, called a strike of the employees. 
No lumber was moved to private or pub- 
lic construction jobs in the city and 
county except from National Lumber & 
Wrecking Co., which signed individually 
with the unions, according to union offi- 
cials. Conferences between representa- 
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tives of the Milwaukee Retail Lumber- 
men’s Club and the union have been 
scheduled. 

“The yard operators have made a num- 
ber of concessions to the unions, but feel 
that they can make no more,” Benjamin 
F, Springer, secretary of the club, said. 
“Our negotiations in the last. year have 
been friendly, and we had not expected 
this trouble.” Negotiations are dead- 
locked on union demands for a one-week 
vacation with pay, and an agreement by 
the yards to handle only millwork with 
the AFL label. 





Building and Remodeling Clinic 
Attracts Retailers 


San Francisco, Carir., May 1— 
Ways of stimulating home building and 
remodeling activities was a major subject 
of discussion at an all-day clinic at the 
Palace Hotel on Tuesday, April 19, at- 
tended by approximately 300 owners and 
managers of lumber yards from northern 
California and nearby States. 

Features of the meeting, which was 
sponsored by Johns-Manville, were an 
analysis of management problems and a 
survey of new methods employed in the 
Housing Guild plan of merchandising 
building materials. This system was in- 
augurated by Johns-Manville three years 
ago and is now being used by building 
materials dealers in all parts of the 
country. 

Among those from the New York head- 
quarters of Johns-Manville who partici- 
pated were: L. C. Hart, general sales 
manager; L. M. Cassidy, general mer- 
chandise manager; A. A. Hood, manager 
of the J-M Housing Guild division; J. L. 
Wood, general credit manager, and W. S. 
Miles, chief engineer of the J-M building 
materials department. 

Announcement was made of the Pacific 
Coast Guild School to be held at the 
Leamington Hotel in Oakland from May 
2 to 15. 

Discussion during the day, according 
to Franklin Shuey, J-M vice president 
here, “was especially directed to men with 
important investments in retail distribu- 
tion plants, and to sales managers, because 
of the unusually serious problems con- 
fronting the building industry this com- 
ing year.” 

The meeting, which was interspersed 
with talking pictures and dramatic skits, 
was concluded with a banquet in the 
evening. 





The complaining customer is a crank. 
Too many lumber merchants think so. 
They forget that if they don’t adjust a 
complaint from a customer to his com- 
plete satisfaction that old customer quits. 
It costs much more to get a new customer 
to replace him than it would to adjust 
that minor complaint. If a new customer 
is worth $20 (cost of advertising and sales 
promotion), surely an old customer is 
worth a dollar. 
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Public Opening of Remodeled 
Yard Is Successful Affair 


Formal opening of the recently remod- 
eled yard of the Johnson Lumber & Sup- 
ply Co., Johnson, Neb., took place on 
April 9. The yard buildings have been 

fixed up, and painted, 


so that the plant 
is now thoroughly 
modern. In _ addi- 


tion, the company’s 
operations have been 
broadened, inasmuch 





H. T. KNUDSEN, 


Manager Who Planned 
Successful Opening of 
Remodeled Yard 





as it has added 
builders’ hardware 
and kindred items 
to the stock of lum- 
ber, paint, and build- 
ers’ supplies pre- 
viously carried. 

The opening was a very successful af- 
fair, according to H. T. Knudsen, man- 
ager, who reported about 750 persons at- 
tending in the afternoon, and as many 
more at the show that evening. Lunch 
was served and the various wholesalers’ 
representatives had samples and souve- 
nirs to give to the visitors. These repre- 
sentatives had booths set up in the shed 
driveways for displaying their various 
lines. 

A notable feature was presentation to 
the company’s patrons and visitors of a 
handsome souvenir book, with illustra- 
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About 1500 persons attended the opening of the recently remodeled yard of the 
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the part of this enterprising company and 
its co-operating wholesalers. 

Since the opening date, Mr. Knudsen 
says, daily trade has averaged $100 to 
$400 a day, which is very good for a yard 
of this size. He also says, “We picked 
up a world of prospects for all kinds of 
building and fencing, and are figuring two 
house jobs which developed from the 
opening.” 





Woman Contributor Suggests 
Woodwork Projects for Mill 


[By Margaret Tipton Wheatly] 

Do you have a mill? Why not do 
something about making unfinished fur- 
niture to order for your customers? Why 
not do something about a special mill- 
work service for your local home crafts- 
men who do not have power machinery? 
If this were done in slack time some of 
the expense of the mill personnel could 
be offset. 

Why not do something about a “proj- 
ect of the month”’?—something to be 
made in the mill, perhaps a piece of fur- 
niture, selected from the workshop de- 
partment of one of the household maga- 
zines. It will be sure to sell, and may 
create interest in your mill, as well as 
orders for other items. Do you realize 
how few people know that a lumber yard 
mill is competent to make almost any- 
thing of wood they may desire or need? 
Most laymen think only of your mill as 
a place to get sash, doors, and interior 
finish. 

If one were going in for a “project of 
the month,” it would be well to work 





Johnson Lumber & Supply Co., front of which is here shown 


tions of the offices and the personnel of 
the company ; pictures of some of the nu- 
merous residences, barns and other build- 
ings for which it has furnished materials 
in the last year or so, and a “Spring Price 
Guide,” illustrating and pricing many 
items of stock, in regular catalog style. 
Altogether, this public opening, and the 
souvenir booklet, commemorating same, 
represented a very creditable effort on 


with the woman’s club, and on meeting 
days send a selection of three or four de- 
signs; or erect in your store, in a con- 
spicuous place, a bulletin board, and post 
the designs on it, each numbered, with a 
box of cards upon which the number 
can be written and dropped in a con- 
tainer; then construct the one that is 
voted the most popular. This would give 
the project publicity. It would acquaint 
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people with your millwork. Soon the 
mill would be working overtime! 

Does all this sound like too much 
work? Too much to be expected of your 
employees, or you? Are you afraid your 
personnel can’t match up to this kind of 
selling? Then why not do something 
about the personnel? Because it hasn't 
been thoroughly tried out by every other 
lumber yard in the country, and so is not 
known to be either good or bad practice 
are you afraid to do it first? 

Why should not the lumberman di- 
vulge some of his “secrets,” such as the 
mysterious way of figuring board feet, 
and what that word “penny” means when 
referring to nails? Well, if you don't 
begin to do some of these things, some- 
one else will. 

The best way for a yard to keep out 
competition is to serve the community, 
and this doesn’t just mean adequate 
stocks and good millwork. It does mean 
stimulating the home owner’s imagina- 
tion and desire for the things which can 
be made from those stocks, and by that 
fine mill of yours. Some of these ways 
we have discussed in the foregoing: para- 
graphs. They will work. They are all 
sound merchandising principles, and they 
will be adopted by retailers generally 
some time; why not now? 





Small Hardware Line Popular 
With Neighborhood Buyers 


A line of tools and gadgets for the 
home workman has more than proved its 
worth for the Betts-Sine Lumber Co., of 
Culver City, Calif., according to F. W. 
Betts, one of the proprietors, who points 
out that of recent years numerous boys 
and men, as well as many women, have 
been going strongly for home crafts and 
hobbies such as model building. 

A majority of families also do much of 
their own repair work and odd jobs that 
require tools, paints and other materials 
and the Betts-Sine company finds it 
especially profitable to have such things 
on hand when small orders of lumber 
are bought. 

To aid in the sale of these lines the 
best display window of the office building 
is used for handsaws, hammers, screw 
drivers, planes, trowels and other small 
hardware. 

Also on coming into the office no boy 
or adult home craftsman can fail to see 
the array of various sized dowel sticks in 
a rack beside the small hardware display. 
The doweling is bought for arrows and 
for such things as masts and spars of 
model ships, the latter taking the one- 
eighth and three-tenths sizes usually. 

The company also does a brisk busi- 
ness in shelf paints. Betts explains that 
during the depression there was a heavy 
demand for ten-cent cans for small paint- 
ing in the home. With better times this 
demand has ceased almost altogether. 
Besides, if the customer insists on the 
cheapest grades, he is told, “We'll sell it 
if that’s what you want, but don’t come 
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back on us for not telling you it was no 
good.” 

“In installing these additional lines, we 
had observed that many home workmen 
do not know where to get certain materi- 
als,’ Mr. Betts said. “Of course, they 
all know where hardware stores are lo- 
cated, but many are not sure they will 
find such materials as a few feet of elec- 
trical conduit, for instance. 

“We do not carry enough electrical 
materials for an entire house job, but in 
cases where a man is building a porch and 
wants lights for it, we can supply him. 
When he buys the lumber and tells what 
he is going to do with it, we naturally 
suggest other materials and tools he may 
need. We also sell light globes. 





“As to home crafts and hobbies, it is 
not unusual for a man or boy to come in 
with a page from one of the hobbies 


magazines. He wants to make a project 
and he also wants our help in selecting 
materials he will need. Residents who 
build their own garages and cellars usual- 
ly remember a display of assorted pad- 
locks they saw in our office when they 
purchased other materials.” 

As to the revenue from such lines, Mr. 
Betts says the sale of lumber accounted 
for 60 percent of the company’s income 
last year. The remaining 40 percent was 
not all due to sidelines, since roofing, 
cement, builders’ hardware and other 
commodities also are carried, but side- 
lines were responsible for a considerable 
portion of it, he says. In addition, the 
sidelines brought many more customers 
into the company office. 





Lumber Company Builds Ten 
CCC School Buildings 


The Belmont Lumber Co., Charleston, 
Miss., began work last week on the con- 
struction of ten portable and pre-fabri- 
cated school buildings, for ten CCC camps 
in Mississippi and Louisiana, according 
to announcement by Claude Shook,, gen- 
eral manager of the company. It is stated 
that a crew of twenty men will be engaged 
in this work for about forty-five days at 
the Belmont work shops. The pre-fabri- 
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cated buildings will be shipped for erec- 
tion in CCC camps at Senatobia, Coffee- 
ville, Oxford, Calhoun City, Miss.; and 
to six camps in Louisiana. 


Texas Lumber Store Is Stocked 
with Standard Lines 


The Barber Lumber Co., of Fort 
Worth, Tex., about two years ago built 
a new place of business, which has proved 
to be a good investment, being in a bet- 
ter location than the old yard. This com- 
pany not only carries a complete line of 
lumber and building supplies, but also 
sells paints and wallpaper. The accom- 
panying photograph shows a section of 





J. W. Jarrell, of the 
Barber Lumber Co., 
Fort Worth, Tex., is 
seen behind the 
counter in that com- 
| pany's store, which 
carries full lines of 
paints and wallpaper, 
as well as many other 
items 





the paint and wallpaper department. The 
sales counter is built of knotty California 
white pine. 

J. W. Jarrell, vice president of the 
company, is standing behind the counter. 
He says that the Du Pont paints and the 
Lennon wallpapers which he sells meet 
the needs of his customers and satisfy 
them as regards quality and durability. 

The entire front of the building is de- 
voted to display and sales space, includ- 
ing showing of hardware. The entire 
room is ceiled with Nu-Wood paneling. 





"'Three-In-One" Service Is Now 


Offered by Retailer 


MitwavuKkegE, Wis., April 18.—The 
John Schroeder Lumber & Supply Co. 
has announced a new “package” idea in 
building service, linking quality mate- 
rials, convenient financing and reliable 
contractors to make it easier for the con- 
sumer to satisfy his housing needs. Ex- 
tensively advertised in local newspapers 
as “A Home Service to Fill Every 
Need,” the innovation is attracting wide 
attention. 

“The way to make the building busi- 
ness better is to make it easy for con- 
sumers to get what they want,” John E. 
Schroeder, president of the company, 
said in announcing the new service. “It 
is our theory that three things are 
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essential. First, the consumer must be 
supplied with quality materials. Second, 
financing must be convenient, to bring re- 
modeling and building jobs within the 
reach of the average pocketbook. Third, 
independent reliable contractors must be 
selected to do the job right. 

“The idea is merely the application to 
building work of tried and proven busi- 
ness principles. Modern packaged build- 
ing service will replace the old-fashioned 
lumber yard. By personal contact with 
the consumer we can educate him to us- 
ing better lumber, and get reliable con- 
tractors,” Mr. Schroeder concluded. 


Exhibits “Largest Little'’ House 


—Pre-fabricated 


SPOKANE, WasH., May 1.—The Mon- 
roe Street Lumber Co. has been exhibit- 
ing “the largest little house in America” 
the past week with a steady stream of 
visitors showing intense interest. The 
house is erected adjoining the plant of 
the company on North Monroe. H. O. 
Schumacher, of the firm, reports that it 
demonstrates the maximum utilization of 
space and the latest in pre-fabrication. 


Yard Is Spick-and-Span 


While driving through Winnsboro, 
Tex., recently an. AMERICAN LUMBER- 
MAN representative was attracted by a 
spick-and-span new lumber yard. Not- 
withstanding that it is located a half- 
block oft the highway through the town 
its appearance attracts people. The yard 
belongs to R. A. Martin. On the oppo- 
site side of the street are the old yard 
and sheds, but as the business had out- 
grown those quarters, Mr. Martin de- 
cided to build an entirely new and com- 
plete plant. 

The yard was planned for convenience, 
with office, display and storage building 
in the center, and a driveway on either 
side. Sheds of the umbrella type were 
constructed the entire length of the plant. 
The warehouse in the center does not ex- 
tend the full length of the lot, so a drive- 
way is provided in the rear, enabling 
trucks to drive into one alley and go 
right around. When loaded with long 
material they can proceed right on 
through, as a gate is provided at the rear 
end of each driveway. 

In the accompanying picture R. A. 
Martin is seen at the left, in front of the 
new office building. 











New office and um- 

brella-type sheds in 

new yard of R. A. | 

Martin, at Winns- Ir my 1 

boro, Tex. The owner |} 

is seen standing at ie 

the left, in front of © 
the doorway 





Retailers’ Question Box 


A Colorado dealer asks for upto- 
date ideas for making signs to be 
used “out on the job.” 

The same dealer also is inter- 
ested in securing ideas for making 
up display panels of roofing, wall- 
board, insulation board, etc. 

Dealers who have worked out 
something in the above line that 
they consider good are invited to 
send in descriptions, and, if pos- 
sible, photographs of same, to be 
printed for the benefit of the above 
inquirer and others who might be 
interested. 


INFORMATION WANTED 
Regarding Salesmen's Reports 

A large lumber retailer in a big south- 
ern city desires to exchange information, 
regarding salesmen’s reports, with large 
lumber dealers in other cities whose 
salesmen work under somewhat similar 
conditions. 

The firm seeking this information em- 
ploys about twelve men on the outside 
and uses a daily report form, which it has 
not found altogether satisfactory, and 
therefore is considering installing a card 
index file, and having each salesman re- 
cord the date of each visit to a customer. 

This southern dealer _ particularly 
wishes to know about the systems and 
the forms that other companies similarly 
situated use to keep track of the calls 
made by their salesmen, and for check- 
ing the results. 

Big-city dealers who are willing to ex- 
change information on the above subject 
will be put in touch with above inquirer 
upon request addressed to the Retail Edi- 
tor of the AMERICAN LUMBERMAN. 


Electric Gadgets Will Speed 


Up Yard's Service 

The Siskiyou Lumber Yard was opened 
for business recently at Tulelake, Calif., 
by George W. Haulenbeck, a lumberman 
of 30 years’ experience. A feature of 
the new yard will be an electric system, 
to be installed for the service of late cus- 
tomers who because of the rush of farm 
work during the summer will be compelled 
to do their buying evenings. A push but- 
ton at the yard entrance will turn on the 
yard lights, while another will ring a bell 
in Mr. Haulenbeck’s residence, calling 
his attention to presence of a customer. 
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A Hint on Holding Small 


Rounds for Sawing 


The smaller sizes of round stock such as 
doweling and poles are not easy to hold under 
the saw, and to cut them off squarely, two or 
more light metal window turn-buttons can be 
very conveniently made use of. Fasten them 
down at suitable intervals according to the 
length of the piece. The pocket-like cavity or 
recess in the center of the button will neatly 
hold round stock up to 1% inches diameter 





HOW WINDOW-TURN BUTTONS MAY BE 
USED TO HOLD ROUND STUFF UNDER SAW 


against the cut of the saw teeth. When simply 
held down by the fingers (see cut) the saw can 
be drawn to make a square, straight and even 
cut. The small screw used of course goes down 
into the countersunk portion in the tenter of 
the button. 





"The Hermitage," a Story of 


Andrew Jackson's Home 


“The Hermitage—Home of Old Hickory,” by 
Stanley F. Horn, editor, publisher and _his- 
torian of Nashville, Tenn., is a revealing book 
on. the home and life of Andrew Jackson. The 
Hermitage has received but scant attention at 
the hands of historians and writers. It has been 
mentioned, in passing, in numerous biographies 
of Jackson, and there have been short sketches 
which have briefly outlined some of its more 
salient points; but a comprehensive, detailed 
and authoritative book has been lacking. Mr. 
Horn describes the house and the history of 
its construction, giving a striking and interest- 
ing picture of the construction methods of the 
time. Hitherto unpublished pictures, interior 
and exterior, floor plans and scenes in the 
grounds illustrate the text. Today the Hermi- 
tage stands unique in being the country’s only 
national shrine which is fitted throughout with 
the original furnishings which give an authen- 
tic impression of the exact conditions under 
which its famous occupant lived his life. Per- 
sonal incidents of Jackson’s life, so closely 
related to the history of his time, are tied in 
with a true Southern style of writing to pro- 
vide a book which completes the library about 
this beloved statesman and disproves the “rough- 
neck” characterizations so often given by those 
unfamiliar with his creed and outlook on life. 
Copies are available from the AMERICAN LuM- 
BERMAN at the publisher’s price of $3.00. 





Loadings of Revenue Freight 


A report of the car service division of the As- 
sociation of American Railroads shows that the 
revenue freight for the two weeks ended April 


'23 totaled 1,061,352 cars, as follows: Forest 


products, 49,584 (an increase of 3,268 cars above 
the amount for the two weeks ended April 9) ; 
grain, 63,978 cars; livestock, 23,527 cars; coal, 
163,373 cars; coke, 7,966 cars; ore, 17,255 cars; 
merchandise, 298,803 cars, and miscellaneous, 
436,866 cars. The total loadings for the two 
weeks ended April 23 show an increase of 15,885 
cars above the amount for the two weeks ended 
April 9. 
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HOW CREDIT POLICY CUTS LOSSES 


Prompt and Systematic Follow-up Is Essential 1 «2 a This 
Letter Won THIRD PRIZE, of $10, in American Lumberman 


Credits and Collections Contest 


[By B. C. EMERSON, credit manager Carolina Lumber Co., Huntington, W. Va.] 


“Use a Definite Credit Policy and Keep Your 
Accounts Receivable Losses to a Minimum.” 
With that slogan in mind, the writer, credit 
manager of the Carolina Lumber Co., Hunting- 
ton, W. Va., started out in 1934 to help the 
sales department increase sales and at the same 
time try to keep credit losses to a minimum. 
That has been accomplished will be shown by 
facts given below. 

The credit man can stifle sales and show a 
good record for himself by extending credit to 
only those known to him personally to be ab- 
solutely good, or he can build up sales and 
profits by using a more liberal credit policy. 
By a liberal credit policy I don’t mean to sell 
everyone that comes along, but to select your 
risks, by checking their paying habits, character 
and reputation through your local credit report- 
ing agencies. If you are in a location that has 
no credit reporting agencies, then check your 
doubtful customer through whatever sources 
are available. 

Only a very few of our customers are known 
to us personally, as our sales territory covers a 
radius of about 100 miles from the central 
office, located in a city of about 80,000 popula- 
tion, and comprises both industrial and farming 
communities. Therefore, we use the service of 
our local credit bureau and nationally known 


Dun & Bradstreet to assist us in passing on 
the risk. In addition to these services, we check 
the title to property on which material is to be 
delivered, if the amount involved is large enough 
to warrant it and we find it convenient to do so. 

When it is inconvenient for the credit de- 
partment to interview the customer out in the 


territory where our field salesman is making 
the sale, the salesman is instructed to get cer- 
tain information and have an agreement as to 
terms of payment, which is forwarded to the 
credit department to be passed on before ship- 
ment. If the information presented is not sat- 
isfactory, or the terms not acceptable, we either 





CAROLINA LUMBER COMPANY 


HUNTINGTON, W. VA. 
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DEAR SIR: 


PAST DUE NOTICE 





PLEASE CONSIDER THIS A COURTEOUS REMINDER THAT YOUR ACCOUNT WITH US AS 
SHOWN HEREON IS NOW PAST DUE. YOUR PROMPT REMITTANCE WILL BE APPRECIATED. 


VERY TRULY YOURS 


DATE INVOICE 


AMOUNT 
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Showing the two sides of information card used by Carolina Lumber Co. 























have the salesman go back and see the customer 
and try to re-arrange terms, if the account is 
desirable, or explain that we can not handle it 
as requested by the customer. 

Generally speaking, when a new customer 
comes to our office, or phones an order, with 
request that he be allowed to pay later, he is 
turned over to our credit department to arrange 
terms. If the customer is a corporation or 
rated concern, we refer to Dun & Bradstreet 
for information to help us pass on the order 
before it is shipped. If the customer is an in- 
dividual, we take information desired on a card 
to be filed in our credit files. We also have 
an agreement as to how the bill is to be paid 
and write it on the order. If we feel that it 
is necessary to check up on the information 
given us, we immediately call the local credit 
bureau for report on the customer. Occasion- 
ally it is necessary to tell the customer that it 
will require a little time to check up prepara- 
tory to opening an account for him, and if there 
is any reason why we can not make prompt 
delivery of the material, we will get in touch 
with him and talk the matter over. Occasion- 
ally, we find a customer to whom we can not 
extend credit and after talking to him, if he can 
not pay for the material, the order is declined. 

After the order is accepted, and as delivery 
is made, our truck drivers are the last ones in 
our organization to contact the customer, and 
at our monthly organization meetings I as credit 
manager impress upon the drivers the impor- 
tance of handling the order in such a manner 
as to give us the continued good will of the cus- 
tomer. With a memory of satisfactory service 
and material received, the customer is more 
willing and ready to perform his end of the 
deal by paying his bills promptly. 

After the order is delivered, we send the 
customer an invoice promptly. This invoice is 
posted to our ledger and statement at the same 
operation, the ledger sheet being a carbon copy 
of the statement, therefore, the customer re- 
ceives a true statement of his account as shown 
by our ledger sheet (see next page). This state- 
ment is mailed to the customer at the first of 
each month. If the bill is not paid in thirty 
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SECOND REQUEST 


Dear Customer: 


i 
bes 





This is just anothor friondly romindor that your account is past duo. 
PROMPT PAYMENT is as nocossary to us as PROMPT SERVICE is to you. 
mont to-day, boforo you forgot it - wo will approcicto it and pass it on to the 
follow we owo = thon wo will al] be happy. 
businoss going - - PAY PROMPTLY, it builds confidonco,. 


AMOUNT PAST DUE 


Sond us pay- 


Kelp us to keep tho magic circle of 


Yours truly, 


"| CAROLIN LUMBER COMPANY 


aa 


Huntington, W. Va. 








days (our regular terms) or when agreed, we 
send out a past-due notice (shown on preceding 
page); and, if that fails to bring the payment 
within about two weeks, we send out a second 
request (shown above), or write a courteous 
letter, calling the account to their attention. 
This is followed up with other letters, or tele- 
phone or personal calls as best suited for the 
particular account. We often use a form let- 
ter on collections that gets good results. 

We feel that the success of our system is due 
to the positive and systematic way that we fol- 
low up—we let them know in a friendly, cour- 
teous manner that we expect our money when 
due, and keep this before them in a constant 
follow-up program. We find the best method 
of collecting accounts that are six weeks or 





By use of carbon paper, entries on this Monthly 
Statement are duplicated on the Ledger Sheet 





more past due is by personal contact, either by 
phone or in person, getting a definite promise, 
and keep following up until the account is paid 
or determined to be uncollectible. 

We résort in very few instances to the pro- 
tection afforded by our mechanics’ lien law, and 
only occasionally do we have to enter suit to 
collect an account. We have found through ex- 
perience though that having a judgment on 
record against uncollectible accounts enables us 
to collect them in later years, which would not 
be possible otherwise. 

By using a definite credit policy and sys- 
tematic follow-up system of collection, we re- 
duced our losses from 4.5 percent on sales in 
1933 to .2 percent for the year 1936. In build- 
ing this record our sales have reached nearly 
three-quarter of a million dollars, and an aver- 
age of about 750 to 1,500 active accounts. Our 
schedule of increase in sales and net loss on bad 
accounts is set out as follows: 


Net Loss 
Increase to Bad 
in Sales Percent Accounts Percent 

1933 over 1932 27 1933 4.5 
1934 over 1933 121 1934 0.8 
1935 over 1934 39 1935 0.4 
1936 over 1935 36 1936 0.2 
1937 over 1936 21 1937* 


*Net loss not fully determined, but will be 
in proportion to 1936. 

We believe the above record hard to equal 
by any concern doing business over a wide ter- 
ritory and with a large percentage of unknown 
customers and, in summing up, attribute it to: 

1. Avoidance of poor risks. 

(a) By knowing customer’s reputation, char- 
acter and paying habits. 

(b) Checking customer through credit ex- 
change or other available source. 

(c) Determining customer’s ability to pay 
and preventing overbuying. 

2. Securing a definite agreement as to terms 
of payment. 

3. Sending statements regularly the first of 
each month. 

4. Following up systematically with past- 
due notices, letters and personal calls—which- 
ever we think best suited to the account in 
question. 


5. And: “Doing it with a smile.” 
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Send Statements Promptly 


The following was submitted to the Contest 
Editor by E. H. Davis, Box 84, Sebewaing, 
Mich. : 


“In regard to collection plans, I have found 
that the one that gets best results is a sys- 
tematic sending of statements, starting with the 
prompt mailing of invoices. Get statements out 
promptly and neatly each month, with follow-up 
in middle of month for slow accounts. This 
has done most to get and keep our accounts 
receivable down. It keeps the customer in- 
formed while he is creating the account, makes 
him understand you are handling your business 
promptly, and will have a beneficial effect on 
him. The above is the result of nine years 
practical experience in handling accounts re- 
ceivable in two retail lumber yards.” 
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EXAMINE THIS STATEMENT. AND IF IT DOES NOT — WITH YOUR BOOKS, ADVISE US IMMEDIATELY. — 
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TERMS: 2% DISCT. 10 DAYS. DUE NET 30 DAYS. 
4 WE CHARGE INTEREST ON ALL PAST DUE ACCOUNTS AT TIE RATE OF © PER CENT. 





SHOWS “PICTURE” OF ACCOUNT 


[By T. W. ABELL, manager J. H. Patterson Co., Marengo, Ill—Won $2 Prize] 


One class of debtors that gives'the dealer 
concern is the customer that is regularly trading 
with you, making periodical payments, but 
somehow his payments never catch up with his 
purchases. This is a class of trade that re- 
quires diplomacy in handling, for the customer 
is subconsciously proud of the fact that he is 
paying each “pay day,” while the dealer, al- 
though he appreciates the payments, is con- 
cerned with the gradually mounting balance. 

We, being in a dairy district, are frequently 
confronted with this situation, but we were able 
to devise a method that will work equally well 
with farm trade or with the contractor who is 
inclined to let his various contracts slip into a 
gradually growing balance. 

When we find we have an account of this 
nature, we carefully analyze it and draw up 
a graph, showing in the upper line the total 
purchases of each month, month by month, and 
in the lower line the total payments of each 
month, month by month. We take pains in 
making this up, and neatly letter it with the 
customer’s name. We make a graph for three 
reasons: (1) The average customer doesn’t 
understand and can’t remember figures. (2) We 
thus have all the information necessary when 
we go out to talk to our customer. (3) The 
customer appreciates the fact that you have 
put his account into such an understandable 
shape. 

Armed with this graph I go out to the cus- 
tomer to “sell” him on the idea of a proper 
handling of his account. After the usual pre- 
liminaries, you tell him you know he is a very 
busy man and you were wondering if he really 
realized the exact condition of his account. Tell 


him you have gone to some little trouble to 
make a picture of his account. Then produce 
the graph, explaining that the upper line shows 
purchases, and the lower line payments or 
credits on account. Call attention to the fact 
that the lines are gradually getting farther apart. 
If he flares up and seems to be taking the 
attitude that the balance is none of your busi- 
ness, immediately demand the balance due. Of 
course he can’t pay it, so make your point that 
if he can’t pay the balance now, how can he 
expect to pay a balance twice as large six 
months from now? 

Compliment him on the regularity of his pay- 
ments and stress the point that you want to 
help him. Make a sort of game out of getting 
the lines together and, explain that it can be 
done in one of three ways: (1) Make larger 
payments; this is sometimes possible and your 
customer is usually glad to co-operate. (2) 
Make larger payments and reduce buying to 
absolute minimum until the lines meet. (3) 
Make same payments and reduce buying. 

On this third point, use your own judgment 
as to whether the customer will voluntarily cut 
his purchases, or whether it is necessary to drop 
a hint that if he does not cut purchases you 
will have to refuse further credit extension until 
the account is liquidated. This leaves you in 
good shape if it becomes necessary at a later 
date to shut off his credit. 

Impress upon him you are out to help him, 
re-afirm your faith in him, and leave the graph 
with him. I’ve always been thanked by the 
customer for calling, and this method has 
worked for us, resulting in an improved credit 
situation and a friendly customer attitude. 
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“PUTTING ON SCREWS" GETS CASH 


When Milder Means Fail, Threats and a Little ‘Bluff’ Throw Scare into Deadbeats . . . 
This Letter Won Fourth Prize In American Lumberman Credits and Collections Contest 
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WE TRACE DEAD-BEATS, ADVERTISE ACCOUNTS, FURNISH CREDIT INFORMATION, SKILLED DETECTIVES, QUICK 
SUE, ATTACH, GARNISHEE, INSTITUTE SUPPLEMENTARY ACTIONS AND PROSECUTE FRAUDENT DEB- 
TORS FOR THE PROTECTION OF TRADE 





THE DEAD-BEAT, SHUNNED AND DESPISED, 


DEVOID OF SHAME OR SELF-RESPECT, 








DESERVES NO MERCY 





LEGAL RECORD 


vs. 


Amount 6&.......... 
Legal Notification 
Docket Page ° 
Sheriff's Notice ........ 
Writ Served .. 





Date of Judgement .... 


Levy Garnishment... 


but if once cracked 
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HOFFMAN’S 
COLLECTION 
SERVICE 


AFFILIATED WITH 
MERCHANTS PROTECTIVE SERVICE 


NATIONAL CREDIT BUREAU 
ASSOCIATED DETECTIVES 


“Credit is like a looking-glass, which when «ullied by a breath may be wiped clean again, 
it cam never be repaired.” 
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WE REPORT AND PROSE- 
CUTE DELINQUENTS AND 
DEAD-BEATS FOR THE 
PROTECTION OF TRADE. 





ATTORNEYS, BANKS OR 
COLLECTORS IN EVERY 
CITY AND TOWN IN THE 
UNITED STATES AND 
CANADA: 





BEST LEGAL DETECTIVE 
AND CREDIT SERVICE 
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MISREPRESENTATION OR FRAUD IN OBTAINING GOODS IS A PENAL OFFENSE 


Please Use the Back of This Letter for Remittance or Reply 








[By L. E. HOFFMAN, collector for Ireland's 
Lumber Yard, Grand Forks, N. D., and 
others] 


The past five years I have spent my entire 
time as utility man for lineyards and collecting 
older outstanding accounts. 

I take pleasure in telling my experiences and 
methods of collecting outstandings. I have 
never considered a sale as completed until the 





The "Auditor's Statement" shown here is the in- 
troduction to a barrage that usually shells the 
debtor out of his dugout 





cash is in the till or register. I am very strict 
on credits, and when a customer approaches me 
for credit, if he is worthy of same, I get him 
to name the date when he will pay“for the 
goods. This date of payment is put on sale 
slip, he signs the slip in receipt of the goods, 
and I see that he gets a copy thereof. 

When this sale slip is posted, date of pay- 
ment also is posted, and a notation of this pay- 
ment is made on desk calendar pad, so that it 
is brought to my attention. That evening, at 
close of business, if this customer was not in, 
a reminder is placed five days ahead, and on 
that date he is mailed a statement reminding 
him of his account. If he doesn’t show up, he 
is called by telephone and some inquiry is made 





Couched in stern language and bristling with im- 
plied threats is the "follow-up" statement form, 
reproduced opposite. 





WINNERS GET FUN FROM PRIZES 


WILL HELP HIS CAMERA HOBBY 

Lawrence M. Kimball, vice president 
Kimball & Prince Lumber Co., Vineland, 
N. J. (winner of first prize, $25): 
“Thank you for the real surprise letter 
announcing that I won first prize in the 
Credits and Collections contest. The 
check of $25 will come in very handy in 
furthering my hobby of movie taking. 
Please send me six extra copies of the 
April 23 issue and bill me for same. I 
want to send them to my friends. The 
AMERICAN LUMBERMAN is a mighty in- 
teresting magazine, and I enjoy read- 
ing it.” 


TO MAKE KIDDIES HAPPY 

B. C. Emerson, credit manager Caro- 
lina Lumber Co., Huntington, W. Va. 
(winner of third prize, $10): “I don’t 
mind telling what I am doing with my 
prize money, because it has gone to a 
very worthy piece of work. I am a mem- 
ber of our local Lions Club, and our chief 


What they did with their prize money is 
here told by some of the winners in the 
American Lumberman’s Credits and Coll- 
lections Contest recently concluded. 





project is a playground which we main- 
tain in one of the poorest sections of the 
city. This playground is fenced in and 
covers one-fourth of a city block. It is 
well equipped with all kinds of play- 
ground apparatus, showers, etc. We keep 
the playground open during the months 
of June, July and August, and during 
that time we treat the kiddies to ice cream 
and other things they like. Two paid 
supervisors are maintained during the 
open season to instruct them in their 
play. Naturally it costs quite a bit to 
maintain the playground, and I have con- 
tributed my $10 prize to that fund. 

“IT appreciate winning third prize, not 
for the cash alone, but also because my 
method of handling credits and collections 


stands toward the top, among the best. 
am mighty glad you put on this aa 
because it is going to give all of us some 
new ideas in methods of handling credits 
and collections. I appreciate the oppor- 
tunity of having participated in it.” 


AIDS TWO OLD PALS—AND HOW! 

T. W. Abell, manager J. H. Patterson 
Co., Marengo, Ill. (winner of $2 prize) : 
“Believe it or not, here’s how I will spend 
my prize money! When you’ve had a 
couple of tried and trusted friends, 
friends that have always been by your 
side when you worked at night getting 
out estimates, that have shared your Sun- 
day afternoon tramps, they’ve settled 
down with you before a fireplace, just a 
couple of old pals that have shared your 
sorrows and joys. You saw these friends 


grow old in your service and finally came 
the day when they could no longer go 
along. A trip to the hospital would fix 
them up and in the very scheme of things 
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as to whether he has corn, hogs, wheat or some 
other product to sell, as “we have an inquiry 
for such commodity at this time.” 

If he is a worthy customer, he takes the hint 


.as to why we are calling, gives us another 


promise, and usually fulfills it. 

We try to avoid poor accounts or poor risks. 
We know our trade, and poor risks are told 
in a very polite manner that they had better 
wait until they have the money before making 
purchase. 

We keep in close touch with our customers, 
soliciting business and personally calling on 
customers that may be behind on payments, or 
that may be prospects for more goods. A cus- 
tomer, seeing our car driving into a farm yard, 
knows we are there on collections or sales. 

We issue statements every thirty days for all 
goods that have gone out on credit for the past 
thirty days, and follow up until paid, using 
form “personal” letters demanding our money, 
usually sending three letters, and then making 
personal calls. 

I use letter No. 1, and follow by using my 
own letterhead for letters Nos. 2 and 3, which 
are quite strong, depending on age of account 
and information I obtain from manager. By 





Opposite is shown the first of a series of three 
letters used by Mr. Hoffman on debtors who dis- 
regard statements 





using my own statement and letterhead, I take 
upon myself any ill-feeling there may be toward 
the manager, as I am “here today and gone 
next week.” 

After these letters have done their work and 
there remain some debtors who failed to come 
in, I call on them personally, and stay until I 
obtain some satisfaction. If a customer has 
anything I get it. Whether it’s chickens, tur- 
keys, corn, wheat, order on milk buyer or such, 
I get a settlement. If he hasn’t anything, I 
soon discover it and waste no time. 

We take no notes, except on estimates, and 
they are installment notes secured by liens, and 
running for short periods only. Mr. Ireland 
tells me that our outstandings are the lowest 
that they have been for a long period of years. 
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Mr. 
Dear Sir:- 


written you. 
trouble or legal complication. 


necessary action and procedure. 


until I have succeeded. 
my command. 


or later pay this account. 


officer. 


stand your troubles, 


better. 
count is required at once. 


"HONESTY IS THE 





BONDED COLLECTOR 


L. E. HOFFMAN, MGR. 
WHITEWATER, WIS. 


This letter will acquaint you with my name. 
I hope that our relation will be pleasant and free from any 


Now it appears that you purchased some material from 


some time ago that is still unpaid for. 
happened to you that you did not live to your agreement? I, of course, 
do not knew nor can guess, but I do know it is up tome to collect 
this amount you owe, since the account has been assigned to me for the 


I am considered by my clients, very capable of collecting old accounts. 

I have have a very effective way of making people pay their bills. 
Sometimes legal force is required when the debtor is silent and does not 
act honorably. -When I start out ta collect an account, I do not stop 

I mean business, I use resources and agency at 


Your name has been listed with me and I amconfident that you will sooner 
I would strongly recommend that you send us 
your check or money order in full or in part settlement without further 
delay, as I must hear from you AT ONCE to stop proceedings. 


I donot evenlike to suggest a personal investigation into your affairs 
at your home or place of employment or around your neighborhood by a paid 

But we must not delay in settling this 01d account. - 
Satisfactory adjustments must be made right now. 


Now let's be friendly with each other--it pays. 
I'll treat you fair if you will be square with me. 
Let me hear from you by return mail or a personal visit would suit me much 
In no uncertain terms, I announce that a settlement of your ac- 
You must do something quick. 
mittance tcus. As I said, I'll treat you fair if you'll be square with me. 


Yours sincerely, 


Date 


This is the first time I have 


Now what 


I am human and can under- 


Hurry your re- 


Special Adjuster. 
City 


State 


BEST POLICY" 











it was your duty and obligation, but 
somehow you could never spare the 
money. Then a check from the AmMeEr- 
ICAN LUMBERMAN as a prize and the 
sudden happy thought, ‘By golly, now I 
can get stems put in those two old 
pipes ig 9 


GOING FISHING—THAT'S ALL! 

R. G. Countryman, manager Cam- 
bridge Lumber Co., Cambridge, Wis. 
(winner of $2 prize): Shortest of all 
the letters received from winners is the 
following from Mr. Countryman, who 
“says it all” in two words—“Going fish- 
ing!” 


HOPE SPRINGS ETERNAL 

H. J. Lillibridge, Delavan, Wis. (win- 
ner of $2 prize): “Of course I don’t 
mind telling you what I did with my 
prize, and will be interested to know what 
my competitors in the contest did with 
theirs. My first thought was to frame 
the check for future generations, but on 
careful consideration I decided to cash jt 
and include the money in an investment 
which I was making on the day the check 


was received which will bring in a good 
rate of interest for the rest of my life I 
hope—I hope! I think your contest was 
very interesting, and should be helpful 
to your readers.” 


GETS TWO GOOD NECKTIES 

E. E. Bonsteel, E. E. Bonsteel Lumber 
Co., Harrison, Ark.( winner of $2 prize) : 
“As to what became of the prize money 
I received for my letter contributed to 
your Credits and Collections contest— 
usually money we receive in this manner 
is given to the wife, who buys things for 
the home with it. Just this winter she 
was enabled to buy a beautiful original 
watercolor landscape which now adorns 
our living room. All the money for this 
picture was accumulated from other than 
regular sources. Part of it was a divi- 
dend received on some corporation shares 
that I had considered worthless. Part 
of it was from selling some timber from 
land I thought had no commercial tim- 
ber on it. The prize check you sent me, 
for $2, was given to the wife, who 
promptly brought home two good-looking 
neckties for me.” 


WIFIE'S BIRTHDAY—SO WHAT? 

Don Goetcheus, assistant manager Al- 
len A. Wilkinson Lumber Co., Muncie, 
Ind. (winner of $2 prize): “There is no 
secret about the use of my $2 prize. It 
seems that just as surely as April 27 rolls 
around each year, Mrs. Goetcheus has a 
birthday. This year I couldn’t seem to 
think of a gift that would be suitable, until 
the idea of a ring occurred to me. Then 
along came your check, which went to the 
jeweler toward that purpose. Seriously, 
I appreciate very much having won one 
of the prizes, and if opportunity again 
presents itself, will try to talk you out of 
a larger chunk of the money.” 





Every lumber merchant has two major 
problems, one how to get new customers, 
and the other how to hold old customers. 
Frequently he leans too much in the first 
direction and forgets that business is 
largely built on the second principle. Too 
many lumbermen spend a lot of money 
in advertising to get new business and 
never give a moment’s thought to the in- 
expensive personal ways of holding old 
customers. 
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Farmers Kept “Warm” on Subject of 


FENCING, PAINT and OTHER ITEMS 
By Dealer’s Semi-Annual Rural Tours 


New Hampton, Iowa, May 3.— 
“You bet, we go after the farm trade,” 
exclaimed Phil Bird, energetic manager 
of the local yard of the Northern Lumber 
Co. whose headquarters are in Esther- 
ville, lowa. ‘Two of us cover every farm 
in our trade territory twice a year, and 





Two farmers are glimpsed applying the 
second coat of paint to their large barn. 
Plans were to paint other buildings, too 


don’t think for a minute that it doesn’t 
pay us dividends! These tours aren’t to 
sell the farmers anything, but to just keep 
contact with them. We may not get any 
business from a farmer for a couple of 
years, but we know that when he does 
want to buy some lumber or other build- 
ing material, our yard will be the one he 
thinks of to visit.” 

This all sounded interesting to the 
AMERICAN LUMBEERMAN staff man_ so 
question followed question until he had 
learned more about the methods used in 
securing the valuable business of Mr. 





The display of fencing and companionate items in the front part 
of the Northern Lumber Co.'s showroom at New Hampton, lowa, 
makes farmers "fence conscious" as soon as they enter the door 


I. O. A. Farmer. Mr. Bird is enthusias- 
tic about this town of 2,500, the rural 
area around it, and the retail lumber 
business. 

The semi-annual goodwill trips are 
made by Mr. Bird and Leonard Beckman, 
another employee in the yard. The sur- 
rounding agricultural country is divided, 
and during a slack period each spring 
and early fall they visit every farm within 
a six-mile radius of New Hampton. Be- 
cause there are times each day when it is 
necessary to spend a little time in the 
office, the tours usually consume about 
two weeks. No back road is too far back 
to be explored by this pair of visiting 
lumbermen, and they are gladly received 
by every member of a farmer’s family. 
Mr. Bird and Mr. Beckman have a 
plentiful supply of cigars for the men, 
gum for the children, and gifts for the 
housewives such as hot dish table pads of 
insulation. In addition, they leave samples 
of wallboards, insulation, and literature 
about fence, paint, roofing, flooring, and 
the numerous other articles stocked. The 
name of every farmer thus called on is 
kept in the company’s office on a live pros- 
pect list. Between them, the two North- 
ern Lumber Co. men can call practically 
every farmer in the district by name 
whenever they meet him on the street or 
when he calls at the yard. It is human 
nature to like to be known and recog- 
nized, and the goodwill tours enable the 
local yard to capitalize on the fact. 


LUMBER FOR SEVEN CORN CRIBS SOLD 


As the world in general knows by this 
time, the crops in Iowa in 1937 were 
good, permitting the farmers to spend 
some money on their places. According 
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to Mr. Bird, they have started to do that, 
and his yard is sharing in the business. 
Lumber for seven new corn cribs was 
bought from the concern by farmers in the 
district who foresaw a good harvest. This 
was the largest number of cribs sold in 
one year within Mr. Bird’s memory. The 





The owner of this farm house believes in 
spending some of his extra income this year 
on protecting his investment with paint 


farmers sketched their own plans for the 
structures, and, then, brought them to the 
Northern Lumber Co. office to have the 
bills of materials figured. 

An accompanying picture shows the 
attractive and quite complete office ex- 
hibit of fence, gates, and steel posts 
stocked by the company. It is not often 
that one sees a display of fence and allied 
goods in a retail lumber yard’s show 
room, but one such as this is surely an 
eyecatcher. A large sign on the front 
reads: “For Building Soil Fertility You'll 
Need Good Fences.” Mr. Bird has found 





Efficient equipment in the office of the yard includes the National 
cash register shown here and the adding machine behind it. 
These machines and others help conduct a good lumber business 
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that the semi-yearly visits made in the 
rural area tie up well with this exhibit for 
whenever the farmer friends call to say 
“hello” they are made “fence conscious” 
as soon as they walk in the door. Sales of 
fencing have been good this year, accord- 
ing to the manager, and he gives a great 
deal of credit to the visual display in the 
front part of the general office. 

Behind the fence exhibit is an alcove 
whose three sides are given over to show- 
ing paint, varnish, lacquer, stain, enamel, 
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and brushes. Everything said for the 
effects of the fencing display on farmers 
in the preceding paragraph goes, also, for 
this paint department. It is in the eye- 
range as soon as one opens the office door. 
Farmers purchased an unusually large 
quantity of paint during 1937, Mr. Bird 
said, and they gave a large portion of 
the business to his company. It is his 
belief through close contact with them 
that they are as anxious to preserve the 
life of their buildings as paint manufac- 
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turers are to have them do so, and that, 
when they enjoy a good year as in 1937, 
they are happy to have their buildings 
painted. 

Efficient office equipment, two pieces 
of which are shown in an accompanying 
photograph serves the employees of the 
yard. The National cash register on the 
counter is at a level convenient for quick 
operation as is the Burroughs adding 
machine in the space behind. Filing 
cabinets are included in the equipment. 





Unused Back Room 
Blossoms as Display 


“An old room in the back of our office 
was doing nobody any good, so we de- 
cided to make it into a display room,” 
said R. G. McKeon, president of the Mc- 
Keon Lumber Co. (Inc.), successor to 
the Nassau - Hicksville Lumber Co. 
(Inc.); Hicksville, N. Y., referring to 
the room shown in views presented here. 

Occupying a strip nine feet long on the 
west wall is a kitchen sink, work top and 
cabinet display. Flexboard was used on 
the sidewalls and back of the work top, 
and tempered Presdwood with a lac- 
quered finish forms the drainboard. Cor- 
ners, edging and bull nosing around the 
sink are stainless steel. To the left of 
the sink is a panel for the display of trim 
and mouldings. At the right of the sink 
are wall panels carrying glaze coat in- 
sulating board. 

In the middle of the north wall is an 
exhibit of the treatment of bathroom 
walls and ceilings. Here, several types 
of bathroom accessory and cabinet are 
displayed on the walls. Materials in this 





At left (west wall) is 
kitchen display; at 
right (north wall) are 
panels displaying in- 
sulating board 





exhibit, as in all others except the one 
featuring knotty pine, are made by Johns- 
Manville. To the left of the bathroom 
walls, a section of wall contains face brick 
sample patterns, while at the right is-an 
opening with a pair of casement doors. 

The central panel of the south wall 
contains a mantel framed in knotty pine 
wall. To the left of this is a section of 
an insulated house with several different 
kinds of plaster base, while on the other 
side are a number of doors hinged to 
swing for display. Also on this wall are 


paneled and plain Homasote boards. 
The ceiling is laid in ten different pat- 





terns and colors of material, while the 
floor exhibits six different kinds of ma- 


terial handled by the company. Indirect 
lighting is furnished by four fixtures. In 
the middle of the floor is a paint display 
on a rack the bottom of which is enclosed 
by Johns-Manville tempered Hardboard. 
Colors for paint finish in the room were 
selected by a color expert sent to the yard 
by the A. C. Horn Paint Co., whose prod- 
ucts are handled by the lumber company. 

“We impress upon our contractors,” 
said Mr. McKeon, “that we want them 
to bring their prospects and customers to 
the room.” 





Left—Exhibit showing treatment of bathroom walls and ceiling. Center—Section of an insulated house, showing different kinds of 
plaster base. Right—Mantel and background of knotty pine 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 


Ctaririco 


OAK FLOORING 
BUSINESS-BUILDER FOR DEALERS 


Dealers in all parts of the country are winning 
profitable trade on this famous “DIXIE BRAND~ 
OAK FLOORING. Its uniformity of ¢ uality and tex- 
ture, its beauty of color and grain, have made it a 
favorite of dealers, builders and home-owners. Made 
of selected Arkansas Oak, it is’ brought to perfection 
by up-t to-the- minute manufacturing. You'll be proud 
to sell ““‘DIXIE BRAND’ Oak Flooring. Back it with 
your strongest guarantee. Leam about its extra 
quality and the service we give. WRITE FOR 
SAMPLES, PRICES AND INFORMATION TODAY. 


W. R. WRAPE STAVE CO., INC. 
Office, Plant, 2200 E. 7th St., LITTLE ROCK, ARK. 


AM-MEX SALES COMPANY 


INCORPORATED 


Lumber—Plywood—Tropical Hardwoods 


28 Church Street, Buffalo, N. Y. 


Specializing in 


PLYWOOD of every description 











WHITE PINE [te 


f 
Also California White 


and Sugar Pine 
Fir Wallboar 


Cedar and 
William Schuette Company 


West Coast Products 
New York 


Office—4i East 42d St. PITTSBURGH, PA. 
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Raine and Raine, Inc. 
| RAINELLE, W. VA. 


1 Appalachian Hardwoods 
~ | 





—S 











Direct Importers of 


BALSA WOOD 


STOCKS IN PORT FOR 
PROMPT SHIPMENT 


F.C. LUTHI & CO., 222 Balter Bide. 














BOOKS—BOOKS—800KS—Here’s the place 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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CAPITOL HILL BUSY ON 
REORGANIZATION, 


Lumbermen Hope for New and Fair 


[By American LUMBERMAN Staff Correspondent] 


WASHINGTON, May 4.—As predicted in the 
last issue of the AMERICAN LUMBERMAN, the 
Senate and House conferees finally arrived at 
a compromise on the corporate earnings and the 
capital gains taxes which seems to be reason- 
ably satisfactory to all hands, including busi- 
ness. Of course, business men would have 
greatly preferred to have the Senate version of 
the tax reform bill stand, but, since the House 
stood stubbornly by its own provisions, compro- 
mise furnished the only way out. It was a case 
of mutual yielding or no sale—and no improve- 
ment in the existing laws that have played such 
havoc with business.. As these provisions now 
stand, most of the poison has been removed. The 
principle of the surplus earnings tax is retained, 
but hangs on so slender a thread that it need 
not longer frighten business. In the process 
there was quite a bit of face-saving all around. 
While the bill is not yet law, these big items 
have been disposed of, and concern over differ- 
ences on less essential matters is not great. 


Little "Co-operation" in Wage-Hour Bill 


As was generally expected, the House rules 
committee again refused to report out a special 
rule for consideration of the much-mauled wage- 
and-hour bill. Proponents of this legislation 
are now busy seeking a sufficient number of 
signatures to discharge the rules committee from 
its further consideration. They may be success- 
ful, but then it will be necessary to get the bill 
through the House, and it will be wide open to 
amendment. Should it make the grade there 
and go back to the Senate, it may face a deter- 
mined filibuster on a motion to send the matter 
to conference, several Southern Democratic sen- 
ators having their dander up and being prepared 
to go to town. These senators apparently feel 
that with all business—big and little—urging 
that no such legislation be passed at this time, 
it would be well to drop the matter for the 
present, despite the demands of labor groups for 
immediate action. They have in mind the Pres- 
ident’s urgent call for co-operation by all groups 
in the common interest, and can find no co-oper- 
ation in such legislation. So there you are. We 
may get some measure. If so, final adjourn- 
ment of the present session will not come until 
the Washington weather reaches the sizzling 
stage. The latest guess of Democratic leaders 
was June 1. However, they are not all in 
agreement, especially if any action is to be seri- 
ously attempted on parts of the President’s anti- 
monopoly message. 


Anti-Monopoly Versus Business Council 


Since the general subject of monopolies is to 
be studied, business as a whole is not deeply 
concerned over the matter. There is some dis- 
position among critics to wonder just how the 
Administration will go about “busting” monopo- 
lies while at the same time seeking to set up 
a sort of “inner” business council to work out 
agreements under which business shall be con- 
ducted. That is a pretty big field. It will stand 
a lot of study and more very earnest and whole- 
hearted analysis if a formula is to be reached 
that will insure cracking down on the bad fel- 
lows and removing the shackles from the good. 
The country has been hearing a lot about trust 
busting for many years, but to hear some folks 
tell it, trusts are now more numerous and 
troublesome than ever. Maybe they just refuse 
to remain busted after the busters have done 
their stuff, and possibly they are not nearly as 
thick or numerous as the more enthusiastic 


among the antis would have us believe. The 
fact that the President asks that a comprehen- 
sive study be made in advance of any general 
legislation, should be reassuring. 


Hope Still Springs for Reorganization 


There are hints that the Administration has 
not yet given up all hope of getting the much- 
modified reorganization bill through before the 
75th Congress finally closes its doors and mem- 
bers return home to give an accounting of their 
stewardship. Well, it may be a good thing at 
times not to admit you got licked. Whether this 
is one of them remains to be seen. The parlia- 
mentarians have not a few tricks and may be 
able to so engineer the bill that it can be taken 
up and repassed, say by the Senate, in the ex- 
pectation that if the House should get another 
whack at it, the verdict might be different. Hope 
springs eternal, according to the old saying, and 
without it things would be pretty dull and 
dreary. 


Fear Low-Rent Housing at High Costs 


Both Senate and House committees are now 
considering proposed amendments to the U. S. 
Housing Act to expand the slum-clearance pro- 
gram—one feature of the President’s new re- 
covery program. The disposition of members of 
the House banking and currency committee is 
to get down to brass tacks and be sure where 
the recommended new authority and additional 
funds will take us. That is a healthy develop- 
ment, far different from the rubber stamp era 
we heard so much about in early New Deal 
days. Several members of the committee insist 
on being shown the whole works. With so 
many really low-cost small homes springing up 
around the country, these members apparently 
want to be sure they are not being let in for a 
lot of high-cost structures to be rented at low 
rates, with taxpayers, living in much more mod- 
est quarters, footing the bill. 


LUMBER INDUSTRY SEEK FAIR DEAL 
IN FOREIGN TRADE 


WasuincrTon, D. C., May 4.—Lumbermen of 
the United States are awaiting with deep con- 
cern the outcome of negotiations for a trade 
agreement between the United States and Great 
Britain, and a new trade agreement with Canada 
to replace the one now in effect. 

If anything, the greater concern may be said 
to revolve around the new Canadian trade 
agreement, which many lumbermen consider the 
most important matter affecting the future 
course of our export lumber trade. 

Should Canada succeed in keeping competi- 
tive United States woods out of Britist mar- 
kets, we will continue to occupy our present 
humiliating place as a fifth-rate export lumber 
country despite our larger volume of production 
and timber resources. 

By the same token, if Canada is sufficiently 
adroit to continue keeping us out of competi- 
tive British lumber markets, and at the same 
time is able to maintain easy access to our own 
domestic markets, American dumbermen will in 
the long run lose out both abroad and at home. 

So it behooves all citizens of the good old 
U. S. A. who are interested in the future of 
either our foreign or domestic lumber trade, to 
take the time to see that the President and the 
Secretary of State understand the vital impor- 
tance of settling this problem now, and settling 
it fairly. 

At any rate, that is the impression an ob- 
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TAX, ANTI-MONOPOLY, 
LABOR PROPOSALS 


Deal in Foreign Trade Agreements 


server gets on making contact with lumber- 
men who come to the Capital City of the 
“sreatest nation on earth” to try to help the 
powers that be understand the situation in which 
the industry finds itself, and the need for a 
New Deal that has first regard for the best 
interests of our own people. 


WOULD PUT MENOMINEE INDIAN 
TIMBER ON SUSTAINED YIELD 


WaSHINGTON, D. C., May 3.—Representative 
Boileau, of Wisconsin, has introduced a bill to 
authorize sustained-yield management of the 
timber on the Menominee Indian Reservation in 
that State. Like other Indian-owned timber, 
the Menominee reservation is under the juris- 
diction of the Department of the Interior. 

The House committee on public lands has re- 
ported favorably bills authorizing the addition 
of large areas to the Ochoco national forest in 
Oregon, and the Trinity national forest in Cali- 
fornia. 


GOVERNMENT AWARDS CONTRACTS 
FOR FOREST PRODUCTS 


WasuinctTon, D. C., May 4.—The Depart- 
ment of Labor has announced the award recently 
of contracts for forest products aggregating 
$145,702.54 in accordance with the provisions 
of the Walsh-Healey Act. The largest single 
contract, involving $55,590, was awarded by the 
Bureau of Supplies and Accounts, Navy De- 
partment, to M. T. Blassingham & Co. (Inc.), 
Norfolk, Va., covering pine lumber. 

The same bureau awarded a contract to The 
Wood Preserving Corp., Baltimore, Md., of 


$10,800 for supplying creosoted ties. 

A flooring contract of $11,300.25 was awarded 
by the Quartermaster General, Army, to Ernest 
H. Heydt, Philadelphia, Pa. 

Other awards by the War Department cov- 
ered demountable buildings for C. C. C. camps. 
They went to the Illinois Lumber Yard, Cairo 
(Sears, Roebuck & Co.); King Lumber Co., 
Anniston, Ala.; McLeod & Sinclair, Laurin- 
ure, N. C.; Belmont Lumber Co., Charleston, 

iss. 

The Porto Rico Reconstruction Administra- 
tion awarded a contract to the Ideal Seating 
Co., Grand Rapids, Mich., for auditorium seats 
costing $10,216.50. 


EXPORT OFFICIALS IN WASHINGTON 


SEATTLE, WasH., April 30—L. E. Force, 
president of the Douglas Fir Export Co., Seat- 
tle, and E. W. Demarest, Tacoma, chairman of 
the board for the same company, left April 23 
for Washington, D. C., to confer with officials 
regarding the pending British-American Trade 
Treaty as it affects the lumber industry. W. B. 
Greeley, secretary-manager of the West Coast 
Lumbermen’s Association, left April 25 by plane 
joining the two men in Washington. 

M. E. Blackmar, Douglas Fir Export Co.’s 
agent in Japan, has been spending several 
months in the Seattle office. Mr. Blackmar 
sailed from Seattle April 27 en route to Kobe. 
The Japanese-Chinese War has practically para- 
lyzed the lumber export business to Japan dur- 
ing the past few months. Mr. Blackmar is go- 
ing back to his post in the Orient to survey the 
situation and determine what may be expected 
in the way of purchases during the coming 
season. 











A group of forestry students from North Carolina State College, numbering thirty- 

three, and piloted by the head of the college's forestry department, are here shown 

while on a visit to the forests and logging operations of the Brooks-Scanlon Corp., at 

Foley, Fla., where they came to obtain a practical demonstration of reforestation and 

protection methods. They were greeted by M. J. Foley, sales manager of the Brooks- 

Scanlon Corp., and another company official then conducted them to its timber lands 
and logging operations 
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YOUR.... 
Customers 


Do the Work 


YOU MAKE 
THE PROFIT 


WHEN YOU RENT A 


SPEEDLITE 


FLOOR SANDER 





Regardless of where your store is located, you can 
increase your sales of floor finishing materials and 
add extra profits by renting this fast-cutting, high- 
speed Floor Sander that quickly pays for itself 
out of profits. The experience of thousands of 
dealers proves conclusively that for every dollar 
a customer spends to rent a SPEED-O-LITE—he 
will spend another dollar for sandpaper and 
other floor finishing materials. 


SALES RECORDS THAT PROVE THIS 


$1557.67 18 SP PACE Sinn 
$1000.0 IN 7 MONTHS 
$910.00 


PAWTUCKET, R. I. 
IN 12 MONTHS 
KANKAKEE, ILL. 
No previous experience required, no high-pressure 
selling necessary. You simply display this revo- 
lutionary high-speed, light-weight (80 Ibs.) sander 
on your floor—put our FREE Advertising Material 
to work and the response will amaze you. 


In the next few months, hundreds of floors will be 
refinished right in your community. Will YOU rent 
the Sander—will YOU make the PROFIT? With 
our FREE Advertising Material and Merchandising 
Plan behind you—you cannot fail to get your 
share of this extra-profit business. Write TODAY 
for full details on our 5-DAY FREE Trial Offer. 


FEATURES THAT CLICK 
WITH THE CUSTOMER 


* Sands right up to 
the quarter-round. 
Eliminotes hand 
labor. 


%& Picks up all dirt 
and dust—leaves a 
ballroom finish on 
any floor. 














%& Plugs into any con- 
venient light socket. 
% NO EXPERIENCE 
is required to run a 
Speed-O-Lite. 

* Ball-bearing 
equipped 
throughout. 


GUARANTEED 
FOR {| YEAR — 
INC. MOTOR 
MAIL COUPON TODAY 
LINCOLN-SCHLUETER 5738 
FLOOR MACHINERY CO. 
242 West Grand Ave., Chicago, III. 
Please send full details of your 5-day FREE 
Trial SPEED-O-LITE Offer. Also complete 


information on your Merchandising Plan 
for Dealers. 
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SOUTHLAND TOUR OF EDITOR 
COMES TO A HAPPY ENDING 


Since the peregrinating editor closed his desk 
in Chicago and started out on a tour of the 
Southland, winter has reluctantly and tardily 
taken its departure and springtime in all its 
glory has come. As this is written it is “May- 
day,” an occasion that is celebrated by the pres- 
entation of lovely May baskets of flowers, May- 
pole dances etc., when the last vestiges of winter 
habiliments are discarded, straw hats blossom 
out, the sound of ball and bat is heard in the 
land and wherever two or more lumbermen or 
other business men get together the conversa- 
tion just naturally turns to a discussion of the 
best fishing spots and to arrangements for week- 
end lake parties. And it is»-mayhaw and dew- 
berry time in the South, as may be attested 
by the number of people 
seen, aS one _ drives 
through the country, 
picking the luscious wild 
berries, and along the 
wayside offering for sale 
buckets of mayhaws, 
which housewives con- 
vert into delicious jelly. 
And every stream, 





Five generations of an 
Arkansas Lumber Fam- 
ily. Standing, left to 
right, S. B. Horne Il; 
Otis D. Horne, S. B. 
Horne, Sr. Seated, Mrs. 
Margaret Horne Stone, 
holding Sarah Ann 
Horne. S. B. Horne, 
Sr., Otis D. Horne and 
S. B. Horne II operate 
the S.-B. Horne Lumber 
Co. at Sparkman, Ark. 





whether the sluggish 
bayou, the rippling 
creek, the clear spring 


Franch or the lazily 
Howing river, has its 
complement of negro 
men, women and chil- 
dren, with crude fish- 


ing tackle, angling for 

perch, catfish or bass—and usually going home 
with a string of fish that would make the 
eyes of the average disciple of Izaak Walton 
pop out with envy. 


Through Picturesque, Historic 
Spots of Southland 


East Texas, North Louisiana and Arkansas 
have been the scenes of the editorial wander- 
ings during the past fortnight. Through the 
famous redlands of Nacogdoches and San 
Augustine counties, the faithful “bus” carried 
us through some of the picturesque, historic 
spots of Texas, particularly interesting to the 
writer because it was in this section that his 
ancestors helped to make history during the 
earlier days of the Lone Star State, and into 
communities where log and lumber trucks have 
become much more numerous on the highways 
and the country roads than the cotton and corn 
wagons that in former years slowly and pain- 
fully made their way to the markets in Nacog- 


doches, San and other 


centers. 
Small Mills Adopting 
Modern Machinery 


His journeyings took the editor out into some 
of the byways, where mills of the smaller type 
were found equipped with modern dry kilns 
and machinery that enable them to produce 
lumber of a high type, including such refine- 
ments as eased edges, specific moisture content, 
lumber dipped to prevent sap stain, etc., while 
the logs come rolling in on motor trucks from 
every direction. And speaking of motor trucks, 


Augustine trading 


an Arkansas forestry enthusiast asked the editor, 
“Do you know what has given the greatest 





impetus to the practice of correct and profitable 
forestry in the South?” He then answered his 
own question by saying, “The motor truck and 
the tractor.” Well, one can not fail to be im- 
pressed with the fact that there are literally 
thousands of motor trucks engaged in the trans- 
portation of logs and lumber in the South—and 
pardon us if we mention in passing that it is 
quite noticeable that practically all of these 
trucks are of popular makes that have been 
advertised in the pages of the AMERICAN LuM- 
BERMAN with a pretty fair degree of regularity. 


More Lumber Trucked 
as Rail Rates Advance 


One lumber manufacturer who. operates a 
fleet of 52 trucks—45 hauling logs and several 
transporting lumber—mentioned the fact that 
gradually the percentage of his output moving 
by truck is increasing, and this increase is be- 
coming more rapid as railroad rates have been 
advanced. It is not at all unusual for lumber 


to be delivered in trucks for distances of from 
two hundred to five hundred miles. Dealers 
will send their own trucks hundreds of miles 
to the mills to pick up the orders they have 
placed, while in other cases the mills keep fleets 
of trucks moving to the retail lumber yards, mak- 
ing deliveries of freight that formerly moved 
by rail. 


Gas Tank Carries Lumber 
on Return Trip 


Speaking of motor truck deliveries takes the 
writer back to something he saw over in Florida 
a few weeks ago. Here a large lumber manu- 
facturer operates a filling station that does a 
big business, necessitating sending a tank truck 
135 miles every day for a supply of gasoline. 
Deciding that the truck should have a pay load 
instead of going empty to the city every day, 
this manufacturer had one of the truck and 
trailer companies design and build a special 
tank truck that would comply with all the speci- 
fications of the highway department and yet 
carry a substantial load of lumber. This truck 
was designed so the lumber can be loaded over 
and around the tank, and now it goes to the 
city every day with a load of 8,000 feet of 
lumber and returns with a tank full of gasoline. 
This daily shipment of lumber goes to the re- 
tail yards, the freight rate being the same as 
the railroad rate, and this substantially reduces 
the cost of transporting the gas for the filling 
station. 


Arkansas Actively Rushes 
Building Under FHA Terms 


But let us skip back to Arkansas—in the 
shadow of the capitol of which State this com- 
ment is being written. Here in Little Rock 
there is a noticeable amount of home building 
getting under way, and some of the dealers 
are quite active in promoting the building of 
homes under the terms of the National Housing 
Act. As in numerous other centers, here the 
FHA offices are being flooded with applications 
for approval of new buildings to be erected 
under the liberal terms of the amended Housing 
Act, and there is some complaint of delays, just 
as there is elsewhere, but a determined effort is 
being made not only to expedite the handling 
of applications but to acquaint the people gen- 
erally with the terms of the law and how it is 
administered. To this end, a series of meet- 
ings to be held throughout the State has been 
arranged, and these conferences will be in prog- 
ress before these lines appear in print. Secre- 
tary L. M. Hawkins, of the Arkansas Associa- 
tion of Lumber Dealers, and members of that 
organization are actively co-operating in this 
movement. Following some meetings already 
held, from May 10 to May 31 there are to be 
conferences in El Dorado, Pine Bluff, Jones- 
boro, Blytheville, Texarkana, Greater Little 
Rock and Fayetteville. The meetings will be 
continued into June until forty-one in all have 
been held. Lumber dealers, contractors, archi- 
tects, bankers, building and loan officials etc. 
will be invited to participate in these confer- 
ences, at which representatives of the FHA 
will explain in detail all the steps necessary 
to be taken to secure prompt approval of appli- 
cations for loans. It is believed that these 
meetings, which will continue until the entire 
State is covered, will result in a more thorough 
understanding of the terms of the Housing Act 
and a distinct revival in home building. 

In addition to the increasing number of homes 
being constructed under FHA insured loans, 
the Farm Security Administration is actively 
promoting building projects in Arkansas that 
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He Hears About Rail Rates and Trucks, the New 
Small Mills, FHA and FSA Building, and, Cheered 
by Warm Weather and Friendships and Reports of 


Market Improvement, 


are providing comfortable, well built homes for 
ambitious farm families. Bids have just been 
opened for a project of this kind in Poinsett 
County. This project will include 52 dwellings, 
32 barns and 36 poultry houses. While bids 
have been opened, the contracts for this project 
had not yet been awarded when this was writ- 
ten. Schedules of materials to be used indicated 
that this project alone will require one million 
feet of lumber, on which contractors secured 
estimates before filing their bids. 

While on this subject of home building, it is 
interesting to note that members of the Fed- 
eral Home Loan Bank of Little Rock made 
more new home-financing loans in March than 
in any month since organization of the bank 
in 1932. 


Mail Orders Indicate 
Upturn in Lumber Market 


Needless to say, reports of home building 
activities and progress being made in simplify- 
ing FHA loan procedure are being watched with 
avid interest by lumbermen, manufacturers and 
dealers alike. Manufacturers, especially, who 
in recent weeks have seen demand continue to 
dwindle and prices reach levels as low as they 
did in the midst of the depression of ’32 and 
’33, hail with satisfaction every evidence of 
increased home building. It might be men- 





tioned in passing that during the past week 
every concern visited has reported a gratifying 
increase in the volume of orders received, and 
the consensus is that the long-awaited upturn is 
at hand. This being true, buyers who succeed 
in getting orders booked now for their require- 
ments will have the satisfaction of realizing that 


they “got under the wire” as it were, and ef- 
fected quite a saving—for when lumber prices 
hegin to climb out of the depths they usually 
move up with considerable celerity. 


Delectable Watermelons Boasted 
by Arkansas Community 


Southern communities are not a bit back- 
ward, as a rule, in telling of their advantages 
in the way of natural resources, climate, indus- 
tries etc. Which brings to mind a billboard 
that confronts the visitor as he drives into a 
thriving Arkansas community, which proudly 
advises that this is “Hope, Ark., home of the 
biggest watermelons in the world.” Well, any 
one who has ever had the pleasure of sinking* 
his face into a big slice of one of those de- 
lectable Arkansas watermelons can_ readily 


Points Bus Homeward 


realize that this is something really to boast 
about. So, Hope, Ark., challenges the world 
to grow any bigger or better watermelons than 
are produced in that community. 

One could devote a lot of space to telling 
about the many worth while things that this 
State of Arkansas is producing or doing, that 
are so rapidly making it an outstanding com- 
monwealth both in industry and agriculture. 
For example, at Jonesboro—which, by the way, 
is the home of Charlie Stuck, one of the out- 
standing retail lumber and building material 
dealers of the country, who has been greatly 
in demand during this year’s convention season 
as a speaker at these gatherings of lumbermen— 
shipment has begun of a crop of $100,000 worth 
of radishes grown in Craighead County. The 
sheriff of that county is the largest grower of 
radishes in that section, and the second largest 
shipper of radishes in the world. He will ship 
more than 100 carloads of this popular vegetable 
this season. That is one of the things that 
help to make the lumber and building material 
business in that county so active. 


Two Lumber Producers Utilize 
New Treating Plant’s Facilities 


But before we get too far away from East 
Texas and get immersed in the marvels of Ar- 
kansas, let us mention a new industrial enter- 
prise recently located at 
Lufkin, in Angelina 
County. This is a treat- 
ing plant built by the 
Commercial Creosoting 
Co., of Longview. Fa- 





Soil Conservation Service 
Foresters enjoy old fash- 
ioned fish fry at Tower 
No. 5 of Ozark-Badger 
Lumber Co., Wilmar, Ark. 





cilities have been in- 
stalled in this new plant 
for the chromated zinc 
treatment of lumber, and 
these facilities are being 
utilized by the Angelina 
County Lumber Co., of Keltys, which is now 
offering to its trade chromated zinc treated lum- 
ber in full carloads or in mixed cars with 
other items. Dave Thompson, sales manager 
of Angelina, is quite enthusiastic over the merits 
of this treatment, and is actively pushing the 
sale of zinc chromated lumber. The Southern 
Pine Lumber Co., with mills at Diboll, a short 
distance away, also is utilizing the facilities of 
this plant and is offering to its trade chromated 
zinc treated lumber. 

As a result of the activities of those two 
enthusiastic, practical foresters, L. K. Pomeroy 
and E. P. Connor, of the Ozark-Badger Lum- 
ber Co., Wilmar, Ark., has become a veritable 
mecca for forestry students, forestry experts and 
lumbermen and timber owners who are seekers 
after information with regard to forestry con- 
ducted on a sustained-yield basis. Among re- 
cent visitors there came on April 28 a group 
from the forestry classes of Louisiana State 
University; April 30, a group of Gulf States 
foresters; May 1, a group from the Mississippi 
State Forestry Department; May 2, Dick Ham- 
mett, from the office of the chief forester of the 
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High - Quality Lumber 
High- Altitude Timber 


The Southwest Lumber Mills Incorpo- 
rated, with modern plants at Flagstaff 
and McNary, Arizona, can supply you 
with the best in top quality products of 
Ponderosa Pine. This lumber is cut 
from choice high-altitude timber and is 
famous for its fine close grain, its soft, 
easy-working texture. It is lumber of 
brightness and beauty, carefully and ex- 
pertly manufactured. In our up-to-date 
mills skilled operators work with pre- 
cision machines, producing lumber 
products of dependable quality. 


Let us supply your needs in Yard, Fac- 
tory and Industrial items, in Straight or 
Mixed Cars. We will appreciate your 
inquiries and orders. 


UTHWE 
LUMBER 
MILLS IN 


McNary, Arizona 


Mills at Flagstaff and 
McNary, Arizona 








DISTRICT SALES OFFICES 


PHOENIX, ARIZ.-— 
CHICAGO - 520 N. — Ave. 


Phone, Superior 9004 


PHILADELPHIA ~ * *5S°5eu"er" ce. 


R. B. HOWELL, 
Representative 
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United States in Washington, and Eli Eldredge, 
of the Southern Forest Experiment Station at 
New Orleans. Following the recent district con- 
vention of foresters of the Soil Conservation 
Service, held at Monticello, these foresters came 
to Wilmar and spent the day inspecting the 
forestry work being done, and in the evening 
were entertained at Lookout Tower No. 5 with 
an old fashioned country fish fry. 


Has Pleasant Memories of 
Friendships, New or Renewed 


Among the compensations for spending so 
much time away from the editorial desk are 
the friendships that are contracted, and having 
the privilege of personally knowing and calling 
as friends so many of the salt of the earth who 
are connected with the lumber business, as well 
as with other lines of endeavor, and the oppor- 
tunities offered for pleasant social contacts. At 
Shreveport, La., through the courtesy of his 
friend, Dolph Frantz, managing editor of 
Shreveport Journal, the lumber editor had the 
privilege of visiting one of the real, old time 
southern plantation homes,’ Cairo plantation at 
Dixie. Here the gracious hostess, Mrs. John 
M. Sentell, Sr., with characteristic southern hos- 
pitality, served morning coffee. To reach the 
mansion the visitor drives through two or three 
miles of the plantation, where groups of happy, 
well fed negroes may be seen at work in the 
fields. At Warren, Ark., an evening in the 
home of Z. K. Thomas, general manager of 
Southern Lumber Co., and his charming wife, 
served to pleasantly break the loneliness of eve- 
nings spent in hotel rooms. At Malvern, Ark., 
as guest of Joe Finch, general manager of A. 
B. Cook Co., the editor enjoyed mixing with a 
group of the leading business men of that thriv- 
ing city at the regular weekly luncheon meet- 
ing of the Rotary Club. Then at Little Rock, 
with Mr. Finch and his brother, John Finch, 
of the H. B. Houck Lumber Co., he enjoyed 
a night baseball game between Little Rock and 
Birmingham. It probably will not be “telling 
tales out of school” to remark that there was 
a famous opera singer giving a concert in Little 
Rock that night. Mrs. Finch, a lover of good 
music, wanted to attend and Joe agreed to bring 
her to Little Rock for that purpose if he covld 
go to the ball game while she was at the con- 
cert. 

Recounting the advantages accruing to the 
citv through a carnival show wintering there, 
a Little Rock paper rather proudly points to the 
fact that since last October, the proprietor of 
this show, which has wintered there for twenty 
years, “spent $36,000 in Little Rock, the money 
going for paint, hardware, food, lumber, ma- 
chinery and two sets of false teeth.” 


Five Generations of an 
Arkansas Lumber Family 


One of the pleasant evenings of this tour 
was a visit with a pioneer lumberman at Spark- 
man, Ark., S. B. Horne, who has been engaged 
in the lumber business for forty-one years, and 
his son, O. D. Horne. Mr. Horne first engaged 
in the lumber business at old Sparkman. Later 
he moved to Calvin, La., and operated a saw- 
mill for a number of years, then in 1910 located 
the plant in the new townsite of Sparkman, 
where is has been in operation since that time. 
His son, Otis D. Horne, entered the business 
at that time and is now assistant manager, his 
father still remaining at the head of the busi- 
ness. In 1928, S. B. Horne, II, grandson of 
the founder, a 10-year-old boy, started his career 
as a lumberman, being employed as water boy. 
Later, he finished in High School and then 
came back to the mill as millwright, and the 
grandfather, father and grandson all now are 
actively engaged in the business. ‘This concern 
operates a sawmill and planing mill, producing 
southern pine lumber, all of which is Dowicide- 
dipped and air dried. A recent family group 
photograph shows five generations of the Horne 
family, the eldest being the 87-year-old great 
grandmother, the youngest, 3-months-old great 
granddaughter. 
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South and West Report In- 
creases in Building 


New Chicago Home Develop- 
ment Has Unique Layout 


An out of the ordinary home development for 
which Barr & Collins (Inc.), retail lumber 
concern at Forest Park, IIl., is furnishing the 
materials is Ivanhoe Parkways on the far south 
side of Chicago. The houses are being built for 
sale by Mills & Sons of Chicago, who reported 
last week that seven frame residences had been 
sold. Two of the dwellings are shown in the 
accompanying picture. 

Containing four and four and one-half rooms, 
the houses and their lots are priced at $5,875 
and $6,075. If a buyer wants a brick home, 
the cost will be raised about $125, according to 
Jack Mills, vice president of the company, who 
is in charge of the development. The unusual 
feature of the subdivision is its layout, which 
provides for fifteen homes to front on private 
lanes, while the remaining sixteen face on 
streets. All lots are 103 feet deep, but those on 
the lanes are 471% feet wide as compared to a 
width of 44% feet for those bordering the 


first quarter, permits in these cities totaled 
$17,631,711, an increase of 2.9 percent over 
those for the corresponding period in 1937. 

Cities in which building permits during both 
March and the first quarter exceeded those of 
the comparable periods were: Abilene, Amaril- 
lo, Beaumont, Big Spring, Brownwood, Cle- 
burne, Del Rio, Galveston, Houston, Lubbock, 
and Palestine. 





Building Improves in Western 
Cities 

San Francisco, Cauir., April 30.—The fa- 
vorable showing made in the building industry 
during March as measured by the value of per- 
mits issued in 50 western cities provides one of 
the few encouraging factors in the current busi- 
ness outlook, according to Bank of America. 
March building permits in these cities were 
valued at $17,354,695, or about 35 percent more 
than in February and the highest value for any 
month since last July, except September, which 
was abnormally high because of the $6,000,000 





Two of the frame houses in the new Ivanhoe Parkways development on Chicago's south side which con- 
tain many improvements usually found only in more expensive homes 


streets. Instead of separate or attached gar- 
ages, there will be a row of single car units on 
one side of the development, one for each 
owner. Each house will be of different design, 
mostly of Cape Cod architecture. 

The houses are sided with cedar clapboards, 
roofed with 210-pound quality stock, and insu- 
lated with one-inch Celotex in the ceilings and 
25/32-inch Celotex vapor-seal in the sidewalls. 
The lumber is approved by the Chicago Lumber 
Institute. A few of the niceties incorporated 
into the dwellings which are usually found only 
in homes of a higher price bracket are, five- 
foot tubular door chimes, built-in shoe racks 
in the bedroom closets, acid resisting plumbing 
fixtures, a built-in clothes hamper in the bath- 
room, and a three-way outlet system for light- 
ing the gas water heater in the basement from 
the kitchen, bathroom or downstairs. 


Texas Permits Gain Over '37 


Austin, TEx. May 3.—Building permits in 
Texas for March compared favorably with 
totals of both the preceding month and the like 
month last year, and permits for the first 
quarter of 1938 increased moderately over those 
for the corresponding period last year, the Uni- 
versity of Texas Bureau of Business Research 
has announced. 

Reports to the Bureau from chambers of 
commerce in thirty-six Texas cities show total 
permits during the month of $7,723,127, an in- 
crease of 35.5 percent over February, and of 12 
percent over March last year. During the 





Federal building permit in Los Angeles. The 
value of March permits was still about 15.6 per- 
cent short of equaling the March, 1937, total of 
$20,564,713. The high rate of building activity 
during ‘the spring months of a year ago, how- 
ever, was accompanied by peak operations in 
most other lines of business, while this year’s 
improvement in building is against the general 
trend in business. 

March, 1938, permit values show a gain of 
6.3 percent over the same month in 1936, 75 
percent over March, 1935, and 235 percent over 
March, 1934. Of the 50 western cities to re- 
port March permits, thirty-four showed in- 
creases over February, 1938, and sixteen showed 
gains over March, 1937. For the first three 
months of 1938, the total was $44,617,277, a de- 
cline of 4.6 percent from the same period a 
year ago, but a gain of 29 percent over the last 
quarter of 1937. Compared with the first quar- 
ter permits in 1936, an increase of 17 percent 
was noted and the gain over 1935 was 97 per- 
cent. 

Residential building experienced a far better 
than seasonal gain from February to March, 
value of permits issued in sixteen large cities 
rising from $4,390,000 to $7,093,000, an increase 
of 61.6 percent. The rate of residential build- 
ing during March, the highest since last July, 
was still about 27 percent below the high level 
of March, 1937, when permits were valued at 
about $9,680,000. Last year residential building 
operations reached their peak in April and then 
declined steadily until December. On the basis 
of loan applications received at the two Cali- 
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fornia regional offices of the FHA during ° . of Je . 
March, 1938, it appears that residential build- California Building Shows Gains 
ing will continue to rise in April. The number San Francisco, Cauir., April 30.—Twenty- 
a of applications rose from about 2,600 in Feb- four California cities showed increases in the 
ruary to over 5,300 in March, a gain of more’ value of their March building permits compared 
than 100 percent. Latest reports indicate that with the previous month, while eight experi- 
while the number of applications being received enced declines, reports Bank of America. Co: - 
is still very good, they have tapered off some- pared with a year ago, ten cities reported 
what from the peak reached during March. higher permit values and 22 showed declines. 
taled Outstanding gains in residential building dur- For the first three months of the year the value 
over ing March over the preceding month were noted of California building permits in the 32 cities 
7. in Spokane, San Francisco, Oakland, Stockton, was $36,615,306 or 2.6 percent less than in the 
both and Seattle, where increases of 1 to 300 per- same quarter a year ago. Compared with the 
se of cent were reported. San Francisco permits for first quarter.of 1936, this year’s building per- 
naril- residential building during March were the mits showed an increase of 20.3 percent. 
Cle- highest for any month since 1928, and exceeded Residential building activity in California 
hock the March, 1937, figure by 6.5 percent. showed a sizable gain during March over the 
: ae a. = = permits e resi- 
“u " ° ences in eleven large California cities showed 
- Cotton Houses" of Future Will an = gain a 62.5 parent over yr ron a 
‘ much greater than normal seasonal increase. 
; Need Plywood ' Compared with March, 1937, the value of resi- 
Americans may soon be living in cotton dential permits in the eleven California cities 
e fa- houses, according to a statement made by Dr. showed a decline of 22.4 percent. 
lustry C. T. Murchison, president of the Cotton Tex- 
" per- tile Institute, at the annual convention of cotton ‘ . 
ne of manufacturers in Augusta, Ga., recently. “Re Lumber to Be in Spotlight at 
busi- search workers in the near future will announce Nati | H S d 
erica. a prefabricated — = cloth both - ationa ouse-waraen 
rere side and out,” he declared. “These houses wil ‘ 
pat be of considerably less cost than present con- Show, May 14 22 é 
r any struction expense for houses of equal size, con- Lumber will receive emphasis as an_economi- 
wihich venience and beauty.” cal building material through the Cape Cod 
0,000 The cloth on the new homes will be on ply- cottage which will be a principal attraction at 





wood with a steel base, Dr. Murchison ex- 
plained. A number of designs are now being 
worked out by architects employed by the In- 
stitute, with a view of producing a maximum of 
beauty and utility at a low cost. The cotton 
house will have every convenience of a modern 
home with adequate heating and air-condition- 
ing. An experimental house is to be erected in 
which the entire building, including floors will 
be of laminated cotton-covered construction. 
The cotton is especially woven and treated for 
the purpose. No definite site or time has as yet 
been selected. 





Spokane Plans Home Show 


SPOKANE, WASH., May 1.—An exposition of 
products which enter into the construction, 
equipment and furnishing of a home will be 
held in Spokane late in May or early in June. 
This is being sponsored by the Spokane Adver- 
tising & Sales Association, the feature attrac- 


the annual National House and Garden Ex- 
position in the Coliseum at Chicago, May 14-22. 
Although no price has been announced on the 
dwelling, it is said that it can be erected for 
under $3,000. The builder is going to with- 
hold the price until the opening of the show 
for he says its cost will be startling. 

The residence, with a 28-foot frontage and 
24 feet in depth, has four rooms and a bath. 
The living room measures 16x11.3 feet, one 
bedroom 11x11.3 feet and the second 11.6x9.9 
feet. There will be no wasted steps taken in 
the kitchen as it measures 10.9x6.10 feet. The 
bathroom is accessible from both bedrooms and 
a small hall separates it from the living room. 
Near the center of the house is the heating 
unit, since there is no basement. 

Lumber will, also, be used to a considerable 
extent in the brick and wood house that is in 
the $5,000-$6,000 price range. The facade of 
the residence will be the chief feature of the 
exhibit of the Robert Bartlett Realty Corp., 

















Never Need You 
Guess About 


Booth-Kelly 
Lumber 


IT’S CERTIFIED 











h con- tion to be the General Electric Co.’s “House Chicago, which has constructed seventy-five | doesn't just "happen" that order after order of 
of Magic.” houses, most of them wood, at its Palos Heights Booth-Kelly Lumber is so satisfactory in every way. 
It's that kind of lumber. It's cut from our own 
The Douglas Fir timber—old-growth, fine-textured, big- 
od. ee GaBLe HARDWOOD & FENCE Co. bodied. It's manufactured in mills where all ma- 
ctivity Telephone 2-6978 ar ee chines are modern and all methods up-to-date. 
, how- ° CEDAR RAPIDS, IOWA It bears the mark of "20", Booth-Kelly's pledge of 
ome in Spr 1s 38 quality; and the marks of the West Coast Lumber- 
Bc L men's Assn. and National Lumber Mfrs. Assn., 
Aaptroo—— aay eet went a guaranteeing proper grading. We invite you 
ain of favtllLorwsz — fi to use our Mixed Car Service. Let us quote on 
36, 75 ° 
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reg | [ ras rw t8 70m) BoothAt 
Z Ae 
a Veteran lowa lumberman, John E. Gable, now of Cedar Rapids, and aged 85 years 
build- | and 6 months, while at Lost Nation in 1876 subscribed to the Northwestern Lumber- ~LUMBERC 
t July, | man, only three years after its establishment in 1873; has continued a subscriber to EUGENE ORE: 
ah that journal or its successor, the American Lumberman, for sixty-two years, and has td 
uilding | lust sent in a renewal —s He will, we hope, often again show such evidence of TWO MILLS—SPRINGFIELD & WENDLING, ORE 
nd then | a desire to keep his outlook youthful by ‘taking an interest in the news of the indus- 
e basis try, and enjoy and profit by his reading 
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subdivision in the past eighteen months. Among 
the other exhibits of the show reflecting the 
importance of lumber in building will be the 
house designed by Arthur Bohnen to sell for 
$3,500 exclusive of the lot. 

Experts of the FHA will be present at an- 
other exhibit to furnish complete information 
on home construction to prospective builders. 
The administration’s booth will display models 
and photographs of famous American homes 
in which lumber played an important part, and 
from which much of present day architecture 
has been derived. In this group are such clas- 
sics as Thomas Jefferson’s Monticello mansion, 
Longfellow’s home, the House of Seven Gables, 
and the home designed by Mary Todd Lincoln 
for her illustrious husband. 


Company's 


FHA Loan 


The quickest and simplest method of 
determining for prospective builders their 
monthly FHA insured mortgage pay- 
ments coming to the attention of the 
AMERICAN LUMBERMAN is the slide-rule 
estimator just printed by the Edward 
Hines Lumber Co., Chicago. Copyrighted 
by the concern, the estimators are given 
out to the company’s customers, con-: 
tractors, architects, realtors, and other 
persons interested, Ten thousand of the 
handy little devices have been printed, 
and will be distributed to the above 
groups and to others making requests. It 
measures 2'4x6 inches, thus fitting as 
convenjently into a woman customer’s 
purse as into a man’s pocket. 

The estimator, reproduced in the ac- 
companying photographs, is uptodate and 
includes the amount of monthly payments 
under the recently amended FHA which 
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Baltimore Home Show Is Success 


BaLtrmore, Mp., May 3.—With approximately 
sixty-five exhibitors on hand and an attendance 
that exceeded last year, and with numerous 
sales made as the direct result of the displays 
arranged, the Home Show held in the Fifth 
Regiment Armory ended April 30. The lumber 
trade was represented by the Morgan Millwork 
Co., the Baltimore Lumber Co., the League 
Lumber Co. and the Krager Millwork & Lum- 
ber Co. 

The Baltimore Lumber Co, had as its main 
features samples of insulation and wall boards, 
with part of a stairway, designed to show 
artistic treatment of this feature. Dan Schloss 
gave much time as guide and exponent. 
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A smaller, but interesting set-up was that 
of the Krager Millwork & Lumber Co., with 
C. H. Krager extending welcome to visitors, 

The League Lumber Co., which has just 
moved into its new offices on South Carolina 
street, is steadily adding to the items designed 
to enrich home life. Albert League, head of 
the corporation, was on hand to offer greetings. 





Quebec Busy on Log Drive 


MonTREAL, Que, May 2.—Between 25,000 
and 30,000 Quebec lumber workers will be em- 
ployed throughout the Province for the next few 
weeks on the spring log drive, according to esti- 
mates by lands and forests department officials. 


Handy Estimator Shows 
Payments at a Glance 


grants a spread of instalments over 
twenty-five years. The lumber company, 
in a note on the left end of the slide-rule, 
does not claim that the figures are abso- 
lutely correct for it is pointed out that 
“taxes and fire insurance may be less 
locally and the mutual insurance will de- 
crease annually.” 
38 LOANS ARE INCLUDED 

Loans figured on the estimator start at 
$1,000 and advance through thirty-eight 
increased amounts to $16,000. To 
demonstrate the working of the device, let 
us slide the insert card along to a loan of 
$3,400, available on a house and lot which 
have a total value of $3,778. Under the 
twenty-five year repayment plan, the bor- 
rower would pay $27.27 a month. This 
sum is composed of these individual 
amounts: interest and principal, $19.89; 
maximum mutual insurance, 70 cents; 


fire insurance, 39 cents, and estimated 
taxes, $6.29. However, if a person is 
able to make larger payments than under 
the 25-year-plan, information is provided 
on the estimator as to his instalments over 
twenty, fifteen, and ten years. For the 
same $3,400 loan, an individual would 
make monthly payments of $29.82, 
$34.27, and $43.45, respectively, under 
the three above plans. 

The estimator is reversible, the one side 
covering loans from $1,000 to $5,400 
while loans start at $5,700 on the op- 
posite side and go up to $16,000. Cus- 
tomers are advised that it is usually wise 
to not allow their monthly payments to 
exceed 25 percent of their income per 
month. Having received one of the esti- 
mators, a prospective builder is able to 
take it home for study to determine just 
what plan his income best fits into. 


Mai 


HINES QUICK ESTIMATOR F. H. A. LOAN PAYMENTS 


Value of Meuse and Let | 4000 
Maximam Amount of Lean | 3600 


— 

Interest and Principal Per Month | 21.06 
Max. Mutual Insurance Per Month 74 
Fire Insurance Per Month 42 
Estimated Taxes Per Month 9 6.66 


Tetal Amount Monthly Paymeat [28.58 





These figures are ree- 
sonably accurate. Taxes 
and Fire Insurance may 
be less locally and the 
Mutual Insurance will 
decrease annually. 








ask FIRST 
EDWARD 


HINES 


LUMBER CO. 
Chicago, Illinois 


25 YEAR PLAN 





The quick estimator 
for FHA loan pay- 
ments being distrib- 
uted by the Edward 
Hines Lumber Co. 
and discussed in the 
accompanying story 
is pictured in two 
partially extended 
positions from oppo- 
site sides of the slide- 
rule holder 


la general, monthly 

peyments should not 

exceed 25% of monthly 
income. 




















| Total Amount Monthly Payment 3153] 20 YEAR PLAN 
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| Total Amount Monthly Payment [36.30] 15 YEAR PLAN 








|_Tetal Amount Monthly Payment |:6 02] 


10 YEAR PLAN 





HINES QUICK ESTIMATOR 


Value of House and Lot 
Maximum Amount ef Loan 





18000 19000 20000 
1 14500 15200 16000 


These figures are rea- 
sonably accurate. Taxes 
and Fire Insurance may 
be less locally and the 
Mutual Insurance . will 
decrease annually. 











Interest and Principal Per Month 
Max. Mutual lasurance Per Month 
Fire Insurance Per Month 
Estimated Taxes Per Month 


Total Amount Monthly Payment 


20 YEAR PLAN ask FIRST 


HINES 


LUMBER CO. 
Chicago, Illinois 


188 198 2.06 
28.33 30.00 31.67 33.33 


79.44 132.82 140.20 147.57 




















le general, monthly 
payments should not 
exceed 25% of monthly 








|_Total Amount Monthly Payment | 89.2/| 15 YEAR PLAN | 





151.68 160.11 168.53 








1938 EDITION Lota Aemomm! Mien thty Paymes | [112.43] 


10 YEAR PLAN | 190.56 201.15 211.73 
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FREE YOUR CASH ‘2 


from “Calendar Hold-upr’ , 


Amemcanfimmberman 


+ 


THIS MODERN FINANCING PLAN 
regulates collections, limits credit risks 


OULD you like to receive in a 
lump sum now the money that 

is owed you on open account? 
Would you like to carry on your 
business so that immediately upon 
shipping and invoicing an order, 
the full proceeds in cash would be 

available to you? 

Our open account financing plan 
does away with the 30 to 90 day 


COMMERCIAL CREDIT COMPANY 


wait for payment that you now 
endure. Your customers get their 
regular terms. You get your cash 
upon shipment... ata cost less than 
you'd allow them for cash discount. 
Your customers pay you as usual. 
And they are not notified of any 
change in your financing plans. 

You keep full control of your busi- 
ness, pass credits and receive pay- 


Capital and Surplus Over $64,000,000 


BALTIMORE 


CHICAGO 


NEW YORK 


PORTLAND. ORE 


SAN FRANCISCO 





i = 









ments as made. You regulate your 
collections to your need for cash 
. . . selling us your receivables only 
in such amounts as your require- 
ments call for 

In addition, under the LIMITED 
LOSS provision of our financing 
service, your credit losses cannot 
exceed a small pre-agreed percent- 
age. We assume all the excess risk. 

Make use of this flexible and 
economical plan of industrial finan- 
cing. It assures you the extreme 
liquidity and high credit rating so 
helpful under present conditions. 


* 
“Capital At Work’’ 


Upon request, we will 
gladly mail you, without 
obligation, this concise 
booklet explaining our 
service. .. Simply send 
this cou,on, attached to 
your letterhead. 
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your sales with wall paper-- 
that is the advice of many 
leaders in the lumber business 


FAST-SELLING 
PATTERNS 


have been gathered together 
from our famous PEACOCK 
and ROTOCRAFT lines, for 
the special needs of LUM- 
BER DEALERS. Write us for 


samples & special proposition 


LENNON 


WALL PAPER CO. 
@ Joliet, Ill. e 


DIVERSIFY 





an 





Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











HOTEL BENSON 


PORTLAND 
OREGON'S 


Distinctive Hotel 
Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


. Managing Directors 


ROSS FINNEGAN, 


Manager 





A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 Se. Dearborn St., CHICAGO 


May 7, 1938 








THE LUMBERMAN POET 








Hard and Soft 


We can not get to town these days 
Because it snows. We once had sleighs, 
And when it snowed, 

Why, that just made a better road. 

But now it’s cars, 

And cigarettes and not cigars, 

And softer things and ways from then, 
Including also softer men. 


Yes, four of snow or three of muck 
(Not feet but inches) and we're stuck. 
We'll have to miss 

The meeting on a day like this, 

Just can’t stir out, 

It’s down to zero, just about, 

And we don’t want to get a cough, 

And so we call the whole deal off. 


I often think about my dad, 

And how he did with what he had. 
A foot of snow 

And still a cutter seemed to go, 

A pair of bobs 

Was equal to ’most any jobs, 

Or, if they both of them fell down, 
My dad could always walk to town. 


And yet we wonder what’s the row, 
The reason for depressions now, 

Yes, sit and cry 

About hard times and wonder why. 
Well, lift your eyes 

And ask your dads up in the skies, 
And they will tell you, from aloft, 
The times are hard because we're soft. 


We See b' the Papers 


The re-depression is our name for it. 

Mr. Roosevelt isn't licked yet, but leave him 
alone. 

It seems it was the National Lewis Rela- 
tions Board. 

We now have 11,500,000 unemployed, but we 
planned it that way. 

It is a good idea to feed a man before you 
reform him; also a country. 

Business seems to have passed from a breath- 
ing spell into a panting spell. 

Congress is talking about adjourning, just 
when it is beginning to function. 

If the President would shut up, maybe the 
mills wouldn’t have to shut down. 

Wish the Department of Justice were as 
good at digging things up as the WPA. 

Had a great trip to New York, the place 
where you spend it just as though you had it. 

Hitler says “the Nazi doctrine is help your- 
self.” So it went over to Austria and helped 
itself. 

Welcome to the new third party; there ought 
to be that kind of ticket for that kind of people 
to vote. 

What they did to the Republican party was 
terrible, but what they did to the Democratic 
party was worse. 

By the end of 1938, Illinois will have spent a 
billion dollars for relief in seven years. What 
a relief. 

Look at what the children will have to pay, 
and then look at the kind of children we are 
raising to pay it. 

The Government’s debts will hardly be paid 
by people who have been taught to expect the 
Government to pay theirs. 

Among other mysterious disappearances 
might be mentioned the bituminous coal com- 
mission. 


Only a little tiny bit of the tax on reserves © 
has been left in the new tax bill; just enough | 
to spoil it. : 

The ranks of the small business men are 
rapidly growing; soon even the big business 
man will be that. 

The American system may have been wrong, 
but it’s funny how well it worked until some- 
body tried to improve it. 


Things wouldn’t look quite as bad for the 
workingman if his employer had been allowed 
to keep a little something to work with. 


Mayor La Guardia suggests a “permanent 
recovery committee,” to report next fall. And, 
may we inquire, what are we to live on in the 
meantime ? 


Between Trains 


MELVINDALE, Micu.—Melvindale is one of 
those towns on the edge of Detroit, as you 
will find them on the edge of every great city, 
near enough for convenience, and far enough © 
away to avoid contamination. Not knocking 
Detroit, especially under its present adminis- 
tration, for it is true of Chicago, and New ~ 
York, and any other place where too many 
people live in one spot. We talk about “the 
best people” in our big cities, but the best 
people don’t live in the big cities at all, but 
in their suburbs. There is where you will 
find the frame houses and real Americans, 
homes instead of apartments, churches instead 
of night-clubs. One of our favorite fallacies 
is that a “wide-open” policy attracts money 
to a community. No one has ever sat down 
and figured out how much money it drives to 
the suburbs. So tonight we were entertained 
by the best people of Detroit when the Ex- 
change Club of Melvindale took over the school 
gym, converted it into a banquet hall, and 
threw a party for us. 


SHaron, Pa.—At its annual dinner tonight 
the Sharon Chamber of Commerce had ex- 
pected 250, but 495 came, all the room would 
hold, and 100 more than it had ever held be- 
fore, and they told us 300 more would have 
come if there had been a place to put ’em. 
“The largest dinner ever held in Sharon,” Sec- © 
retary Bacon told us after it was all over. © 
Had a nice visit with President Roemer, of — 
Sharon Steel, and President Perry, of Carnegie- 
Illinois Steel, and found them far from down- 
hearted. While they didn’t say so, there seems © 
to be a general feeling that, after five years of © 
delirium, the patient is coming to. 

The Shenango Valley, by the way, was the © 
birthplace of the steel industry; and, while it © 
never has had to go through before just what 
it has had to go through this time it 
seen the steel industry have its ups and downs, © 
but never its downs without its subsequent ups. ~ 


The Dweller's Dream 


I mean to build a house, I will, 
One fifty stories high. 
I'll build it on the highest hill 
And nearest to the sky. 
It will not have a single stair, 
An elevator, no. 
And there will be a penthouse there, 
And there some day I'll go. 


And there I’ll live forever more, 
Or longer if I can, 
Removed from politics and war 
And all the acts of man. 
There, far removed from earthly strife, 
I'll watch the dusk and dawn, 
Yes, there I'll live a perfect life, 
But I don’t know what on. 
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BILL OF MATERIAL 


CONCRETE AND BRICK WORK: 


260 cu. ft. footings 

60 cu. ft. concrete wall 

28 ft. 12xi2-in. piers 

107 yards 4-in. cement, yoy floor 
00 


23 ft. double flue chimney 

46 ft. 8xi2 terracotta flue lining 
13Y2 sq. ft. tiling, hearth & facing 
756 yards lath and plaster 
ROUGH HARDWARE: 

2 8x10 castiron cleanout doors 

1 bell trap 

| castiron coal door and frame 
perp METAL WORK: 


140 metal corners for a siding 


48 ft. 

Flashing “for chimney 
LUMBER AND MILLWORK: 
200 lin. ft. 2x8 girders 


ize lin. ft. 2x8 sills 

in. ft. 2x8 joist headers 
Se . ft. 2x10 joist headers 
= . 2x10—14 first floor joist 
26 
14 
14 
20 
4 

2x8—10 second floor joist 

(200° tin, ft. 2x4 plates 
40 pes. 2x6—20 rafters 
20 pes. 2x6—14 rafters 


id) 

2060 ft. 8-in. shiplap or other 34-in. in- 
sulating, sidewalls 

1220 ft. 1x6 T&G subfloor 

‘os . tg in. hardwood Serine ist floor 

130 Ot “5/8x4 ceiling, poreh 





x4 flooring second floor 





x4—8 coal room 
” 1x6 T&G coal room 

Fes tf beveled & rabbeted 
ft. Yq x52 rabbeted, cornice 


* " BYax3Vn 8 
{x8 porch plate 
fe 1x4 porch —_ 
2 bed mold. 


ft. : x 9 bed . 
2 pes. 134x3'/2—4 front porch 
200. Hag 3 ft. "xt fat lattice 


H yaar) dormers. 

is squares roofing (owner’s octumion) 
5 basement sash frames 3 Its. 10x! 
front door fr. 3-0x6-8, trim 1! 7 & 
rear door fr. 2-8x6-8, trim | side 
rear door fr. 5-0x6-8, trim {| side 
twin wdw. frs. 10x12, oS = 


12, Its., side 
sing. wdw. fr. “9xi2, 12 Its., ‘vim 1 side 
sing. wdw. frs. 9x12, 12 lts., trim | side 
(Dormers 
twin sash fr. 3-0x2-9, trim | side 
sing. sash fr. 3-0x3-5, trim | side 
twin sash fr. 2-7x3-5, trim | side 
inside door fr. 5-4x6-8 trim 2 sides 
in. dr. fr. 2-8x6-8, trim 2 
in. dr. fr. 2-6x6-8, trim 2 sides 


n—wOwKw--— 














| | SEcQND: 


FLOOR 


1 in. dr. fr. 2-0x6-8, trim 2 sides 
{ in. dr. fr. 1-6x2-4, trim 1 side 
0 8 3 its. SS 





. doors 5-0x6-8—1% ea. DS 
- doors, 5-4x6-8-—194 15 Its. ea. DS 
| 3/8 | = 























zeae 





2- 10 
lin. ft. 334-in. — mold. liv. room 
in. ft. mg — 


I oF 


seess on 


30 lin. ft. walinseat fap. kit. & bathr. 
$8 tin: ft. 12-in. shelvin 
8 lin. ft. 4-in. ook strip 
Kitchen cabinets oer det. "hardware applied 
i linen cabinet per det. 
{ ironing board 
mantel per —_ 
= a, 
ie x Sas basement stair 
gee! basement stair 
pe. 4x4—4 basement stair 
. 2x4—10 basement stair 
4 corner beads 


HARDWARE: 
650 Ibs. nails 


832 


pr. 4x4 butts 134-in. doors 
15 pr. Wy Bye butts {| 3/8-in. doors 
pr. 2x2 b access door 
5 e. 24%ex2e butts, tight pin; cellar sash 
5 ks and eyes 


ey 
2 sash adjusters (owner s selection) 
front door lock s 
rear door lock s 
French door iy set (outside) 
French door lock set (inside) 
D.A. door floor hinge 


2 push plates 
5 "inside = tok outs 


u 
1 
i 
i 
! 
{ 
{ 
i 
2 pr. 


clo. 
5 sash fasteners teeter sash) 
i poses = = 
rn (access door) 
4 doz. ten "hooks 


PLUMBING FIXTURES: 
bath tub 
closet complete 
avatory 
kitchen sink 
medicine cabinet 


PAINTING, ELECTRICAL EQUIPMENT 
AND HEATING BY OWNER 
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ome ay al Pine 2 vert. panels 
sides 1.S. 

1.8. door frames 2/8x7/0—134” Y.P. 51/4” 
doors 2/8x7/0—13_” Pine 2 vert panels 
sides 1.S. trim 

1.8. door frame 2/4x7/0—1%" Y.P. 5%” 
door 2/4x7/0—1%” Pine 2 vert. panels 
sides 1.S. trim 

1.S. door frame 2/8x7/0—134"” Y.P. 51/4” 
door 2/8x7/0—1%%” Pine 3 vert. Its. gla. 
sides 1.S. trim 

1.S. door frame 2/8x7/0—13%” Y.P. 51/4” 
door tal Pine 2 - 4 “panels 


window 26/24—1%4” 2 L top 3 

twin window frame Pua 
windows 24/24—13,4” 2 L. top 3 L. gla. 
side 1.S. trim Y.P. twin 

window frame 26/ /26-— 13a” L 
window 28/2619," 2 L. top 3 L. gla. 
side 1.S. trim 

twin window frame 26/30—1%%” 2 L. 
windows 26/30—1%” 2 L. top 3 L. gla. 
side 1.S. trim Y.P. twin 

window frames 24/20—i%%” 2 L. attic 


gables 
windows ot: ‘ ~Eaal 2 L. top 3 L. gla. 


! side 1.S. trim 
BILL OF MATERIAL triple window frame 22/24—i1%” 2 L. 
BRICK AND CONCRETE WORK windows 22/24—134” 2 L. top 3 L. gla. 


side 1.S. trim Y.P. triple 
122 cu. ft. conerete footings twin window frames 6" Ss. 
940 cu. ft. concrete walls 


n windows 22/24—13,” L. top 3 L. gla. 
1100 sq. ft. 1” cement top sides 1.S. trim Y.P. ; H 
1100 sq. ft. 3” concrete floor twin window frames 26/30—134" 2L. 
33 L. ft. 8x!2 single chimney windows 26/30—1%_” 2 L. top 3 L. gla. 
33 L. ft. 8x1i2 tile flue lining sides 0.9. wie V- .P. 2 er 8 t 
twin window frame ai 1% . 
oa aon windows 22/18—136”" 2 L. top 3 L. gla. 
450 sq. yds. plas side 1.8. trim Y.P. twin 
3750 laths ete ny 0” twin window frame are f 2 A. were Ss. 
windows 26/30—1%%” . top 3 L. gla. 1.S. door an 5/0x7/0—1%%” Y.P. 5%” 
TIN WORK side 1.S. trim Y.P. cin pr. doors 5/0x7/0—13¢” Pine 3 vert. Its. 
44 L. ft. 10” Ridge roll window frame 28/3615" 2t each gla. 00 L. ft. 7%x7%,” shoe 
21 pe. 5”x7” tin flashing, chimney window 26/26—1%” 2 L. top 3 L. gla. sides 1.S. trim flight grade —. a 0” 4 ri sore Y.P. box 
88 L. ft. 6” gutter side 1.S. trim Y.P. .S. D.A. frames tlh gs Y.P. flight basement stairs 3’0” 9 risers Y.P. 
24 L. ft. 3” down pipe window frame 26/24—13_” 2 L. bath 5%” hall to dining room & kitchen mill stairs 
43” Els 
ROUGH HARDWARE ox 2b 
24 sets sash weights & cord 
. 
s 
x 


N—=$N——-N—-—-anrvrean 


—=—NN NKN aK — ee eK NK 


eee Qe = Ne NENNSN— w= 
NN 


flight attic stairs movable 
kitchen case Y.P. detail 

| floor drain 

| coal chute 


1 cleanout door 
450 Ibs. nails 


ROUGH LUMBER 
3 pe. 6x6” 80" post 


-_ medicine case 16”x20” mirror 

pe. 136x9/2” 22’0” W.P. verge boards 
x * Yax3/2" | 1 ‘. verge beards fascia 
Lt © - Yexte” - 4 — 

6 L. ft. bg “ friez 

B.M. “paw y joint amter 
pe. ead W.P. verge board 


pore 
pe. paxtt® 5’0” W.P. verge board fascia 
ore 


pe. 3%4x5'/2” 5'0” W.P. Porch plate frieze 
pe. 34x52” 5’'0” W.P. porch plate soffit 
pe. 34x34” 50” W.P. porch ceiling 


mou 
‘ -M. 5x4” D&M _ beaded porch ceiling 
2x8” 18’0” attic floor as “rt 
10 pe. 2x8” 20°0” attic floor joist ; -M. 1%x8" 4°0" a, See tee 
10 pe. 2x8” 12’0” attic floor joist ; - | set front steps 3°9 4 r 
10 be. x6” 140” collar beams AITCHEN 40’ B.M. 5ex4” D&M beaded ceiling porch 
ae oe * v is Sst d reba 
198 pe. 2x0" SS LS. studs FINISH HARDWARE 
30 per aad? rah - HF _ Omnme Roem 5 sets basement sash fixtures 
54 pe 2x4” 16’0” plates & shoe a y 1 pr 8” strap hinges, coal bin door 
4 pe. 2x8” 100” front porch ; ” hasp & ow hy Sy door 
400°C t ins" bridging 3 3 Pr. 4”x4” L.P. butts and screws 
1700’ B.M. {x8” wail sheathing / Pe g; ” L.P, butts & screws 
1750’ B.M. 1x4” roof sheathing A. nges 
1450’ B.M. ix6” D&M sub floor 
1600’ B.M. 1x3” Y.P. finish floor 
120 -M. 1x4” Y.P. attic 
. 16” shingles, roof 
. 24” shingles. aide walls. 
2x4” 8'0” coal bin ait 
x4” oe coal bin es 
coal bin sum ROOM 
xe" D&M coal bin 7 
M. 1x3” porch floor 
MILL WORK 
sash frames 14/20-—1%” 3 L 8 A. pulls, wardrobe 
A yell ee PLUMBING FIXTURES 
front cawense door frame 3/0x7/0—13,* | kitchen sink 
side 1.S. tr | bath tub 
front entrance door 3/0x7/0—13,4” t lavatory 
a . ™ ir: e oe 7/0—1%4" H closet complete 
grade entrance door frame x 
I grade entrance door 2/8x7/0—1%4" % HEATING 
x panels {| L. gla. ‘ hot air heating plant complete 


820 poom* 


ggee- 


Iho" 


t. x sill 
2x10” 140” first floor Joist 
2x10” 18’0” first floor fit 


e2oo nN ND 
sc 


2x8” 14’0” = floor 


vin@ ROOM 


——— Ma 
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Hardwood Producers 
Ask Uniform Contracts With 


Manufacturers of Furniture 


SAVANNAH, Ga., May 2.—More than fiity 
representative hardwood producers attending a 
jomt meeting of the Southeastern Hardwood 
Manufacturers Club and the Carolina-Virginia 
Hardwood Club, held here April 26, approved 
the suggestion that a committee be named from 
the two organizations to confer with represen- 
tatives of the Southern Furniture Manufacturers 
Association in regard to the establishment of 
uniform contracts. 

The morning was occupied with executive 
sessions of the two groups. R. A. Huffstetler, 
past president of the Carolina-Virginia Hard- 
wood Club, presided at the meeting ot this group 
in the absence of V. A. Miller, Hoffman Lum- 
ber Co., Columbia, S. C., its president. H. A. J. 
Evans, Dixie Lumber Co., Jacksonville, Fla., 
president of the Southeastern Hardwood Manu- 
tacturers Club, presided at the group’s executive 
meeting. 

The Carolina-Virginia Club authorized the 
appointment of a committee to meet with rep- 
resentatives of the Southern Furniture Manu- 
facturers Association in an effort to work out 
a plan for the interchange of sales and inven- 
tory figures at regular intervals. Mr. Huff- 
stetler stated that such a move would assist 
both organizations in keeping better informed 
regarding manufacturing and sales conditions. 

Gordon E. Reynolds, Reynolds Brothers Lum- 
ber Co., Albany, Ga., a vice president of the 
National Hardwood Lumber Association, pre- 
sided at the joint session. Following the read- 
ing of sales and inventory figures, N. S. Curtis, 
Deal Curtis Lumber Co., Drifton, Fla., offered 
protest against the provisions of the proposed 
wage-hour bill before Congress. “It is the 
greatest danger threatening the lumber indus- 
try today,” he-said. “It fails to allow for geo- 
graphical differentials, fails to allow a longer 
week for seasonal industries, and the graduated 


ED. R. LINN, 
Memphis; 
SHPI Secretary 


J. W. McCLURE, 
Chicago; 
NHLA Secretary 


wage increase over a three-year period, together 
with subsequent reduction of weekly working 


hours, places the power of life and death to all. 


industry in the hands of the Secretary of 
Labor.” 

He was equally emphatic in denouncing the 
tendency of the Government to invade the field 
of private enterprise and also predicted that 
nothing would stimulate industry as much as 
the elimination of high taxes. 


James Boyd, field representative for the 
Southern Pine Industry Committee, urged that 
each manufacturer write or wire his Congress- 
man asking that an effort be made to keep the 
rules committee of the House of Representa- 
tives from reporting on the wage-hour bill, 
at least without first conducting hearings. 

John W. McClure, Chicago, secretary of the 
National Hardwood Lumber Association, sug- 





H. A. J. EVANS, 
Jacksonville, Fla.; 


President of 
Southeastern Group 


G. E. REYNOLDS 
Albany, Ga.; 


Presiding Officer 
At Joint Meeting 


gested that additional effort be made to popu- 
larize wood panel walls, as their use in new 
construction offers the opportunity for an ever 
increasing market for hardwoods. He asked 
that the producers make further use of the 
NHLA inspection service for their benefit as 
well as that of the consumer; cautioned against 
over production and, in reporting on labor con- 
ditions, cited the Wagner Act as a stumbling 
block to recovery. 

Ed. R. Linn, secretary-manager of Southern 
Hardwood Producers (Inc.), Memphis, out- 
lined the activities of SHPI’s field staff in the 
promotion of Southern hardwoods and stated 
that the use of hardwoods in new construction 
can be greatly increased. 

H. L. Manley, Reynolds & Manley Lumber 
Co., Savannah, Ga., was host to the two groups 
after the adjournment of the business sessions. 





Attends Shingle Quota Hearing 


HoguiamM, WasH., May 1.—Pacific North- 
west red cedar shingle manufacturers are seek- 
ing a continuation of the present Canadian 
shingle quota treaty, according to R. D. Mackie, 
Grays Harbor shingle manufacturer and presi- 
dent of the Red Cedar Shingle Association, who 
has just returned from Washington, 
where he attended hearings on lumber and 
shingle treaties. Under the present treaty, he 
explained, the Canadian quota of shingles al- 
lowed in this country is 25 percent of the Amer- 
ican production. The present treaty has been 
in effect one year. He said that hearings are 
over for this year, as far as jumber and shingle 
treaties are concerned. He doesn’t expect any 
decision on the new treaty for several months. 


FRY- 
FULTON 
Immediate 

Service 


When your need for lumber is PDQ... 
when you want to be SURE the stock 
you get is O.K. every way... then 
it's well to get acquainted with the 
FRY - FULTON LUMBER COMPANY. 
Here is super-quality lumber, depend- 
able supply, immediate service. Com- 
plete stocks of 
Cypress, Oak, Birch, Poplar, 
Hard Maple, Yellow Pine Finish, 
Walnut and Mahogany, 


Ponderosa, California Sugar Pine, 
Northern White Pine. 


Plywoods of Pine, Fir, Hardwoods 
Full lines of Northern and Southern 
Hardwoods. 
Handling the products of several large mod- 
ern mills and carrying full assortments, we 
can supply practically all your lumber needs. 
Let us quote or fill an order for you. 


Fry-Fulton Lumber Co. 


146 Carroll St., ST. LOUIS, MO. 





Fires 


Floods 
Strikes 
Crop Failures 
Damage Suits 


These are some of the causes of 
unexpected credit losses. Any of 
these can happen to your custom- 
ers and cause you a serious credit 
loss. 


Insure Your Credit Accounts! 


AMERICAN 
CREDIT INDEMNITY COMPANY 


J. F. McFadden, President, ST. LOUIS, MO. 


American Credit Indemnity Company 
St. Louis, Mo. 


Without obligation we want complete information 
about Credit Insurance. Send your booklet “A 
Preface to Profits.’’ 
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Indiana Hardwood Lumbermen 


Hold 39th Annual Meeting 


Visit Forestry Project; Report Gain in Membership 


INDIANAPOLIS, IND., May 3.—The thirty-ninth 
annual convention of the Indiana Hardwood 
Lumbermen’s Association, held here April 29, 
followed the usual custom of holding a brief 
business session and devoted the majority of 
the meeting to fellowship. On April 30 sev- 
eral members formed a motorcade to visit the 
Henryville State Forest in Clark County and 
the CCC State forest camp. 


Officers and Directors 


Officers elected for the ensuing year are: 

President—Claude Wertz, 
Evansville. 

First Vice 
Union City. 

Second Vice President—H. C. Spear, Bed- 
ford. 


Secretary-Treasurer—C,. Fred Klee, 
Atkins & Co., 


Maley-Wertz, 


President—Charles E. Neel, 


- ¢. 
Indianapolis (Re-elected). 

Charles H. Colter, Kendallville, retiring pres- 
ident, becomes a member of the board of direc- 
tors. All other directors were re-elected. This 
group is composed of the following: 

C. H. Barnaby, Greencastle; C. H. Kramer, 
Richmond; Roy Amos, Edinburg; Parvel 
Moore, Carthage; John Goodwin, Indianapo- 
lis; John S. Kitchen, Columbus; Louis J. Eck- 
stein, Jasper; W. W. Knight, Indianapolis; 
Robert B. Hollowell, Indianapolis; J. K. 
Burns, Gosport; Clifford Spear, Bedford; Burt 
Swain, Seymour; John I. Shafer, South Bend; 
Charles H. Fawcett, New Albany; Daniel H. 
Sanders, South Bend; Fred F. Morsches, 
Columbia City; B. L. Curry, Indianapolis; 
Leroy T. Cooke, Franklin. 


Dr. A. P. Haake, Chicago, secretary of the 
Furniture Manufacturers’ Association of Amer- 
ica, criticized Administration economics as re- 
sponsible for a “political” recession when all 
factors to cause an economic depression are 
missing. He reviewed the meeting of the little 
business men in Washington recently ; suggested 
reduction of operating costs to solve the rail- 
roads’ problems; condemned the Wagner Act 
as an excuse for labor troubles. 

J. S. Thompson, Louisville, Ky., representing 
the Southern Hardwood Traffic Association, 
outlined the changes that have been made in 
freight rates on lumber and veneer products. 

The importance of forest preservation and 
reforestation were stressed by K. W. Miller, of 
the United States Forest Service, and C. W. 








J. S. KITCHEN, 
Columbus; 
Director 


Cc. H. BARNABY, 
Greencastle; 
Director 





Miller, Globe-Wernicke Co., Cincinnati, touched 
briefly on the promotional work of wooden 
office furniture manufacturers. A banquet and 
entertainment on the night of April 29 concluded 
the meeting. 


See Forest Activities 


The trip to the State forest was made to obtain 
first hand knowledge of the work of the State for- 
estry department to restore the Indiana forests. 
The trip included a visit to a hardwood planta- 
tion and at a nursery where seedlings of white 
and red oak, tulip poplar and black walnut are 
being raised to plant as an aid to soil fertility; 
black locust for erosion control and white, red, 
Virginia, Scotch and jack pine seedlings are 
raised for planting on poor soil. 


Lunch was served at the Purdue CCC for- 
estry camp, where Purdue students interested in 
forestry are given practical experience for eight 
weeks at the end of the freshman year. Lantern 
slides were shown picturing camp activities. In- 
struction includes dendrology, forest surveying, 
mensuration, entomology, wood utilization, saw 
filing, axe sharpening and camping. Inspection 
of charcoal ovens was made in the afternoon 
and a stop was made at a farm woods near 
Seymour. This type under the State Forest 
Tax Act of 1925 is non-grazed woods, capable 
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JOHN I. SHAFER, 
South Bend; 
Director 


ROY AMOS, 
Edinburg; 
Director 


of continuous timber crop production for farm 
use and wood using industries. 


Supervised Farm Woods 


Technical aid in managing such tracts is of- 
fered by the State conservation department and 
the Purdue University forestry department. Re- 
search in farm woods management and market- 
ing is also carried on by the university. 

The past year has been a successful one for 
the association. Secretary Klee reported that 
a membership gain of fifteen members had been 
made. Approximately seventy-five members of 
the industry attended the convention. 


Pacific Hardwood Distributors 
Discuss Industry Problems 


MonTerEY, CAL., May 2.—‘Best convention 
we ever had,” was the unanimous verdict of 
the fifty odd members and their families gath- 
ered at Hotel Del Monte here, for the sixteenth 
annual convention of the Pacific Wholesale 
Hardwood Distributors’ Association, April 28, 
29, and 30. Optimism for the future business 
and the need of greater co-operation within the 
industry were the keynotes of the meeting. 

A feature of the first day was the summari- 
zation of the much discussed “Philippine Ma- 
hogany Suit,” presented by Walter Scrim, Los 
Angeles. He reported that there was a pre- 
ponderance of legal opinion to justify the state- 
ment that the decision of the courts, in per- 
mitting Philippine hardwood dealers to adver- 
tize their stock as a “mahogany,” was absolute. 

The second day was occupied with informal 
discussion of the “Unloading in Transit Tariff” 
question. It was brought out that the Pacific 
Northwest had escaped the evils of this practice 
by the major carriers. California dealers were 
eloquent in demanding closer co-operation to 
fight the menace in their state which threatens 
to expand to every phase of the hardwood in- 
dustry, although at present it is confined to 
oak flooring. 

A resolution approved the suggestion that San 
Francisco dealers meet with railroad officials 
in an effort to persuade the carriers to abolish 
the practice in California. In summing up the 
discussion, Frank Connolly, retiring president, 
said: “The wholesale hardwood industry is 
fortunate in a sense that the insidious practice 
of this system is at this time applied only to 
hardwood flooring. But should the practice 
spread to other stocks, it would be a ruinous 
situation.” 

Bert Bryan, San Francisco, reported his 
survey of labor relations between employers 





and employees. “We do not anticipate further 
trouble in our yards,” he stated, “but there is 
an inevitable showdown in the matter of the 
fight between the two big national labor in- 
terests. We should stand aloof from the in- 
ternal strife of these two major factors. With 
business at its present level, the hardwood 
industry cannot make further concessions to 
labor and survive. In the future we will 
probably solve this ever recurring difficulty by 
amicably arranging wages and hours on a 
sliding scale determined by business volume and 
commodity prices. But definitely this will not 
be a profit sharing plan. There will be at least 
two more years of the present labor troubles 
and we must accept them as a natural course 
of the business cycle. However, there is one 
threatening menace to which we can allow no 
concession. That is the demand for a closed 
shop. Once that institution is established, the 
industry will be faced with all the ramifications 
of highly organized racketeering.” 

The closing day was devoted to the reading 
of several papers. Norman Sawers, Vancouver, 
stressed the need of increased business between 
Canada and western lumbermen as a defense 
against the rapidly rising Baltic Pine compe- 
tition. 

John Clugston, secretary of the Hardwood 
Institute of Southern California, gave a report 
on “Trade Association Activity as it pertains to 
the Distribution of Hardwood Lumber and 
Allied Lines.” He stated that the credit asso- 
ciation of the southwest was a great boon to 
members throughout the depression. Collections 
of accounts had increased greatly and losses 
sustained have dropped since the clearing house 
for credit information had been established. He 
recommended that dealers in other localities 
form similar organizations. 
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Jack Brush, Los Angeles dealer, spoke briefly 
on the attitude of the small yard toward the 
larger competitor. He emphasized that dealers 
as a body should compete against the wood sub- 
stitute interests, rather than carry on the con- 
stant internal war among themselves. 


Harry White, White Lumber Co., San Fran- 
cisco, newly elected president, gave a detailed 
report on “Foreign Hardwoods Most Exten- 
sively Used on the Pacific Coast.” An amusing 
highlight of his long experience was described. 
In a deal with a building contractor he was 
required to supply a wood called “Yuba.” After 
considerable correspondence a New York dealer 
was found who could supply the stock. It was 
shipped to the White yard in San Francisco. 
The job was highly successful and so much 
interest aroused by the exotic character of the 
wood that White Bros. went after details. They 
found that “Yuba”. was the common blue gum 
and the source of supply was Marysville, Cal., 
a small town about a hundred miles from San 
Francisco. 


Ralph Hill, secretary of the National Oak 
Flooring Manufacturers’ Association, outlined 
the history and present activities of his organi- 
zation. He stated that the immediate problem 
now facing the industry was one of improving 
distribution and salesmanship. He reported a 
94 percent business increase in March, 1938, 
over February, and a 45 percent increase in 
the first fifteen days of April over a similar 
period of 1937. This gain in building activity 
he attributed to the revamped Federal Housing 
Act. 


“Bob” Taenzer, retiring secretary, closed the 
meeting with a short talk on “Character Marked 
Hardwoods.” He quoted favorable statistics to 
prove that there were sales psychology advan- 
tages in using this term over the usual classi- 
fication “defects” as generally applied by the 
trade. “The market possibilities,” he concluded, 
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“of this line are tremendous, but dealers are 
slow to take full advantage of the wide open 
field. If we are to compete with the trend 
of building, we will have to educate the poten- 
tial market and drive home the advantages of 
cheap hardwood to the buyer.” 

The 1939 convention was set for April and 
will be held in San Francisco. In addition to 
President White other officers elected were 
Jack Sawers, J. kife-Smith Co., Vancouver, 
B. C. vice president, and Don White, White 
Lumber Co., San Francisco, secretary. 


New Western Pine Mill Starts 
Operating Aug. | 

PRINEVILLE, Ore., April 30.—Plans are under- 
way to have the plant of the Ochoco Lumber 
Co., here, in operation by Aug. 1. The com- 
pany is a new corporation formed to cut part 
of the Ponderosa pine timber of the Ochoco 
Timber Co. and has its millsite one-half mile 
east of Prineville. The entire sawmill and 
power plant of the Norida Land & Timber Co., 
Dover, Idaho, has been purchased and is being 
moved to the new location. Concrete for the 
foundation was poured starting April 19. 

The mill, being erected under the direction 
of F. Hill Hunter, Klamath Falls, Ore., will 
be electrically operated and consist of a single, 
double-cutting band and planing mill. The 
company has at present enough timber to run 
for twelve years and it is planned that a sus- 
tained yield policy will afford timber for con- 
tinuous operation. 

John Tennant, Longview, Wash., is presi- 
dent of the company; W. E. Lamm, Modoc 
Point, Ore., is vice president and general man- 
ager, supervising installation and operation; 
Wilson Clark, Portland, Ore. is secretary- 
treasurer. Other officials, serving on the board 
of directors, are E. S. Collins, Portland, Ore., 
and A. C. Dixon, Eugene, Ore. 
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Canada, West and East, Plans 
to Hold British Markets 


MonrTREAL, QuE., May 2.—Responding to 
an invitation to visit Canadian lumber centers, 
for the purpose of stimulating Empire trade in 
Quebec and British Columbia lumber, a party 
of twenty-five British lumber merchants is to 
visit these Provinces during this summer. A 
special invitation to them was extended by W. 
A.: McAdam, agent general for British Co- 
lumbia, and he has arranged to have the party 
visit British Columbia, and on its return trip 
visit Quebec. The party is scheduled to sail 
Aug. 12 from England and from Canada for 
home on Sept. 17. Since the Ottawa Confer- 
ence, exports to Empire countries have shown 
a great growth. Exports of Douglar fir, west- 
ern red cedar, Sitka spruce and western hem- 
lock totaled 646,000,000 board feet last year, 
compared with 108,000,000 feet in 1932, year of 
the Conference. Of a total western production 
of about 1,000,000,000 board feet, 67 percent is 
exported ; and, of that quantity, 88 percent goes 
to Empire markets overseas. Britain’s building 
program, calling for thousands of homes for 
workers in the vast industrial areas springing 
up everywhere because of intensified rearma- 
ment activities, is expected to reach its peak 
during the next two or three years, and it is be- 
lieved that never before has there been such a 
marked desire for the import of Canadian tim- 
ber as at present. 





GARDEN AND LAWN furniture will be much 
in demand this summer and every householder 
is interested either in making something for 
his yard or in buying it. A little book, “Fur- 
nishing the Home Grounds,” 80 cents, shows 
how to make some attractive articles. 
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"Supreme" Oak Flooring, 
with its silky smoothness, its 
beauty of color and finish, is 
a super-quality product you'll 
be proud to sell. End- 
snetiled, accurately _manu- 
factured, it's easy to lay and 
fits to perfection. Uncom- 
mon values in Shortleaf and 
Southern Hardwoods. 
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Lumber. Order a Mixed Car 
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Correspondence on Hardwood Lumber should be. addressed 


to Southern Pine-Peavy-Moore Sales Agency, Beaumont, Tex. 
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DOUGLAS FIR EXPORT 
COMPANY 


Head Office: 


SEATTLE, WASHINGTON, U.S. A. 
1125 Henry Building 


DFXCO 


( Shipping Mark ) 


EXPORT SHIPPERS 


Cargo and Parcel Shipments 
TO ALL FOREIGN MARKETS 








Douglas Fir 


Pacific Hemlock 
Sitka Spruce 





BRANCH OFFICES: 
Portland, Oregon, U.S.A. 
Sar Francisco, California, U.S.A. 
Osaka, Japan 
Buenos Aires, Argentina 





Cable Address, all offices, FIREXCO 
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PORTLAND, OREGON 
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Among the Lumbermen’s Clubs 


Cincinnati Lumbermen's Club Holds 
Annual Meeting 


CINCINNATI, OuHI0, May 2.—The annual meet- 
ing of the Cincinnati Lumbermen’s Club was 
held here tonight at the Kenwood Golf and 
Country Club, a golf tournament preceding the 
meeting. Edwin T. Garties, Stearns Coal & 
Lumber Co., president of the organization, re- 
ported that the club had made a fwenty-five 
percent gain in membership during the past 
year, the first time in more than a decade that 
it had not lost members. James C. West, former 
president of the club, received congratulations 
on the celebration of his twenty-fifth wedding 
anniversary and Harry L. Freiberg upon com- 
pleting thirty-five years of active membership 
in the group. 


Officers and Directors 


Officers and directors elected for the ensuing 
year are: 

President—John H. Bade, National Lumber 
& Creosote Co. 

First Vice President—Amor S. Kapp, W. G. 
Galle Lumber Co. 

Second Vice President—Henry Alf, Mow- 
bray & Robinson Lumber Co, 

Treasurer—-J, Watt Graham (Re-elected). 

Secretary—Carl J. Edelmann (Re-elected). 

Directors—Edwin T. Garties; Rupert E. 
Fox; Edward Conneighton; Edwin H. Ward. 

The club’s “Lumberjacks Quartet” furnished 
entertainment during the banquet. Members of 
the quartet are Joseph Hoetker, McWilliams & 
Schulte Lumber Co.; John Luecke, Reimeyer 
Lumber Co.; E. W. DeCamp, E. W. DeCamp 
Lumber Co.; George V. Zeiger, W. P. Brown 
& Sons Lumber Co., Louisville, Ky. Speakers 
were J. J. Linehan, Perry V. Shoe, Amor S. 
Kapp, R. E. Thompson, E. M. Bonner, J. C. 
West, E. H. Ward, Lee Redmond, Charles F. 
Shiels and Harry L. Freiberg. 





Wisconsin Group Elects 


CuiprpewA Falts, Wis., May 2.—E. E. 
Crane, Crane Lumber Co., has been elected pres- 
ident of the West Wisconsin Lumbermen’s Club 
to succeed J. H. Slaughter, Central Lumber 
Co. Other officers elected at the meeting in 
April were: R. A. Symes, River Falls, vice 
president, and Harry H. Kleiner, Eau Claire, H. 
H. Kleiner Co., secretary-treasurer. Member- 
ship in the organization is comprised of lumber 
dealers in Chippewa, Eau Claire, Dun, Pierce 
and St. Croix counties and it is an affiliate of the 
Wisconsin State association. An address on the 
FHA by Harry P. McDermott, assistant admin- 
istrator for Wisconsin, featured the speakers 
program. 





Bowling Lumbermen End Year 


Boston, Mass., May 2.—The Merrimack 
Valley group of Massachusetts retailers has 
combined pleasure with business through the 
winter months with a bowling league that closed 
the season April 20 with a banquet at the Ves- 
per Country Club, near Lowell, attended by 
seventy-eight members and guests. Willis At- 
kinson of Newburyport, president of the group, 
served as master of ceremonies. Norman Ma- 
son of North Chelmsford, who is secretary of 
the Massachusetts Retail Lumbermen’s Associa- 
tion and is also secretary-treasurer of the Sliver 
(Golf) Club, presented a silver plaque to the 
winning team from the D. D. Chase Lumber Co. 
of Haverhill, and individual replicas of the 
plaque in gold and bronze to the winners and 
runners-up with top individual single string and 
three-string totals. Special guests and after- 


dinner speakers included, Harry Lewis, secre- 
tary of the Boston group; Hal Bellows, assist- 
ant secretary of the Northeastern Retail Lum- 





bermen’s Association; James Luby of Boston, its 
field representative, and Vernon Hawkins of 
Boston, who discussed building costs, urging the 
dealers to go out and show to the public the 
fact that material costs are relatively low. Eight 
teams from leading retail yards in the Merri- 
mack Valley group completed the winter bowl- 
ing schedule. 

The Pratt & Forrest Co., Lowell, had the 
high team total of 1589; Mr. Cook of the Tay- 
lor Goodwin Co., Haverhill, rolled the highest 
individual score of 135, and William Batchelder 
of William P. Proctor Co. had the high individ- 
ual three string total of 376. 





Club Discusses Co-operative Buying 
at Monthly Meeting 


Battrmore, Mp., May 3.—At monthly meet- 
ing of the Baltimore and Washington Lumber 
Sales Club, held at the Lord Baltimore Hotel 
here last evening, the topic of discussion was 
co-operative buying. Some of the members ex- 
pressed the view that this proceeding is economi- 
cally unsound because of the variations in prices 
that prevail, with one mill setting its figure 
on B&Btr flooring at $41 per 1,000 feet, while 
another charged $53. Those who deem the co- 
operative method unsound persist in the con- 
viction that time will show its fallacy. The 
problem had been taken up with various other 
associations, but did not lead to anything defi- 
nite. 

The June meeting will take the form chiefly 
of an entertainment, with ordinary business talk 
put aside. 


Twin Cities Hoo-Hoo Club Is Joint 
Host at "Welcome" Party 


MINNEAPOLIS, MInN., May 2.—The Twin 
Cities Hoo-Hoo Club, co-operating with the 
Minneapolis Civic & Commerce Association, 
was hosts April 29 at the Hotel Radisson to 
members of the Minneapolis Millers baseball 
team of the American Association. Mike 
Kelley, president of the club, was the chief 
speaker at the “homecoming party,” the occa- 
sion being a welcome to the team on its return 
from its first road trip. Sports writers of the 
Minneapolis papers, H. J. Miller, president of 
the Civic & Commerce association, Frank Mc- 
Cormick, athletic director at the University of 
Minnesota and other civic leaders and athletic 
luminaries were among the guests. 








Date Golf Tourney for June 2 


Lonpon, Ont., May 2.—On June 2 a lum- 
bermen’s golf tournament will be held at the 
Sunningdale Golf Club, London. The London 
lumbermen will be the hosts. Many valuable 
prizes will be offered, and a banquet will con- 
clude the event. 





Protest Non-use of Lumber in Tech 
School at Memphis 


Mempuis, TENN., May 2.—Plans to construct 
the new William R. Moore School of Technol- 
ogy here without using a foot of lumber were 
sharply protested at a meeting of the Memphis 
Lumbermen’s Club at the Peabody Hotel, 
April 21. 

The lumbermen held that it was inconceivable 
that a school of technology, in which the uses 
of lumber would be taught, and financed by 
funds accumulated in a lumbering region, would 
be built without the use of hardwoods. 

No large purchasing of hardwoods by Brit- 
ish interests until July or August was predicted 
at the meeting by John Withers, London lum- 
ber broker. He said that lumber dealers abroad 
had accumulated large stocks last year when it 
appeared that prices would rise and later when 
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announcement was made that ocean freight rates 
would be increased on Jan. 1, 1938. 

Opposition to a federal wage and hour act 
was voted by the club. Elected to membership 
were, J. H. Whaley and Stanley Horn, of the 
Southern Lumberman, Nashville, and Calvin E. 
Miller, statistician of Southern Hardwood Pro- 
ducers (Inc.). 

The club’s annual golf tournament and final 
spring meeting is scheduled for May 19 at the 
Colonial Country Club. 


Hoo-Hoo Club Holds Final Session 
of "Woods" School 


BALTIMORE, Mp., May 2.—The final meeting 
of the “school” for lumbermen conducted under 
the auspices of the Hoo-Hoo Club No. 99, 
of Washington, at the Continental Hotel, took 
place on the evening of April 27, when forty 
“students” presented themselves for examination. 
This consisted of giving answers to questions as 
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to what they had learned in the past five months, 
and included also identification of the different 
woods from small specimens, ability to recognize 
grain and other properties being one of the im- 
portant divisions of the course. The candidates 
competed for four prizes, one of $25, another of 
$15 and a third of $10 being for general excel- 
lence in the examinations, while a fourth, of $10, 
was for recognition of species. Awarding of 
the prizes will take place on the evening of 
May 6, when a dinner will be given in celebra- 
tion of the closing of the school. 


Adds Ship for California Run 


ABERDEEN, WasH., April 30.—Indication of 
an anticipated improvement in the coastwise 
lumber trade is seen here in the announcement 
of Schafer Bros., Grays Harbor lumber opera- 
tors, who do an extensive California waterborne 
business, that they have chartered a fourth 
vessel for the Oregon-California run. 
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Dedication of Hardtner Mem- 
orial Is Postponed 


Urania, La., May 2.—The dedication of the 
Henry Hardtner Memorial, which was to have 
been held at Memorial Park, here, on April 29, 
was postponed because of the serious illness 
of Prof. H. H. Chapman, of the Yale Forestry 
School, who was to have made the presentation 
address, on behalf of the Society of American 
Foresters; which sponsored and erected the 
memorial in recognition of the great service to 
practical forestry and conservation rendered by 
the late Henry Hardtner. According to the 
program planned, the memorial was to have 
been accepted by Q. T. Hardtner, president of 
the Urania Lumber Co., and the tablet was to 
have been unveiled by the two grandsons of 
the late Henry Hardtner. Date for the post- 
poned dedication has not yet been announced. 


House Insulation From Redwood Bark 


Seven years ago The Pacific Lumber Co., 
San Francisco, Calif., discovered an answer to 
the vexing problem of what to do with redwood 
bark, hitherto a waste by-product in the manu- 
facture of redwood lumber. The bark, capable of 
resisting rot and fire to such extent that it offers 
enough protection to redwood trees to allow 
them to become the largest living plants on 
earth, accumulated in enormous heaps and be- 
came a nuisance because it resisted nature’s 
destructive forces. Finally, The Pacific Lum- 
ber Co. began to make tests of the thermal 
efficiency of the waste material, with the idea 
that it might be adapted for use as insulation. 
Exhaustive tests confirmed the idea, and atten- 
tion was directed to the development of a 
processing method by means of which the ma- 
terial could be refined and converted into a 
uniform product. A bark peeling plant was 
set up, and machinery was added to remove 
lumps and dust and produce a light, fleecy 
resilient wool. In the years that followed, the 
new material, called Palco Wool, won accept- 
ance among refrigeration engineers, and has 
been applied successfully in many large packing 
plants as well as in various kinds of cold 
storage buildings. 


CONVENIENTLY STORED; QUICKLY 
INSTALLED 


Because of the ease and consequent speed 
with which Palco Wool can be installed as a 
fill-type of thermal insulation, the manufacturer 
decided some time ago to pack the material in 
convenient form for storage in lumber yards 
and for efficient handling on residence construc- 
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Palco Wool Is Packed Between Studs as Sheathing 
and Paper Are Applied 


tion, and to project it with a proved record 
as a satisfactory insulator for homes and other 
structures outside of the cold storage field. The 
standard unit is a bale about two feet square 
and 26 inches long in which the material is 
compressed to about three times its normal 
density of five pounds per cubic foot. A bale 
weighs approximately 100 pounds. Properly in- 
stalled, 100 pounds of Palco Wool will cover 


100 square feet to four-inch thickness. One 
man can place from 100 to 125 pounds an hour 
in walls, and 125 to 150 pounds an hour in 
ceilings. 


ITS RESILIENCE HOLDS IT IN PLACE 


In accordance with present accepted standard 
practice in the installation of insulation, it is 
recommended that moisture-proof paper be 
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16-page Insulation Manual With Charts and Illus- 
trations Dealing With Palco Wool for Homes 


placed on the warm side to eliminate condensa- 
tion or minimize it to a negligible extent. Be- 
fore opening the bales they should be placed as 
near the application area as possible. After 
cutting the baling wires, the material should 
be loosened by fluffing it with a rake or fork. 
Material is packed by hand in walls and ceil- 
ings. It can be installed in walls before lathing, 
or as lathing progresses, resilience of the fibers 
holding the material in place. 


HAS MANY DESIRABLE 
CHARACTERISTICS 


Thermal conductivity of the material in 
B.T.U.’s per inch of thickness, per square foot, 
per degree temperature difference on either side 
of the material, is 0.255. (K=— 0.255.) The 
material is durable and odorless. It repels 
moisture, absorbing no perceptible amount of 
moisture from the air, and is distasteful to 
both rodents and insects. Being a fill-type of 
insulation, Palco Wool plugs the spaces between 
joists and studs in ceilings and walls, and acts 
as a fire-stop. The material is untreated in 
any way, and depends on its own natural 


properties for its efficiency. A recent 1000- 
hour shaking test showed no settlement what- 
ever. Thermal efficiency tests for determination 
of the K factor were made by Professor J. C. 
Peebles, Armour Institute of Technology, Chi- 
cago, Ill. At the conclusion of a smolder test 
made on a Westinghouse electric water heater, 
during which the inner tank was heated to a 
temperature in excess of 1500 degrees, Fahren- 
heit, no flame was present, and the Palco Wool 
next to the outer shell was unaffected in any 
way. 


INSTALLATION PHOTOGRAPHS HELP 
RETAILER 


Numerous installations have already been 
made in residences, both new and old, situated 
in all parts of the country, and representing 
every climatic condition encountered in the 
United States. Photographs of a number of 
these homes, with testimonials of satisfaction 
from the occupants, have been grouped in a 
folder recently published by the manufacturer. 

“The Pacific Lumber Co.,” said Edric E. 
Brown, manager of the Bark Products Division, 
“has embarked on an intensive advertising pro- 
gram to back up dealers in their promotional 
efforts to build sales of Palco Wool. Current 
advertisements are running in sectional farm 
papers, home and garden magazines and news- 
papers wherever distribution is sufficient to war- 
rant. 

“To aid lumber dealers in their sales efforts, 
a very complete 16-page insulation manual with 





Fluffed to Proper Density, Palco Wool Is Easily 
Installed Between Ceiling Joists 


illustrations and charts, showing why, where 
and how to install Palco Wool, has just been 
published. Small folders for dealers’ mailing, 
as well as samples in neat packages, and numer- 
ous other dealer helps, are also available. In 
addition, a new cold storage manual showing 
the adaptability of the material for commercial 
use has just been prepared.” 
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LUMBER THAT BRINGS 
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The Zimmerman green square trade- 
mark on timbers and dimension is the 
Bentley mark of approval. It means 
superior quality lumber—bright, dry, 
well-manufactured stock, made from the 
very best of our Virgin Long Leaf logs. 
Handling this better-value Long Leaf 
means better business and more profit 
for you. Be sure to recommend it for 


all jobs where there is need for strong 
and durable construction. We also sell 
Lignasan-treated lumber. Let us quote 
or fill an order for you. 
our prompt service. 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


May 10-11—National Retail Lumber Dealers’ Asso- 
ciation and National Lumber Manufacturers’ 
Association, Raleigh Hotel, Washington, D. C. 
National Retail holds annual jointly with man- 
ufacturers to discuss plans for Small Homes 
Campaign. 


May 14-22—National House and Garden Exposi- 
tion, Coliseum, Chicago. Annual home show. 


May 18—Southern Cypress Manufacturers’ Associa- 
tion, Hotel Mayflower, Jacksonville, Fla. An- 
nual, 

May 18-19—Mississippi Retail Lumber Dealers’ As- 
oN Robert E. Lee Hotel, Jackson, Miss. 

nnual, 


May 19-20—Kansas Lumbermen’s Association, Ma- 
sonic Temple, Salina, Kan. Annual. 


May 25-26—National-American Wholesale Lumber 


a ee Ambassador Hotel, Atlantic City, 


Annual. 
June 9-10—National Association of Commission 
Lumber Salesmen. Netherlands-Plaza Hotel. 


Cincinnati, Ohio. Annual. 

June 6-11—American Retail Coal Association, Hotel 
Sherman, Chicago. Annual. 

June 9-10—Forest Products Sales Congress, Cin- 
cinnati, Ohio. Annual. 

Sept. 22-23—National Hardwood Lumber Associa- 
tion, Congress Hotel, Chicago. Annual. 

Oct, 10-14—National Safety Council, Stevens Hotel, 


Chicago. Silver Jubilee Safety Congress and 
Exposition. 





Program Announced as Kansas 
Convention Nears 


SALINA, Kan., May 2.—A well rounded pro- 
gram of timely topics is ready for the hundreds 
of lumbermen who will attend the annual con- 
vention of the Kansas Lumbermen’s Association 
here May 19 and 20. The most extensive array 
of exhibits in the association’s history has been 
booked. 

On the opening day’s program are G. D. 
Tubbs, of Norton, Kan., who will speak on 
“Am I My Brother’s Keeper?” and Mrs. 
Beatrice Chesbrough, of Omaha, will tell lum- 
bermen how Hulda and Ole built a model house. 

Additional details on the Housing Act will 
be given by Hugh Askew, zone co-ordinator of 
the FHA. “Keeping Posted for Profits” will 
be the subject of R. R. Cunningham’s talk. 
Concluding Thursday’s program will be a pic- 
ture of steel in the making, sponsored by the 
Milcor Steel Co. 

Friday morning will be devoted to three pre- 
pared speeches. Arch N. Booth, of Wichita, 
will talk on “The Streamlined Salesman,” G. 
D. Andrews, of the Insulation Board Institute, 
Chicage, will speak on “A Balloon, the Devil 
and a Drop,” and “Two Fisted Home Building 
Activity” will be discussed by Luman F. Col- 
lins, of Abilene. 

The afternoon will be devoted to a discus- 
sion of dealer problems, at which J. A. Scroggs, 
of Kansas City, will preside. 





Buffalo Exchange Members Hear 
Talk on FHA Housing 


Burrao, N. Y., May 2.—The Buffalo Lum- 
ber Exchange joined with members of the 
Chamber of Commerce on April 29 in listen- 
ing to an address by Dr. Ernest M. Fisher, di- 
rector of the division of economics and statis- 
tics of the Federal Housing Administration, at 
a luncheon at Hotel Statler. Maurice W. Howe, 
chairman of the Chamber’s housing committee, 
presided. 

Dr. Fisher said that “the whole development 
of housing has been largely unreal,” and he 
advocated more building for the $2,500 annual 
income class. He said that the “unreal” atti- 
ture is the viewpoint of the “dreamer or ideal- 
ist who believes that every family should be 
housed in a mansion, including all the latest 
streamlined gadgets.” 

He observed that in private enterprise lies 


the solution to the American housing problem, 
but that progress will come slowly and gradu- 
ally. He cited the success of the Colonial vil- 
lage near Washington, a rental project insured 
by the FHA and said there has never been a 
weekly vacancy in that project since it was 
built in the Fall of 1935, and today there is 
a long list of would-be occupants. The rents 
per room average $13 and $14 a month and the 
average monthly rent is $45. 





Date Is Announced for Annual of 
Southern Cypress Manufacturers 


JACKSONVILLE, FLA., May 2.—Announcement 
is made by T. M. True, secretary Southern 
Cypress Manufacturers’ Association, from 
headquarters in this city, that the thirty-third 
annual meeting of that organization will be 
held in the Hotel Mayflower, here, Wednesday, 
May 18, beginning at 10 a.m. There will be 
election of officers and directors for the coming 
year, and other matters of importance to the 
cypress industry will be considered. 

The morning session will be devoted to busi- 
ness matters, including changes in the consti- 
tution and by-laws, while the afternoon session 
at 2 p. m. will feature an address by ex-Gov- 
ernor A. O. Eberhart, former governor of 
Minnesota, now on the staff of the division of 
education, Federal UHousing Administration, 
Washington, D. C. Retail lumber dealers are 
invited to attend this meeting. 





Year-Book and Annual Meeting of 
National Commission Lumber 


Salesmen 

The National Association of Commission 
Lumber Salesmen has just issued its year-book, 
in which the membership roster has been 
brought up to date. Perusal of this year-book 
indicates the distribution of membership 
throughout the consuming territories of the 
United States. Manufacturers seeking a de- 
pendable outlet for their products have come 
to rely upon the membership for distribution 
through ethical channels. 

Reports to Secretary-Manager M. P. 
Klumph, Cleveland, Ohio, indicate that a 
greater number of reliable producers are seek- 
ing contacts with the membership as their ac- 
credited sales representative than at any time 
in the past. 

Manufacturers from the Pacific to the Atlan- 
tic, as well as southern and northern, including 
the Canadian group, have been invited to send 
representatives to the fourth annual National 
Forest Products Sales Congress, sponsored by 
National Association of Commission Lumber 
Salesmen, which will be held in Cincinnati, 
Ohio, June 10, following the annual of the 
National membership on the preceding day. In 
the past manufacturers have found these gath- 
erings profitable, for meeting and conferring 
with their representatives. 

These sessions will be held in the Nether- 
lands-Plaza Hotel, June 9 and 10, under direc- 
tion of General Chairman Joe Rogers, Cin- 
cinnati. 


98 Foresters at Two-Day Meet 


Mapison, Wis., May 2.—Ninety-eight men, 
including representatives of the Wisconsin con- 
servation commission, federal forestry station, 
and the lumber industry attended the Wiscon- 
sin section, Society of American Foresters, 
meeting here late in April. 

Russell N. Cunningham, St. Paul, represent- 
ing the Lakes States Forest Experiment station, 
declared if four things are done in the near 
future Wisconsin’s pulp and paper industry 
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should be able to meet the challenge of: the 
South. While readjusting its production to ex- 
isting supplies of raw materials, he said, the 
industry should take steps to reforest denuded 
areas near the pulpwood centers, encourage 
growth of pulpwood on farm woodlands, and 
abolish destructive logging practices. 

Also appearing on the program was Leonard 
Parkinson, Flambeau Paper Co., Park Falls, 
Wis., who said that consumption of wood in the 
United States now totals 13,000,000 cords an- 
nually, about half of which comes from the 
States and half from abroad. With the possi- 
bility of new wood products developing, the 
consumption will increase to 25,000,000 cords 
annually, he predicted. 

Others appearing during the two-day meeting 
were, C. L. Cecil, Duluth, president and general 
manager, Northern Pulpwood & Timber Co.; 
ay Chiuminatto, Hoberg Paper Co., Green 
Bay, Wis.; H. Basil Wales, Milwaukee, assist- 
ant district forester; Capt. C. P. Winslow, di- 
rector of the Forest Products Laboratory; Earl 
W. Tinker, U. S. Forest Service. 





Annual Meeting of Northern Pine 
Manufacturers Is Held 


MINNEAPOLIS, MINN., May 2.—At the an- 
nual meeting of the Northern Pine Manufac- 
turers Association, held in the Lumber Ex- 
change building here on April 30, James A. 
Mathieu of Rainy Lake, 
Ontario, was elected 
president for the ensu- 
ing year, 

L. G Carpenter, 
Minneapolis, was named 
vice president, and W. 





JAMES A. MATHIEU, 
Rainy Lake, Ont.; 
Elected President 





A. Ellinger, Minne- 
apolis, was re-elected 
secretary and treasurer. 
New directors are J. N. 
Winton and Guy F. Mc- 
Donald, of Minneapolis, 
and Sherman L. Coy, of 
Cloquet. 

Discussion of the establishment of a perma- 
nent system of forest management in the north- 
ern States occupied much of the session. It 
was pointed out that most northern mills now 
are voluntarily practicing the principles of 
forest conservation. 








Directors of Ontario Dealers Discuss 
Trade Topics 


Toronto, Ont., May 2.—The directors of the 
Ontario Retail Lumber Dealers Association held 
a meeting on April 22. Part of the day was de- 
voted to a conference with V. C. Nauman, as- 
sistant deputy commissioner of excise, for dis- 
cussing proposed new regulations governing the 
collection of sales tax on lumber. Representa- 
tives of the Wholesale Lumber Dealers Asso- 
ciation took part. The issue related to a pro- 
posal to extend the requirement of operating 
with a sales tax license, so as to include many 
dealers who are at present operating without a 
license. The plan for doing this is contained 
in a new regulation, requiring all dealers mar- 
keting lumber in towns or cities of 3000 popula- 
tion or over, to take out a sales tax license, and 
such other dealers in smaller communities as 
the department may require. 

Another proposal in the draft of the new reg- 
ulations would deal with sales in quantities of 
10,000 feet or over, so that the tax would be 
collected on the f. o. b. mill price, instead of 
one-half of the dealer’s resale price. 

The recent distribution throughout Canada of 
a pamphlet entitled “Fire Retardant Roofing,” 
written by Percy Bugbee, assistant managing 
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director of the National Fire Protection Asso- 
ciation, was the subject of discussion. The Lum- 
ber and Timber Association of Ontario, with 
the assistance of the Red Cedar Shingle Bu- 
reau, is preparing a refutation of this pamphlet. 

A recent circular from the Ontario Liquor 
Control Board, seriously restricting the use of 
wood and wood fibre board in the construction 
of hotels, was discussed by the directors, and 
was left in the hands of the Lumber and Tim- 
ber Association of Ontario, and the White Pine 
Bureau, for action. 





Resolution Lauds Association's First 
President 


SEATTLE, WasH., April 30.—At the meeting 
of the trustees of the West Coast Lumbermen’s 
Association on April 22, the following resolu- 
tion was passed to express the sympathy of the 
industry over the death of Major Everett G. 
Griggs, who for many years was an officer and 
trustee of the association. 

The trustees of the West Coast Lumber- 
men’s Association, meeting on April 22, 1938, 
wish to express their profound grief in the 
passing of Major Everett G. Griggs, and their 
respect and affection for Major Griggs as a 
fellow lumberman and associate for many 
years in the cooperative work of the in- 
dustry. 

No lumberman of the Pacific Northwest has 
had a more intimate or loyal part in all 
undertakings for the betterment of condi- 
tions in the industry and the benefit of its 
labor than Major Griggs. He was actively 
identified with lumber associations for over 
thirty years, beginning as president of the 
Pacific Coast Lumber Manufacturers Asso- 
ciation in 1903. He was first president of the 
West Coast Association, in 1912, and fourth 
president of the National Lumber Manufac- 
turers Association, from 1911 to 1913. 

His business life was a wonderful example 
of untiring effort to unify the industry and 
to curb destructive tendencies within it. It 
is symbolic of his career and vision that 
Major Griggs was one of the earliest leaders 
in Northwestern forest conservation and one 
of the first forest owners to institute timber 
cropping on his own lands. 

The trustees of the West Coast Lumber- 
men’s Association, long associated with Major 
Griggs, simply record the universal regard 
for him among lumbermen. An industrial 
leader and staunch friend is gone; but the 
industry will long carry the impress of his 
interest and his example. 





Wooden Box Division to Meet 


San Francisco, CAir., May 2.—The second 
tri-annual meeting of the Pacific division, Na- 
tional Wooden Box Association, is scheduled 
to be held in the Clift Hotel, this city, Thurs- 
day and Friday, May 19 and 20, according to 
announcement by G. Carlberg, Jr., secretary. 





Pacific Coast to East Coast 


South America Line Essential 


San Francisco, Caurtr., May 1.—The essenti- 
ality of the shipping route from the Pacific 
Coast to the east coast of South America has 
been determined by the United States Maritime 
Commission, according to advices received re- 
cently from Washington. The Commission 
stated it would immediately confer with the Pa- 
cific Argentine Brazil Line (McCormick Steam- 
ship Co.) for the continuation of its service on 
this route. This conclusion was based on find- 
ings made by the Maritime Commission repre- 
sentatives at hearings in Pacific Coast cities 
during January and February. Negotiations be- 
tween the Pacific Argentine Brazil Line and the 
Maritime Commission for a long-term subsidy 
contract have been carried forward for several 
months, and should now reach a definite con- 
clusion in the next several days. “We are very 
pleased to have this route declared essential,” 
stated Charles L. Wheeler, executive vice presi- 
dent of the company. “It has been under our op- 
eration since 1926. Continuation of the service 
will involve construction of five or six 9000-ton 
ships.” 
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Let this name 
guide you to 
Dependable 
Lumber -- 


SABINE 





Shortleaf 





Many a dealer is building good 
business on this Sabine Shortleaf 
Southern Pine. It is super-quality 
stock, scientifically seasoned, expert- 
ly manufactured in the modern way. 
A fast mover and good profit-payer, 
its satisfying quality wins more 
trade for the dealer. Complete 
stocks of all staple lumber products. 
Prompt shipments in Straight or 
Mixed Cars. Let us fill an order for 
you. Write today. 


SABINE LUMBER CO. 


SALES OFFICE: 
Arcade Bidg., ST. LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 
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KANSAS CITY, MO. 


GED orrn t z72 


COLOR 
TEXTURE 
PC QUALITY 


Flo 080K 





KILN DRIED e GRADE-MARKED 


NORTH CAROLINA PINE 


Railroad Material a Specialty 
Car Lining and Decking 


LAND & LUMBER CO. 
BURRUSS “vxcuours. vA. 
PLANING MILLS: Blackstone, Va., Dilwyn, 
Va., Brookneal, Va., Roxboro, N, Cc. 














Eastman - Gardiner 


HARDWOOD Co. 


Laurel, Mississippi 


Manufacturers 


Poplar, Gum, Oak 


Rough and Dressed 
Air-Dried and Kiln Dried 


Inquiries and orders will receive 
prompt attention 
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" ut . ciation. The officers are: President, George T. 

Stall rth Ch i] Log Roleo Planned for Au Springer, Minneapolis; vice president, Nicholas b te 
wo = appe +——M Expert Birlers J. Niks, Munising; secretary-treasurer, R. C. 

L ber C ous any =P Pryal, Escanaba; tournament manager, J. R oes 

umber Company, Beatrice, Ala. to Compete Andrews, Escanaba; head referee, Charles M. = 
Sheridan, Washburn, Wis.; and publicity direc- 

WHOLESALE LUMBER Escanasa, Micu., May 2.—Organization of tor, Wm. J. Duchaine, Let tien oll , a 

Mixed cars of 2x4” to 12”—8 to 20’ the Escanaba Roleo Association, which will The following were named on the board of al 

and 1x4” to 12”—Random lengths No. 2 have charge of plans for the world’s champion- directors: Joe Connor, Cloquet, Minn.; Wilbur l 

Common & Better Air Dried Yellow Pine ship log rolling tournament to be held in Escan- Marx, Eau Claire, Wis.; William F. Girard, nv 
our specialty. Write for price. aba Aug. 12 to 14, has been announced here. Gladstone; Joseph Stauber, Marinette, Wis.; 
In addition to making arrangements for the Walter Swanson, Quilcene, Wash.; Harold 
Roleo, the association also will interest itself Fischer, Stillwater, Minn.; Carl J. Sawyer, 

“a in promoting public interest in the old-time Escanaba; A. L. Ford, Chicago; Stewart H. C 

SCRIBNER’S LUMBER & LOG BOOK lumberjacks’ sport. Efforts will be made to Holbrook, Portland, Ore.; and Stewart Edward trim 
foster the greater use of birling exhibitions as White, Burlingame, Calif. 

Indispensable for lumber merchants, sawmill men, ete. 190 pong x 8 at + pec carnivals, ery ar fnis 

pages, vest pocket size, giving es on scantling and pla ants, fairs, and amusement parks, and also to sl : 

jogs reduced to inch measure by Doyle's Rule. tog tally eal interest the younger generation in taking up the Switching Allowances to Indus- -_ 

em, and other valuable information, Over 2,500,000 = cnort, ‘ ; s pa 

res ae ‘ 5Oc - year, 26 birlers from Michigan, heieey tries Ordered Discontinued oat 
- E. » Publisher sin, Minnesota, and Washington participated in : 

195 Platt St., Rochester, N. Y* postpain — the championship contest, held in Escanaba, and e ~ iy ie oe > eee . Pi _ 
this year an effort will be made to secure witching cars in their own yards, must be dis- char 
entries from Maine, Nova Scotia, Quebec, On- Continued, according to a decision handed down Mo 
tario, Idaho, Oregon and British Columbia. : 8 * : 

! : ; by the U. S. Supreme Court upholding an For 
LEMIEUX BROS. 9 INC, woe a, Patty egg oe oo order *. that effect from the Interstate Com- — 
innesota forestry student, won the worlds merce Commission. The decision was with- 0. 
FORESTERS — TIMBER ESTIMATORS championship at the Escanaba_Roleo last Au- yt dissent. Rates paid range from 88 cents E 
APPRAISERS --- CIVIL ENGINEERS gust, defeating Wilbur Marx, Eau Claire, Wis., to $1.20 a loaded car. The order initially came W. 
410-11 Maritime Bldg. NEW ORLEANS, LA. who had held the birling title for 10 years. from the Interstate Commerce Commission, and and 
J . Laura , Marchand, Cloquet, Minn., won the an injunction was sought by industries in the Clas 
women’s title in the first world championship Federal court in New Orleans. The industries cent 
tournament held for members of her sex. asserted that for the allowance they performed lon 
Enthusiastic birling enthusiasts will serve in an actual service that the carriers would have war 
official positions in the Escanaba Roleo asso- to perform, and that the Commission’s order Cro 
seve 
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Our new flooring plant is equipped 
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and superior quality of WELLS Flooring. larg 
Try a car now at low prices. The 
buc 
° ° or 
LUMBER COMPANY the: 
MENOMINEE MICHIGAN. plat 
log: 
Ma 
z eve! 
SUPERIOR BRAND cn 
MFMA con 
atic 
MAPLE FLOORING and 
Fr will 
Michigan Hard Maple stes 
BROWN DIMENSION CO 5 
. & § 

MANISTIQUE, MICHIGAN 
=a 

YOUR 
REQUIREMENTS FOR of { 
3” ” a” the 
4 / 4 6 / 4 8 / 4 Th 
ONE,COMMON AND § Ohio retail lumbermen as part of a winter tour that took them to Cuba and many aa 
SETTER NORTHERN points in the Sunny South, visited cypress producing territory. One of the high spots res 
HARD MAPLE ] of the trip was the inspection of the cypress swamp and mill operations of the Putnam an 
CAN BE PROMPTLY FILLED Lumber Co., of Shamrock, Fla., and the royal entertainment provided for them at that o 
17 FROM OUR LARGE WELL § company's unique Putnam Lodge—story of which appeared in the AMERICAN LUM- Lun 
AIR DRIED STOCKS § BERMAN of April 9. The photograph above shows the party of retailers while on an ma. 
VON PLATEN - FOX COMPANY | inspection trip to the Putnam yards, where are stored II million feet of southern pine and the 
IRON MOUNTAIN, MICHIGAN 56 million feet of cypress. The towering stacks on either side of the alley form an im- = 
pressive background, and the picture will serve as a memento of a highly enjoyable visit Pa, 














dy 
or 


m 
un 
n- 
h- 
its 
ne 
nd 
he 


es 
ed 
ve 
er 





iny 
ots 


iat 


sit 








May 7, 1988 


was an unwarranted abrogation of contracts. A 
three judge tribunai upheld this contention, to 
be over-ruled by the high court. Industries in- 
volved in the proceedings, among others, in- 
cluded the Great Southern Lumber Co., Boga- 
lusa, La.; Celotex Co., Marrero, La.; Bogalusa 
Paper Co., Bogalusa, La. 





Invents Combination End-Trim- 
mer, Grade Marker and 
End Dipper 


Crarks, La., May 3.—Into a combination end- 
trimming, grade-marking machine in the Louisi- 
ana Central Lumber Co.’s pine plant at Clarks, 
finished lumber from the planing mill is fed, 
and end trimming, stamping of grade-mark and 
paraffine-dipping of ends are automatically ac- 
complished. H. O. Cooksey, Sr., of Clarks, who 
has served as chief clerk, as outside superinten- 
dent, and is now general superintendent, designed 
the machine. He was formerly with the Ex- 
change Sawmills Sales Co., of Kansas City, 
Mo., in Oakdale, where it formerly operated the 
Forest Lumber Co., and in Clarks, where it 
now operates the Louisiana Central Lumber 


0. 

Early in April, Earl T. McGowan, president 
W. T. Smith Lumber Co., of Chapman, Ala., 
and a party of lumbermen made a trip to 
Clarks to observe this machine in operation. Re- 
cently representatives from the Brooks-Scan- 
lon Corp., of Foley, Fla., from the Wood- 
ward-Walker Lumber Co., Taylor, La., from the 
Crosby Lumber Co., Crosby, Miss., and from 
several other mills in Louisiana, Texas and 
Arkansas, have visited the local plant in order 
to secure information. 





Corporation Chanaes Name 


Announcement is made by The Barber Com- 
pany (Inc.), manufacturer of roofing products, 
1600 Arch St., Philadelphia, Penna., that at 
the annual meeting of stockholders held on 
April 27, approval was given to change the 
name of the corporation to the Barber Asphalt 
Corporation. 


Closing Big Coast Mill 


Etma, WasHu., May 2.—The Mumby Lumber 
& Shingle Co. operation at Malone, one of the 
largest on Grays Harbor, is to be abandoned. 
The company already has withdrawn fallers and 
buckers from the territory between Malone and 
Bordeaux, and will end its logging operations 
there as soon as the down timber has been 
moved away. Operations at the big sawmill 
plant at Malone are scheduled to end when the 
logs are cut. The shingle mill and planers at 
Malone may run for an indefinite time, but 
eventually are to be shut down along with the 
camps and the sawmill. The operators attribute 
their action to uncertain log and lumber market 
conditions. The firm will continue its big oper- 
ations at Bordeaux, where it has a large sawmill 
and logging show. Closing of the Malone works 
will end a logging and sawmill activity that 
started at Malone in 1905 under management of 
the Vance Lumber Co. The Mumby Lumber 
& Shingle Co. took over the operation in 1924. 


California Pine Mill Starts 
Under New Manager 


SPANISH Ranc#, Catir., Mav 2.—The plant 
of the Meadow Valley Lumber Co., here, started 
the season’s operations on Monday, April 25. 
The operations opened this year under direc- 
tion of Sam S. Crowley, general manager, who 
succeeds B. W. Adams, Mr. Adams having 
resigned in January. Mr. Crowley has had 
an extended experience in lumber operations in 
the California pine district. He was at one 
time logging superintendent for the Hutchinson 
Lumber Co., of Oroville, and later was resident 
manager of the Yosemite at Merced Falls for 
the Sugar Pine Lumber Co., of Pinedale. He 
has operated other plants in the Feather River 
district, and was for a few years located in the 
Pacific Northwest. The Meadow Valley Lum- 
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DOWICIDE-DIPPED LUMBER 





DOWICIDE is the ONLY anti-stain chemical that is fully 
effective against BOTH mold and sap stain! DOWICIDE 
preserves the natural grain and color of the wood. 


By specifying Dowicide-treated lumber you save money 
because you don’t have to cull out discolored boards, 


and everyone along the line—contractors, 
carpenters and home builders— 


are better satisfied. 













Manufactured by the 
DOW CHEMICAL CO., Midland. 
Mich. Distributed and Serviced by 


A‘D. CHAPMAN & CO., Inc. 


NEW ORLEANS, LA. 


CHICAGO, ILL. 





ber Co’s plant was formerly owned by the 
Spanish Peak Lumber Co., and was purchased 
a few years ago by Will M. Morrish and asso- 
ciates. Mr. Morrish is president of the com- 


pany. 


Natural Beauty of Woods Seen 
in Furniture at Midseason 


Market 


There is widespread interest in the midseason 
spring national home furnishings market, May 
2-7, at the American Furniture Mart, Chicago. 
At these midseason showings is determined, to 
a large extent, the future trends of the industry 
for the next quarter period. These markets 
often establish business direction, price, style, 





merchandising and advertising trends, and 
throw new light on what may be coming in 
the approaching months. : F 

A preview of what buyers will see in the way 
of woods and finishes is of interest to the lum- 
ber industry. The natural beauty of native and 
tropical woods, which have come from behind 
their disguise of paint and varnish during the 
past year, will continue to be stressed on new 
pieces with the rich golden color of the natural 
woods competing with the bleached finishes that 
have forged ahead during the past couple of 
years. Knotty pine, acacia, cherry, birds-eye 
maple, aspen, satinwood and other light-colored 
familiar but less common woods will share 
honors with mahogany, walnut, birch and oak. 
There will continue to be a considerable quan- 
tity of furniture shown made of prima vera, 
avodire, paldao, and orientalwood. 
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Lumber Dealers 
earn good profits on 





Get your full share of this good 
well-paying Roofer business. Be 
ready with Southern Yellow Pine 
Roofers—standard size boards 
made especially for use as roof 
boards, sheathing, sub-flooring, 
cement form work, etc. 


Keep your eye on the farm mar- 
ket for Roofers—for homes, 
barns and other farm buildings. 


Roofers may be ordered dipped 
to prevent stain—air or kiln 
dried. Many of these mills can 
also supply other popular lum- 
ber items. Roofers are sup- 
plied S4S, S2S&CM or Shiplap 
in 3%,” or 25/32” on special 
order. 


Roofers supplied by these lead- 
ing producers are dependable 
in every way—and you can 
order them through your whole- 


saler: 


Jeffreys-McElrath Mfg. Co. 


Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc. 


Mfrs. Pine Lumber -- Roofers a Specialty 
Acworth, Ga. 


Tolleson Lumber Co. 


Roofers and Kiln-Dried Finish 
Perry, Ga. 


Leon Clancy Company 


Careful manufacture and prompt shipments 














Moultrie, Ga. 
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Florida Town ''Crossroads" for 
Lumber Industry 


Fotey, Fia., May 2.—The April issue of 
Brooks-Scanlon News, issued by the Brooks- 
Scanlon Corp., Foley, contains, with its usual 
long list of visitors at the office and plant, sev- 
eral “personality” items among which is one 
dealing with the visit on the same day of C. E. 
and Arthur Lamb of H. F. & A. J. Dawley, 
(Inc.), of Norwich, Conn., and A. L. Ford, 
managing editor of the AMERICAN LUMBERMAN. 
The accompanying picture illustrated the article. 

C. E. Lamb, returning from California, met 
his son Arthur at Foley by pre-arranged sched- 
ule. The article is concluded with the follow- 
ing : 

“A. L. Ford, managing editor of the AMERI- 
CAN LUMBERMAN happened to be in Foley at the 





Left to right—A. L. Ford, C. E. Lamb and 
Arthur Lamb 


same time and we were glad to be able to 
photograph the gentleman with Mr. Lamb and 
his son. The AMERICAN LUMBERMAN is one of 
the oldest lumber trade journals in America and 
does a swell job in keeping the news of the 
industry before the manufacturers, wholesalers, 
retailers and associated industries.” 


Capitalized at 25 Million for 


Sawmill Operation 


Vancouver, B. C., May 2.—Operations of 
sawmills in the vicinity of Invermere, B. C., 
will be the major activity of the Columbia Con- 
tracting Co. (Ltd.), recently incorporated in 
British Columbia and capitalized to the extent 
of $25,000,000, with head office at Canal Flat 
and an operating office at Invermere, B. C. 

Organizer of the new company is P. A. 
McGrath, one of East Kootenay’s best known 
pioneer lumbermen. Mr. McGrath first came 
to B. C. in 1903, when he joined the staff of 
Archie Leitch’s East Kootenay Lumber Co. 
Later he was associated with the C. P. R. Tie 
and Timber Branch at Bull River and Yahk 
for a good many years. In, 1927 he began 
private contracting at Ryan, and a litttle later 
started tie mills in the Windermere Valley 
where he is still operating. 

Outside of lumbering, “Pat,” as he is gen- 
erally known, has a good many other activities, 
and has lent a generous hand to mining de- 
velopment in this district. Chief among his 
interests are the Kootenay Selkirk Mines and 
the Kimberley Goldfields Syndicate. 

Arnold McGrath, whose headquarters are 
now in Cranbrook, is one of the directors of 
the company. 








Texas Forest Industries Are 
Subject of Report 


AustIn, TEx., May 3.—The forest commit- 
tee of the State Planning Board has completed 
a survey of the forest products industry of 
Texas. In a report the committee said that 
approximately one-fifth of the 264,000 square 
miles comprising this State is covered by forest 
growth. 

“TIndustrially lumbering has been of prime 
importance to Texas since its beginning in the 
late ’50s,” the report said. “Except for three 
food-producing industries—flour and grist mill 
products, cottonseed products and meat packing 
—lumbering led the State in value of products 
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manufactured until the advent of the petroleum 
refining industry in 1932. 

“From 1921 until 1929 forest products were 
valued between $40,000,000 and $50,000,000 
yearly. Curtailment of building during the de- 
pression made terrific inroads on the lumber 
industry, and at the end of 1936 not more than 
two-thirds of these volume losses had been re- 
covered in Texas.” 

The report pointed out that the lumber indus- 
try ranked an easy first in number of employees 
until 1929, when petroleum refining employed 
more than 19,000 persons. 

“In the East Texas timber region, about one- 
tenth of the entire population is dependent on 
the lumber industry for support,” the report 
said, “not including secondary industries such 
as lumber yards and planing mills not in con- 
nection with sawmills.” 





Bid on Tygart Dimension Plant 


LoursvILLE, Ky., May 3.—C. D. Dosker, 
president of the Kenwood Corp., of Louisville, 
announced Saturday the opening of ten bids for 
construction of a woodworking plant at the 
‘ederal Resettlement Administration’s Tygart 
Valley Homesteads, Beverly, W. Va. Three 
more bids are expected, he said, adding that the 
Administration would not permit figures to be 
disclosed yet. 


Illustrations in Wood Featured 


by Fur Shop 


PorTLAND, OrE., May 2.—Pine lumber again 
scores for distinctive decorating. 

In the remodeling of a building for Milton 
L. Gumbert, one of the city’s leading furriers, 
several unusual decorative effects were obtained 
through the use of woods. 

In the colonnaded main salon are displayed 
five large hand-carved pine panels, each depict- 
ing a fur-bearing animal—a leopard, a beaver, 
bear, skunk and seal. The carving was done by 
Fritz von Schmidt, well known artist, in low 
relief. Sugar pine, of the Western group, was 
chosen by von Schmidt because of its excellence 








A typical pine panel depicting a fur-bearing 


as a wood carving material and its availability 
in clear pieces of large dimensions. He states 
that the even-textured subdued grain make the 
wood especially desirable, not only for the 
actual carving, but for finishing treatment. Each 
of the panels in the Gumbert store is approxi- 
mately three feet wide and six feet high. 
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THE BUSINESS RECORD 








Business Changes 


CALIFORNIA. Los Angeles—Central Lumber 
Co. succeeded by Eastmont Lumber Co., 5511 Whit- 
tier Boulevard. 

COLORADO. Grandlake—Grand Lake Building 
Supply Co. succeeded by W. R. Wood. 

ILLINOIS. Holcomb—Holcomb-Dutton Lumber 
Co, succeeded by Smith-Rapp Elevator Co. 

IOWA. Anthon—Weart & Lysaght Co. sold to 
A. lL. Wolfe. 

Baxter—Farmers Lumber Co. succeeded by Mil- 
ler & Kettenhofen. 

Hopkinton—F'armers Supply Co. succeeded by 
Spahn & Rose Lumber Co. 

KANSAS. Winfield—Jarvis-Thompson Lumber 
Co.: Albert H. Thompson has purchased the inter- 
est of his partner Frank E. Jarvis and will con- 
tinue the business under his own name. 

KENTUCKY. Paris—Mansfield & Jefferson Lum- 
ber Co. succeeded by Mansfield Lumber & Coal Co. 


LOUISIANA. New Orleans—Earle Williams suc- 
ceeded by Williams & Eldridge, Canal Bank Build- 
ing; commission lumber. 

MARYLAND. Baltimore—W. G. Isaac (Inc.) 
succeeded by W. G. Isaac Lumber Co. (Inc.), 431 
South Central Avenue, and Hugh F. Parker Lum- 
ber Co., with office in the same building as the 
Isaac Lumber Co. 

MASSACHUSETTS. Boston—lIrving Furniture 
Co. succeeded by Irving Furniture Manufacturing 
Co. (Inc.), 2178 Washington Avenue (Roxbury). 

South Walpole— Hawkins Lumber & Ware- 
house Co., 210 State St., Boston, announces the 
sale of its wholesale warehouses and equipment lo- 
cated in South Walpole to the Diamond Match Co.. 
wholesale lumber and building material division. 
The Walpole location will continue as a wholesale 
distribution point, carrying a complete line of lum- 
ber and wood novelties for delivery by truck to the 
retail trade and to the fifteen yards operated by 
the company in New England. The Hawkins com- 
pany will concentrate at its wholesale warehouses 
located on Cambridge Street, Somerville. 

MINNESOTA. Albany—Albany Lumber Co. suc- 
ceeded by J. Borgerding & Co. 

Harris—Harris Hardware & Lumber Co. suc- 
ceeded by Stark Bros. & Co. 

Rogers—Rogers Lumber. & Hardware Co. suc- 
ceeded by J. E. Feyerson. 

MISSISSIPPI. Corinth—H. Choate Lumber Co. 
succeeded by A. C. McAnally. 

MONTANA. Belfry, Bridger, Crow Agency, and 
Edgar—Baldwin Lumber & Hardware Co. succeeded 
by Aldrich & Co. 

Billings—Baldwin Lumber Co. and Baldwin Lum- 
ber & Hardware Co. succeeded by Aldrich & Co. 

Huntley—Monarch Lumber Co. succeeded by W. 
E. Delman: 

NEBRASKA. Arcadia—Keystone Lumber Co. 
and Lewin Lumber will consolidate and will be 
known as the Arcadia Lumber Co. Materials from 
yard will be moved to the Keystone 
yard. 

NEW YORK. Andover—William F. O’Connell 
(Estate) succeeded by William F. O’Connell Co. 

Brooklyn—Kassel oodwork Co. (Inc.) changed 
name to Banner Lumber & Supply Corp., 8662 18th 
Avenue, 

OREGON. Airlie—Loren Cooper Mill succeeded 
by_J. F. Cooper. 

Prineville—Morse Lumber & Implement Co. suc- 
ceeded by Tum-A-Lum Lumber Co. 


TENNESSBE. Clinton—A. H, Metzger Co. suc- 
ceeded by Clinton Supply Co. 

Halls—A. P. Thurmond Co. succeeded by R. C. 
Thurmond Lumber Co. 

TEXAS. Conroe—Day Lumber & Timber Co. 
succeeded by People’s Lumber Co. 

Fort Worth—The Kelly Lumber Co., succeeded 
by_ Kelly Builders’ Supplies, 1214 Mansfield Road. 
Houston—Pedicord Lumber Co. succeeded by E. 
J. Burke, 4116 Lyons Avenue. 

UTAH, Moab—Bush Lumber Co. purchased by 
Cc. E. Bailey and Ralph J. Miller. 

WASHINGTON. Wenatchee—Scheble & Wright 
Lamber & Box Co. succeeded by Wenatchee Box 
orp. 

WISCONSIN. Thorp—Thorp Lumber Co. suc- 
ceeded by Lyman Lumber & Coal Co. 


Incorporations 


ALASKA. Juneau—Columbia Lumber Co. of 
Alaska; $100,000; will take over the lumber yard 
and building material supply business conducted 
by the Columbia Lumber Co. of Seattle and will 
conduct a similar business in Sitka, as well as a 
small sawmill in Sitka. 

,>*RKANSAS. West Memphis—Cash Lumber Co.; 
$25,000; wholesale and retail lumber, paint and 
building supply business. 

CALIFORNIA. San Francisco—Redwood Creek 
Lumber Co. (Inc.); $50,000. 


wae, Jacksonville—Broadus Lumber Co. 
¢c.). 


. MARYLAND. Baltimore—W. G. Isaac Lumber 
Co. (Ine.), 431 South Central Avenue. 

_ Baltimore—Hugh F. Parker Lumber Co., 431 
South Central Avenue. 
__ Baltimore—National Lumber Co., 43 Central Sav- 
ings Bank Building; lumber and millwork. 
_Baltimore—Reed Container Co., 1941 Baltimore 
Trust Building; lumber business. 

MINNESOTA. Duluth—Wallinder Sash & Door 
508 (Inc.); millwork and building materials; $50,- 


NEW YORK. Yonkers—Main Lumber & Mill- 
work Co. (Inc.); $5,000. Lumber and millwork. 

OREGON. Portland—Columbia Basin Loggers; 
$25,000. 

Portland—Service Lumber Co.; $10,000. 
and building materials. 

TENNESSEE. Knoxville—Park Lumber. Co. 
(Inc.); $15,000. Lumber finishing and cinder-block 
plant: will also deal in building supplies. 

VIRGINIA. Norfolk—Johnson Co. (Inc.); $10,- 
000; builders, contractors and dealers in building 
materials and supplies. 

WEST VIRGINIA, Lumberport—Winemiller & 
Bates (Inc.); $10,000. Combined sawmill and motor 
transportation company. 

WISCONSIN. Cranberry Lake (P. O. at Phil- 
lips)—Thurs Box Co.; $20,000. Will operate a saw- 
mill, cheese box plant, lath mill and snow fence 


factory. 
New Ventures 


ALASKA. Fairbanks—Fairbanks Lumber & Sup- 
ply Co. being opened by N. Nussbaumer; Eldon 
Daly, president of the Ketchikan Spruce & Lum- 
ber Mills, is also president of the newly organized 
Fairbanks firm. 

CALIFORNIA. Oxnard—The Uhler Lumber Co.; 
will carry a full line of lumber and building 
materials. 

Stockton—Square Deal Lumber Co., 121 Waterloo 
Road; will carry a complete line of lumber and 
building materials, roofing and paint. 

Tulelake—The Siskiyou Lumber Yard was opened 
here recently by George W. Haulenbeck. 

ILLINOIS, Cicero—Twin City Lumber & Supply 
Co., 2933-57 South Cicero Avenue. 

Freeport—Freeport Lumber Co., 276 East Ste- 
phenson Street; will deal in all kinds of building 
lumber, cement and building hardware. 

MARYLAND. Baltimore—Baltimore Lumber Co., 
which has offices and warehouse on East Baltimore 
Street, is opening up a retail yard at Eastern 
Avenue and Haven Street. 

MISSISSIPPI. Starkville—East Mississippi Lum- 
ber Co., located at Jackson and Lampkin, is 
equipped to handle a complete line of lumber and 
construction materials. 

MISSOURI. Cape Girardeau—L. H. Landgraf 
Lumber Co., located on West Independence Street, 
will handle lumber and building materials, as well 
as paint and varnish. 

NORTH CAROLINA. Charlotte—McLaney Lum- 
ber Co., Commercial Bank Building; wholesale. 

OHIO. DeGraff—De Graff Lumber Yard has been 
opened by Harry Patterson. 

SOUTH CAROLINA St. George—Charles Kizer 
has opened a lumber yard here. 

WASHINGTON. Monroe—Frank Wagner will es- 
tablish a lumber yard at corner of Hill and Lewis 
streets. 

St. John—St. John Lumber Co. will handle lum- 
ber and building materials. 

WISCONSIN. Plover—Cash & Carry Lumber 
Store will carry a complete line of lumber, build- 
ing materials and building hardware, roofing and 


paints. 
New Mills and Equipment 


MISSOURI. St. Joseph—lIowa-Missouri Walnut 
Co. will erect a walnut lumber mill here. 

NEW JERSEY. Newark—United Box & Lumber 
Co. of Belleville will erect a factory to manufacture 
packing cases, boxes, crates and other lumber 
products, as well as juvenile outdoor equipment, 
and for the storage of lumber, which it sells both 
wholesale and retail. 

OREGON. Prineville—Ochoco Lumber Co. is 
erecting a new mill, to cost $100,000, for which 
perpetual operation is planned. 

VIRGINIA. Norfolk—White Lumber Co. (Inc.), 
2401 Church Street, will rebuild recently burned 


plant. 
Casualties 


COLORADO. Denver—Sterling Lumber & In- 
vestment Co., 875 Wazee Street, had warehouse 
Partly destroyed by fire, with damage estimated 
at more than $15,000. 

INDIANA. Akron—D. A. Pike Lumber Co. saw- 
mill and lumber yard destroyed by fire with loss 
of $15,000, partly covered by insurance; the plant 
will be rebuilt. Another mill, the Gry kiln and 
retail lumber building were saved. 

OREGON. Corvallis—Winney Bros. Lumber Co. 
Sawmill destroyed by fire. 

PENNSYLVANIA. New Cumberland—Frank Z. 
Hutton lumber yard destroyed by fire, with loss 
estimated at $12,000. 

TEXAS. Dallas—Griffiths & Co. lumber yards at 
918 South Lamar damaged by fire, with loss esti- 
mated at $50,000. The offices, planing mill and 
two stock sheds were saved. ss fully covered 
by insurance and wrecked portion of the lumber 
yard will be rebuilt at once. 


Lumber 





New Yorxk Strate forest fire wardens report 
a strong tendency toward increase of fires in 
that State, due, they believe, to increasing recre- 
ational use of forests. For the five-year period 
just ended there was a fifty percent increase in 
fires in the forests of the State over the pre- 
ceding similar period. 





Yard Stock Spect 
SOUTHERN 
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and STR pone HT 
CARS 
HARDWOODS 
BAND-SAWED 
Prompt attention to inquiries 


and orders. Write today. 


y BUCHANAN 


TEXARKANA, ARK.-TEX. 











CHAPMAN & DEWEY 
LUMBER COMPANY 


Manufacturers of high grade 


HARDWOOD LUMBER 
and OAK FLOORING 


from famous St. Francis Basin. 
Wire for quotations. 


MEMPHIS - - - TENN. 











Time-Saving, Money-Saving Serv- 
ice on a full line of well-manufac- 
tured products in 





CYPRESS and HARDWOODS 


Kiln-dried N. C. Pine Flooring, Ceiling. 
Finish, Mouldings, Yard Stock. Straight 
or Mixed Cars of Pine. Mixed Cars of 
Pine, Cypress, Hardwoods. Direct by 
water to Baltimore, Philadelphia, New 
York. 


Or you can order from our convenient 
Distributing Yards at 


BALTIMORE—Brown’s Wharf, foot of 
Broadway. phone—Wolfe 5867. 


ELIZABETH. N. J.—ll S. Front St.. 
phone—Elizabeth 2-0600. 


BROOKLYN—First St. and Gowanus 
Canal—phone Main—4-7417. 


PHILADELPHIA — 1121 N. Delaware 
Ave., phone Regent—9333. 





Tell us what you need—and let us give 
you full information about our products 
and unusual service. 


FOREMAN-BLADES LUMBER CO. 


ELIZABETH CITY, N. C. 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasurncron, D. C., May 2.—Following is the National Lumber Manufacturers Association’s report for two weeks ended April 23, for 16 weeks 
ended that date, covering mills whose statistics for both 1938 and 1937 are available, and percentage comparison with statistics of identical mills for 


the corresponding period of 1937: 


Av. No Production Percent a Percent Orders Percent 
TWO WEEKS: Mills 1938 of 1937 938 of 1937 1938 of 1937 
Softwoods: 
I a ke sine eee es we. 128 54,073,000 73 50,710,000 79 48,648,000 80 
a il let pl eae Mee AEN ; 143 156.101.000 65 161.666.000 61 142,031,000 56: 
ers Lc aaedebtakieas 125 106,822,000 74 106.881.000 71 104:661.000 75 
os wabneaaedees 13 13,259,000 75 18,330,000 86 13,313,000 774 
ne i n0es 660 bse 0600s e ee CORE KOS 8 3,910,000 68 3,356.000 65 3,199,000 71 
Nee TN ee omeuaneawmslinws 10 630,000 21 3,688,000 72 2'754.000 56 
Northern Hemlock .....................2200. 17 1,483,000 25 2'892,000 66 3,159,000 89 
Total Softwoods .............ccceeceececee 439 336,278,000 69 347,523,000 67 317,765,000 “66 
Hardwoods: 
Southern Hardwoods ..................-see +84 6,997,000 7 9,827.000 . 9,009,000 . 
ED, gon cco webe6eos 6.00 66556 17 5,894,000 100 2,187,000 44 1,893,000 55 
Total Hardwoods ......... —- Coa ae 12,891,000 12,014,000 a 10,902,000 , 
oc ce cuiaeeuc Uxebwe 523 349,169,000 359,537,000 328,667,000 
SIXTEEN WEEKS 
Softwoods: 
I cupeneaconswaers 132 478,594,000 83 479,187,000 82 477,251,000 87 
a singe we ce vied CerCRECEDUR TORE ES 143 1,168,840,000 17 1,223.361,000 74 1,233,288,000 74 
DEE 1... cc oscceeccecsesacnemas 126 530.192.000 66 862.469.000 74 876,217,000 77 
Stenin MUGUENOR. .-...<-20cceceescesccpese 13 88,535,000 63 93.487.000 63 108,365,000 67 
dc ieabeeneeebenis 8 34.983.000 79 32.579.000 70 26.048.000 62 
Tot oD oo ve catcecesesenes 10 11,448,000 99 25 228.000 52 26.957.000 60 
Gpentinene Moembeelt ......-cccccccceccececcees 19 21,161.000 45 16,084,000 48 19,855,000 62 
Total Softwoods .............ececeecececes 451 2,333,753,000 74 2,732,405,000 74 2,767,981,000 76 
Hardwoods: 
, POO . ccccccceseoeeeesoeocewe's 83 83.914,000 bad 79,312,000 * 82,095,000 * 
Northern Hardwoods ...............2..s00ee- 19 63,546,000 92 21,439,000 40 20;164,000 43 
Total Hardwoods ..............sceceececes 102 147.460.000 - 100.751.000 “Ad 102,259.000 ae 
ee 534 2,481,213,000 ; 2,833,156,000 2,870, 240,000 


tUnits of Production. *No report for last 


year. 





West Coast Review 


[Special radiogram to AmeRIcAn LuMBERMAN] 


SEATTLE, WasH., May 4.—The 151 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended April 30, reported: 
Production 153.513.000 


Shinments 165.780.0900 7.99% over production 
Orders 144,098,000 6.18% under production 


A group of 143 mills, whose production re- 
ports for 1938 to date are complete, reported 
as follows: 
aveee weekly cut for seventeen weeks: 


OOCR CEO CON OOOO OOO 6600000 G ES 96.725.000 

 _ a ee re 73,167,000 
Average cut for two weeks ended 

MEE. Ue wercksevaderddbaces anand 75,500,000 


A group of 151 mills, whose production for 
the two weeks ended April 30 was 153,513,000 
feet, renorted distribution as follows: 





Unfilled 

Shinments Orders Orders 
Rail . 61,225,000 60,412,000 74,274,000 

Domestic 

cargo... 77,996,000 55.770.000 122.449.0000 
Export ... 8.181.000 9.528.000 63,354,000 
Local - 18,378,000 BESTOP lo. tsteeess 
165,780,000 144,098,000 260,077,000 


A group of 143 identical mills, whose reports 
of production, shipments and orders are com- 


plete for 1937 and 1938 to date, reported as 
follows: 

Aver. for 2 

wks. ended Aver. for 17 wks. ended 


April 30, April 30, ay 1, 

1922 1928 1997 
Production 75,500.000 732.167.9000 96.725.000 
Shipments 81.690.000 77.111.980 105.229.0009 
Orders 71,054,000 76,744,000 105,315,000 





Western Pine Summary 


PorTLAND, Ore., April 30—The Western 
Pine Association reports as follows on opera- 
tions of identical Inland Empire and California 
mills during the two weeks ended April 23: 

Report of an average of 124 mills: 


Total for ? Weeks ended 
April 23, 1938 April 24, 1937 


Production ...... 106.822.0900 148.799 000 
Shipments ...... 196.881.0N0 149.690.000 
Orders received... 104,661,000 138,801,000 


Report of an average of 123 mills: 


April 23.1938 April 24. 1927 
Unfilled orders... 141.599.9000 219.419.000 
Gross stocks..... 1,545,822,000 1,257,157,000 


Reports of 123 identical mills: 
r——Total for Year———, 
1938 193 


Production ....... 529.625.000 86.128.000 
Shipments ....... 859,542.000 1,171.870.000 
oo, ee 872,077,000 1,146,855,000 


Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New Orteans, La., May 4.—Following is a 
summary of reports from southern pine mills 
for the two weeks ended April 30: 


Average weekly number of mills, 117; 


Units,+ 
Total for 
Two Weeks 
Three-year average production*... 57.415.000 
PCORT WEGGUGCUION «5... ccccccccesse 48.981.000 
wire sa ue aneranesp OW oiacelanek 49.838.000 
oo eee eee 46,443,000 


Number of mills, 107; Units,+ 85 


On April 30, 1938 
RIOR GOENRE 66.000 cccecccececens 43.883,000 
EE UIE, nooo scence wecuseenn 382,241,000 


*October, 1934, to October, 1937. 


TUnit is 308,000 feet of “3-year average” 
production. 





Modern Kiln Replaces One 
Destroyed by Fire 


Mosrz, Ats., May 2.—The Bayou Sara 
Mill Co., (Inc.) with offices here and plant 
at Saraland, Ala., announces the installation of 
a Moore reversible cross-circulation fan kiln to 
replace the kiln destroyed: by fire during April. 
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Relation of Unfilled Orders to Stocks 
Wasuinocron, D. C., April 30.—Following is statement for eight groups of identical mills and 
two groups of hardwood flooring plants of unfilled orders and gross stock footage on April 23: 
. No. of Unfilled Orders Gross Stocks 
r Softwoods— Mills 1938 1937 1938 19 we 
Southern Pine ............2+e0e5 120 53,741,000 77,690,000 515,449,000 392,473,000 . i Sean ai & 
it (00 IES ee eee 143 270,203,000 780,752,000 962,065,000 1,009,983,000 wat Fi. 1 eee ees gen ne 
7 ree ee 123 141,509,000 319,419,000 1,545,822,000 1,257,157,000 iy oe e : ; 
CalifOrmia MOGWeed .26.ccccesese 13 42,023,000 78,577,000 305,793,000 268,192,000 
Southern Cypress ......-.cecceee 8 3,826,000 7,445,000 164,783,000 149,446,000 
WOPUNE WD Seca ae ciccecccccces 10 5,926,000 9,820,000 151,789,000 104,209,000 " 
Northern Hemlock® ............. 9 7,251,000 5,717,000 109,190,000 94,842,000 Aristocrat of 
ua En isnt eqs eee 426 524,479,000 1,279,420,000 3,754,891,000 3,276,302,000 Structural Woods 
Northern Hardwoods® ........... 12 12,832,000 14,752,000 126,662,000 84,101,000 
Flooring— 
oe ere ee 75 33,557,000 39,067,000 83,964,000 58,681,000 
*Unfilled orders reported by 9 and 12 mills respectively; stocks by 14 mills. 
: : half going to Columbia River mills. Douglas 
Northwest Mills Lose in Exports Fir Exporters allocated the Olympia quota to 
to All Markets the Washington Veneer Co. and the Olympia 
; Harbor Lumber Co. The framing timber appar- 
SEATTLE, WASH., May 3.—The monthly re- ently is for use as cut, as the order runs to odd oe) g 
port of Pacific Lumber Inspection Bureau, this sizes and lengths. The timbers run from 12x12- 
city, continues the graphic story of the Douglas to 20x24-inches in size, and 21 to 40 feet in oge 
fir export situation. The relative position of length. The total order is understood to amount PTITI epen P| | ia 
British Columbia and American mills in the to about $50,000, delivered in Japan. A repre- 
export market has been reversed since the sentative of the contracting firm was here last 
British — gag ve tariff > eagocna week conferring with millmen, indicating that 
was put into effect. ccording to the report Olympia mill men may get additional orders : : : 
for March, total waterborne export business out of the Olympic games. we = = mip - the ~~ . ager ome 
was 115,005,033 feet, of which British Columbia wins or you the lading irencship & your 
shipped 89,329,515 feet, equal to 7734 percent H | customers. It will pay you to handle this 
of the total. In the United Kingdom market, ymenea friend-winning, trade-building line. Recom- 
- British Columbia had practically all of the busi- KOEHLER-LABUDDE—Miss Emely Eliza- mend Wier Long Leaf for substructures and 
ness, shipping oe —< a total = beth Labudde, 7: Wis., and yagi H. framing—for all work that needs lumber of 
62,959,337 feet. i 7 erican mi oehler, Brandon, s., were united in mar- +1: 
; ‘ie eee ay ericad my riage during April at the Trinity Episcopal Xtra strength and durability. 
shipped no lumber to Australia, but British 
‘ 7 . church, Oshkosh. Mr. Koehler is associated 
Columbia shipped 13,380,013 feet. Outside of with his father in the Koehler Lumber Co. , 
. British Empire countries, British Columbia Brandon. Following a motor trip through [epARgiaa (, c IIMPRED or 
tls mills also showed a large gain in the per- eee. We fare returned to their home vy rh Tile | FAF LUM nt.ae 
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YELLOW PINE 


Timbers, chemically treated to 
prevent stain. 








Moore cross-circulation kiln of wood construction at plant of Roy Swenson Lumber Co., Swisshome, 
Ore. Inset shows Mr. Swenson at left. The kiln, used to dry fir dimension, is automatically controlled; 
eight 60-inch diameter fans permit drying on low temperatures. The kiln, 14 ft. wide by 80 ft. in length, 
has walls of three layers of two-inch lumber and a roof of two by eight wood cribing. The plant is 


Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








equipped with planing mill and dry shed facilities and has an annual capacity of sixty million feet 
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Here’s What's New-- 


New Molding and Wainscot Har- 
monizes with Wallboard Colors 


Two new products have just been announced 
by Wood Conversion Co. St. Paul, Minn. 
manufacturer of insulation and insulating board 
products. The first of these is Kolor-Trim 
molding in several patterns designed by an 
architectural authority. Reversible cove pattern 
is available in three colors; chair rail in three 
colors; and bead molding in four colors. All 
colors harmonize with standard Nu-Wood 
shades. The purpose of Kolor-Trim is to en- 
able the dealer to offer a complete interior fin- 
ish job from one source with a minimum of 
fabrication cost at the job site, and to pro- 
vide authentic color harmony in both molding 
and wall and ceiling materials. 

To complete the interior finish line, the com- 
pany is also introducing Nu-Wood Wainscot, a 
hard scuff-proof material in warm colors that 
harmonize with Nu-Wood plank, tile and Kolor- 
Trim. Complete illustrated information can be 
obtained by addressing the manufacturer at the 
main office or at any branch. 


Interchangeable Color Feature in 
New Cabinet Pull 


The Stanley Works, NeW Britain, Conn., 
manufacturer of tools and hardware, announce 
a new Multichrome cabinet pull with inter- 
changeable color features. Called No. 4478CM, 
it is made of wrought brass, and is chromium 





plated. In the face of each pull there is a slot 
in which a strip of Viscaloid can be inserted 
easily by the dealer or his salesman. Choice 
of color can be made from red, ivory, black, 
blue, green, orchid, yellow and white. The first 
three colors of Viscaloid strips are packed one 
dozen each with each dozen of the pulls. Other 
colors are furnished upon request. 


Three New Plans Aid Dealers to 
Promote New Home Building 


Johns-Manville, 22 E. 40th St., New York, 
N. Y., announces three helpful plans to aid 
dealers in promoting interest in the construc- 
tion of new homes in their communities. The 
first of these involves a 60-page book, “The 
Home Idea Book,” designed to acquaint pros- 
pects with the possibilities of remodeling old 
homes and building new ones. The use to 
which this book can be put in the hands of 
customers will be announced widely with the 
aid of free window streamers, mailing pieces 
and newspaper mats. The second plan involves 
complete information on the building and ex- 
hibiting of a model home, based on the suc- 
cessful experience of more than 200 dealers. 
Through the third plan a talking picture al- 
ready shown to more than 300,000 people is 
made available to dealers for showing in their 
local theatres and to organizations. Complete 
information on any one or all three of the plans 
will be sent to dealers upon request. 


Improved Sheetrock Provides Fully 
Concealed Joint 


For precise concealment of wallboard joints 
on walls and ceilings, United States Gypsum 
Co., 300 W. Adams St., Chicago, IIl., has made 
an improvement on Sheetrock. The new Sheet- 
rock is made with recessed edges which form 
channels at the joints. After the boards are 
nailed in place, the channels are filled with a 
special cement, and Perf-A-Tape with cham- 
fered edges is embedded in the cement. Cement 
is then applied over the Perf-A-Tape, and the 
resulting surface is leveled and sandpapered. 
The joint is then entirely concealed, and a 
smooth, unbroken surface is provided for the 
application of any kind of decoration. A new 
booklet called the Sheetrock Book contains il- 
lustrations of the material and a number of ap- 
plications together with complete information. 
Copies will be sent to dealers who request them. 


Folder Shows Attractive Fence 


Displays for Lumbermen 


A four-page, file size folder, entitled “Fence 
Lines,” has just been published by the Key- 
stone Steel & Wire Co., Peoria, Ill., manufac- 
turers of Red Brand steel fence and posts. The 
purpose of the folder is to show, by means of 
illustrations, a number of effective ways of 
displaying fence in lumber sheds and yards and 
display windows. Photographs of more than 
a dozen successful fence and fence post dis- 
plays used in as many lumber yards are in- 
cluded. On the back page are photographs of 
the current Keystone radio show together with 
a schedule of stations over which the show is 
broadcast. The importance of good fence dis- 
plays, and the inevitable results in increased 
sales are discussed briefly. Dealers who are in- 
terested in using the suggestions in the folder 
to develop attractive displays for the fence sea- 
son just starting are invited to write to the 
manufacturer. 


Paint Manufacturer Re-Designs 
Labels for Cans 


The Martin-Senour Co., manufacturer of 
paint, 2520 Quarry St., Chicago, Ill., has re- 
designed the labels for cans containing all of 
its paints and varnishes. The new design is 
essentially simple, consisting of a horizontal 
band of black with reverse lettering describing 
the type of product contained in each can. 
vertical yellow band carrying the company 
name, the product name and number imprint, 
is flanked on either side by bright bands of 
color, fading off at the point where they join 
the yellow panel, to a stipple effect. The side 
panels are used to identify any of seven colors, 
six of which are now produced, and the sev- 
enth being a contemplated color. The new 
labels were designed solely to make the cans 
more conspicuous on dealers’ shelves, and to 
dress them with harmonious color blends. 


Announces Weatherproofing and 


Waterproofing Paint Folder 


A timely booklet to aid dealers in the sale 
of waterproofing and weatherproofing paint has 
just been issued by The Reardon Co., manu- 
facturer of Bondex waterproof cement paint. 
The booklet is illustrated to show the numerous 
types of brick, concrete and other surfaces 
which have been waterproofed successfully with 
Bondex. The buildings illustrated are located 
in a wide range of climates to show the effi- 
ciency and permanence of the material under 
all weather conditions. A copy of the booklet 
will be sent to any lumber and building material 
dealer who requests it. The company’s main 
office is located at 2208 N. Second St., St. 
Louis, Mo. 
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Two-Speed Axle Available on 
Two Ford V-8 Truck Models 


The two-speed axle of the Ford Motor Co. is 
now available on 157-inch and 134-inch wheel- 
base trucks of the Ford V-8 type. The new 
trucks have eight forward speeds and two in 
reverse. Gear ratios which closely fit varying 
load and road conditions are thus provided. In 
the new axle, a cutaway photograph of which 
is shown here, the pinion shaft is straddle- 
mounted with two large tapered roller bearings 
directly behind it. Differential side bearings 
also are tapered roller type. In the reduction, 





only four additional moving parts are in oper- 
ation. A simplified planetary system is used to 
obtain the reduction. To shift from one axle 
ratio to another a lever mounted on the inside 
left of the cab, is thrown forward or backward. 
A novel method of forced lubrication has been 
incorporated in the design of the axle, which 
provides positive lubrication to all bearings. 


New Portable Electric Saw for 
Wood and Other Materials 


Increased power, faster cutting, better bal- 
ance and new safety features characterize the 
new Model 87, latest addition to the Skilsaw 
line, manufactured by Skilsaw, Inc., maker of 
portable electric saws, 3320 Elston Ave., Chi- 
cago, Ill. It has a 9-inch blade, and cuts to a 
depth of 2% inches. It will cross-cut 3-inch 
dressed lumber, and bevel-cut lumber 234-inches 
thick at 45 degrees. The blade has a free speed of 
3600 r.p.m., as standard with an optional speed 
of 5000 r.p.m. It is protected by an automatic 
spring-operated telescopic guard that rotates on 
ball bearings. The new model is 19 inches 
long. The frame is special die-cast aluminum 


‘alloy. All shafts are mounted on ball bearings. 


A blower arrangement built in the upper guard 
keeps the line of cut free from sawdust. The 
machine sells for $135, and can be used for cut- 
ting wood, metal, stone, tile and compositions. 


Device Opens and Closes Freight 
Car Doors Easily and Safely 


The Signode Steel Strapping Co., 2600 North 
Western Avenue, Chicago, has designed and put 
into production the Signode car door opener, 
which features safety, savings in time and la- 
bor. Miss Lucille Brown, young Hollywood 
actress, who recently appeared in the hit pic- 
ture, “Dead End,” is shown operating the sim- 
ple device which opens and closes freight car 
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doors with a minimum of effort and time. Full 
details are available on request from the com- 
pany. 


New Catalog of Woodworking 
Machinery Available 


The Parks Woodworking Machine Co., 
Knowleton and Langland Sts., Cincinnati, Ohio, 
announces its new catalog No. 37 with a motor 
price leaflet included. The new catalog, attrac- 
tively bound, contains 48 pages of illustrations, 
construction details of various machines and ca- 
pacities and prices. Photographs are large 
enough to serve as real descriptive information. 
The closing pages of the book contain pictures 
and prices of parts, accessories, blades and 
knives. Copies of the catalog will be sent upon 
request to the manufacturer. 


New Line of Edgers Feeds Boards 
at Any Desired Speed 


A unique arrangement of belts and pulleys 
in the recently re-designed line of Economy 
edgers, manufactured by the American Saw- 
mill Machinery Co., provides positive edger 
drives that accurately feed boards at any de- 
sired, definite speed. The double pulley shaft 
and the idler are each mounted on a swinging 
arm, and the weight, riding on the belts, keeps 
them in proper tension at all times. Slipping 
of belts with reduced feed efficiency are elimi- 
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nated. Other improvements include ball-bear- 
ing table rolls, work-supporting tables inside 
the rear table rolls, saw setting scale in front 
of the operator, metal work guides, saw man- 
drels of alloy steel, and feed rolls of large di- 
ameter. Feed belts are standard equipment. 
Left hand edgers are standard, but right hand 
machines can be furnished. Edgers are fur- 
nished to handle 28-inch, 33-inch or 46-inch 
stock. A folder illustrating and describing the 
new line of edgers, as well as folders on the 
complete line of equipment and woodworking 
machinery made by the company will be sent 
upon request to American Sawmill Machinery 
Co., 120 Wall St., New York, N. Y. 


New Catalog and Price List of 
Roofing and Siding Nails 


W. H. Maze Co., Peru, Ill., manufacturer of 
nails, has just issued a complete illustrated cata- 
log and price list of roofing and siding nails. 
The booklet, containing 12 pages including an 
aluminum tinted cover, shows photographs of 
various sizes and styles of Zinclad nails, to- 
gether with stock numbers, sizes, lengths, ap- 
proximate pieces in a pound, and price per 
pound in standard five-pound packages. Sec- 
tion drawings of lead head and Manning nails, 
showing how they seal the puncture in roofing 
and siding against the entrance of moisture are 
included. Copies of the catalog will be sent 
to lumber dealers who request them from the 
manufacturer. 
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Some of the local lumber- 
men are kicking themselves for 
taking orders from the Duluth, 
Huron & Denver Railway Co., 
and some are congratulating 
themselves on their nerve in 
refusing to do so. The road, 
which was graded from Sauk 
Centre to the Dakota border, 
isn’t likely to be built right 
away on account of lack of 
cash. 

* * . 

The Beef Slough rafting 
works have a force of men now 
at work making preparations. 
It is expected to raft about 
500,000,000 feet of logs to the 
mills on the Mississippi. About 
300 or 400 men will be em- 
ployed at Beef Slough during 
the summer. 

ee *® @®@ 

Ox teams are in big demand 
in the vicinity of Seattle, W. T. 
During the last week, our cor- 
respondent writes, a large num- 
ber of loggers in the city were 
looking for cattle. Among them 
was R. A. Hulbert, of Sno- 
qualmie. He employs 12 men 
in his camp and he says that 
if he can get four yoke of oxen 
for $1,000 he will consider him- 
self lucky. Eugene Smith, 
wealthy owner of the Lowell 
town site, was another of the 
loggers. He is running a camp 
on the Snohomish River in 
which he employs 16 men and 
works 14 mules and 12 yoke of 
oxen. Tom Elwell, of Elwell 
& Jackson, Mukilteo, was an- 
other who hunted through the 
back streets of Seattle for cat- 
tle during the week. A man 
named Taylor has opened a new 
logging camp on the Snohomish 





and came to town, purchasing a 
very poor yoke of oxen for 
which he paid $350. 


A brief communication states 
that Robert Dollar, of Mar- 
quette, Mich. recently pur- 
chased both accessible and in- 
accessible redwood—the former 
for immediate operations, and 
the latter as an investment. Mr. 
Dollar, one of the most prac- 
tical, thorough and competent 
lumbermen in the Northwest, 
always found plenty of work 
to keep him busy in Canada 
and Michigan, but he could not 
resist the temptation to invest 
in California timber. He spent 
the winter of 1886-87 on the 
Pacific Coast and on his return 
in the spring talked as if the 
timber there had captivated 
him. According to our advices 
he again visited the Coast this 
winter and planked down his 
money. 

* *# @ 

Several dealers in the Twen- 
ty-second street district are 
turning their attention to South 
Chicago as a location for yards. 
They want cheaper rents and 
better switching service, both 
of which they can procure on 
the Calumet. On Laflin street 
the owners of dock . property 
ask $6 a front foot rental. 


* #*# @# 


Greene Pack, of the Oscoda 
firm of Pack, Woods & Co., is 
not only the most successful 
lumbermen in these parts, but 
is also a fighting friend of Gen. 
Russell A. Alger, the thrice 
millionaire lumber baron, who 
desires to be the Republican 








candidate for President. Mr. 
Pack has an abiding faith that 
Alger will be the choice of the 
Chicago convention and is doing 
all in his power to secure that 
accomplishment. 

* 2 @ 

The citizens of Little Falls, 
Minn., have arranged for a 
grand celebration this week in 
honor of the completion of the 
extensive water power improve- 
ments in the Mississippi at that 
point. Special trains are to be 
run from St. Paul, Minneapolis, 
and Brainerd. A party of busi- 
ness men from Kentucky is also 
expected. There will be ad- 
dresses by the Governor and 
others, and general festivities. 
Some considerable development 
of the lumber interests at Lit- 
tle Falls is among the prob- 
abilities. 

* * & 

It is reported that C. W. 
Griggs, St. Paul, C. H. Jones, 
Menominee, Mich., and Henry 
Hewitt, Menasha, Wis., with 
John E. Glover and James 
Johnson, of Hudson, Wis., con- 
template building on the 80,000 
acres of land lately purchased 
from the Northern Pacific near 
Tacoma, W. T., a large sawmill 
and manufacturing plant, to 
include shingle and sash, door 
and blind machinery. The lo- 
cation will be on the flats at the 
mouth of the Puyallup at Ta- 
coma. Ready-made houses will 
also be turned out. The total 
investment is placed at’ about 
$500,000. (Note—This was evi- 
dently the first rumor of the 
now great St. Paul & Tacoma 
Lumber Co. to reach this jour- 
nal.—Editor.) 
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ALAMOGORDO, - NEW MEXICO 


Douglas Zin 
ondenosa Pi 
Mme 
White Fir 
Top quality Lumber and Lumber Products of 
careful manufacture . . . BOX SHOOK and 
CRATES. Here’s a timber supply of more 
than 1% billion feet. Fir grown at high alti- 
tudes, especially suitable for construction work. 


A modern mill and more than 41 years’ experi- 
ence in giving satisfactory service to lumber 








buyers in all parts of the country. Let us 
a. on your requirements. 


Me ivciters Western Pine Association 


ee ETE 
50,000 Feet Every Day 


FIR‘ 


Every 
Modern 
Facility 
Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


LUMBER CORPORATION 
VERNONIA, OREGON 














RUSSELL & PUGH 
LUMBER CO. 


Mill and Sales Office 


SPRINGSTON, IDAHO 


Idaho White Pine 
Ponderosa Pine 
Fir, Larch, Cedar 











wr Salaliare Onnamentat PICKET his 
; Fir and Yellow Pine pickets neat 
heavy galvanized wire. Made in various 
heights. Colors: red, green, white and nat- 
ural. Very popular for yard and garden. 
Ih Write for catalog and dealers price list. 
ILLINOIS WIRE & MANUFACTURING CO. JOLIET, ILL. 
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Eastern Trade News 


[F. J. Caulkins ] 


Boston, Mass., May 2.—The consensus of 
both wholesale and retail distributors of lumber 
is that current demand for home building ma- 
terials is at the lowest level of many years. Lo- 
cal city yards have been moving very little 
lumber to home building jobs, but suburban and 
country yards are iaring somewhat better and 
are placing orders more freely with the whole- 
sale othces. 


FHA Opens Home Building Drive 


The Federal Housing officials are driving 
hard to create enthusiasm for home building un- 
der its 90 percent guaranties and as recently as 
April 18, dedicated with much pomp and cere- 
mony a “home beautitul” in the Hyde Fark 
section. It is 6-room, all-electric house of the 
Cape Cod type, with garage, turnished through- 
out and priced at $6,250. The buyer will be 
given a tree round trip to New York for two, 
by plane, as a special inducement to buy. At 
the christening, HA otncials announced that 
this was the torerunner of 600 more homes in 
the general price class that would be built in 
that area under the guaranties of FHA. An- 
other development of this type, and to be backed 
by FHA guaranties, is now being landscaped 
in the Lake Street section of Arlington, where 
it is planned to erect 194 homes in the cost range 
of $5,000 to $12,000, mostly of wood. 


Tax Exemption on Slum Clearance Asked 


It was announced from Washington Satur- 
day that Administrator Straus had issued an 
ultimatum to Massachusetts, that the $11,700,- 
000 allotted to this State would be withdrawn 
if tax exemption was not granted on all slum 
clearance projects. Boston, with its Old Har- 
bar Village of 1100 tenements of brick and 
cement, and Cambridge with its Newtowne 
Court of 400 similar units—both slum clearance 
projects—refused to furnish the various city 
services without reasonable compensation. The 
result of this clash was transfer of these two 
properties under leases to those cities under a 
guaranty of income that would cover the cost 
of the usual city services. At the moment there 
is before the State legislature a bill which 
would amend the 1935 Housing Act to provide 
for an annual contribution of approximately 5 
percent of the income of any given housing pro- 
posal in lieu of taxes. It is expected that, if this 
law is passed, the way will be cleared for 
Washington to withdraw its latest ultimatum. 

the amount earmarked for Massachusetts, 
$9,000,000 is for slum clearance in South Bos- 
ton, East Boston and Charlestown, calling al- 
most wholly for bric and cement construction. 


Retailers Advertise Package Service 


A home building promotion activity has come 
to the surface within the month that is more 
vitally important to the lumber industry. One 
week ago there appeared in the real estate sec- 
tions of the local press—in parallel columns—the 
announcements of Diamond Match Co. and G. 
Fuller & Son Lumber Co., of Brighton, offering 
to the public a home building service that re- 
lieves the home owner of all financing and con- 
struction details. It delivers the completed ‘home 
to the owner in one package at an agreed price. 
The Fuller company, 91 years old, brings to 
Metropolitan Boston the co-ordinated home 
building, remodelling and repairing service of 
the National Housing Guild operated under the 


S. Herbert Bingham, 
Wholesale Lumber. 


Gimbers, Oies, Logs, Poles, Mine Props 
and Piling. 





Dunmore, Pennsylvania. 


guidance of Johns-Manville’s trained housing 
experts. The Fuller Housing Guild will fur- 
nish expert guidance to the prospective home 
owner, from the time he seeks that guidance 
until the finished home is ready for occupancy. 
The Diamond Match Co. ofters a service of its 
own that closely parallels that by the Fuller 
Housing Guild. This company operates fifteen 
retail yards in New England and fifty-six in 
California. It has just opened a home planning 
and financing center in the Park Square Build- 
ing in Boston, with Hugh McKenna in charge. 
Prior to three years ago, when he joined the 
Diamond company, he was active in the retail 
trade of Connecticut as a member of Loewen- 
thal-McKenna Lumber Co., of New Britain. He 
now serves as sales manager in the company’s 
eastern division, which covers eastern Massa- 
chusetts and Rhode Island. 


WEST COAST FIR AND HEMLOCK—Cargo 
receipts at Boston in April totaled 7,332,100 
feet, and compare with the average in April 
in the previous eight years of 3,224,432 feet. 
The tally in the first four months of the year 
was 22,225,715 feet, against an average in 
that period in the past eight years cf 35,656.- 
527 feet. The distribution yards are well 
stocked with a complete list of grades and 
sizes, with only moderate stocks stored at 
the terminals. Retail yards are drawing 
their supplies chiefly from local stocks as 
wanted, and are placing no round-lot orders 
for direct shipment from the mills. The dis- 
count from page 16 of the West Coast list 
for ordinary dimension sizes of fir has been 
broadened from the $5@6 range which pre- 
vailed through February and March, to $6@7, 
which rules today. There are fir dimension 
offerings from storage at the docks at the 
$8 discount, but most holders stop at $7, with 
the hemlock differential at $1. Quotations 
for mill-shipment lots range all the way from 
$9.50 at one or two of the larger mills, to 
as high as $11.50 from some of the smaller 
mills that are under pressure to move ac- 
cumulated stocks. The intercoastal freight 
rate continues at $14. 


EASTERN SPRUCE—With the ice entirely 
out of the St. John River, and Portage and 
Moosehead lakes clear, the entire battery of 
summer spruce mills will swing into pro- 
duction this week. This will include the 
big mills at St. Francis and Portage in north- 
ern Maine. Yard orders have been coming in 
more freely during the past week, though 
buying continues spotty. For an average 
run of small dimension, 2x3- and 4-inch, the 
price range is $30@32 delivered at Boston 
rate points. Eight-inch should be quoted at 
$34@36; 10-inch, $37@38, and 2x12-inch at 
$39@40.. The call for dry random boards, 
1x5-inches and up, has speeded up with most 
sales at $31@32, while the 6- and 7-inch stock 
boards dry and dressed are firm at $33@35. 
The supply of dry boards is ample though 
not excessive. Canadian shippers are dis- 
appointed by the lack of buying for early 
shipment to England; volume is far below 
that of recent years during the spring 
season. 


LATH AND SHINGLES—Activity in re- 
modelling and repair work account for a 
sharper demand for spruce lath at $4@4.25 for 
the 1%-inch size, and $4.25@4.50 for the 1%- 
inch, delivered at Boston rate points. The 
same outlet has improved the demand for 
eastern white cedar shingles at $4.25 for 
extras, $3.85 for clears and $3.25 for 2nd 
clears. Sales of West Coast red cedars are 
fair only, at $4.75 for the No. 1 Perfections; 
$4.22 for the 16-inch XXXXX No. 1; $3.72 for 
No. 2, and $3.17 for the No. 3 grade. These 
two lower grades are in scant supply at the 
mills. The quota of 916,246 squares per- 
mitted to come over the line from British 
Columbia between Jan. 1 and June 30, has 
apparently been taken up, as local offices are 
daily receiving wires from British Colum- 
bia shippers that further orders can not be 
accepted for shipment before July 1. Several 
substantial water shipments have been re- 
ceived at Boston docks within a week, and 
will be sold from storage at a slight pre- 
mium over rail lots. 
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EASTERN HARDWOODS—Sales of maple 
and birch to the woodworkers and furniture 
Plants are very limited, and under sharp com- 
petition the price range is wide. There have 
been several sales of small dimension to the 
chair plants at prices well below those 
quoted one year ago. The active season for 
heel maple is just getting started, and but 
few sales have been booked at a price very 
close to $82 for the 2-inch crosscut lots, to 
grade 90 percent usable for heels. Common 
and select long-length plank sell at a range 
of $67@70. 

PINE BOXBOARDS—tThe spring meeting 
of manufacturers—to be held at the Hotel 
Carpenter in Manchester, N. H., on Wednes- 
day of this week—will produce a stock sheet 
that will reflect the probable trend of the 
market in the months that are ahead. It is 
known that the supply of round edge box 
will be ample for meeting all reasonable de- 
mands, and it is felt that the f. o. b. mill 
price will range from $13@16 according to 
average widths and lengths. For inch square 
edge prices range $23@26 f. o. b. mill yards. 


Sliver Club Schedules Tournaments 


The Sliver Club, whose present membership 
includes sixty-two golfing lumbermen irom the 
Boston district, has issued its schedule of 
monthly tournaments for the 1938 season, the 
first in the list having been held on April 14 
at the Wollaston Goli Club, with George R. 
Todd as the genial host. There were thirty-five 
at luncheon and thirty tee’d off for the after- 
noon ot medal play ot 18 holes. Two tourna- 
ments are listed in May, on the 5th at Woodland 
with Henry T. Fales, of Framingham, as host, 
and on the 18th at Marshfield with President 
Edward (Ted) Richardson as host. In June 
there will also be two meetings, on the 15th at 
the Nashua (N. H.) Country Club with Rich- 
ard Cook and Carl A. Pieritz as hosts, and on 
the 28th at the South Shore Country Club with 
E. I, Loud and J. H. (Jim) Kimball doing the 
honors. The remaining tournaments are: July 
20th—Salem, with Arno S. Pendleton as host; 
Aug. 4—Belmont Springs, Will S. Fuller host; 
Aug. 24—Tedesco, J. F. Langmaid and O. O. 
Kiever hosts; Sept. 15—Winchester, J. Edward 
Downes, host; Oct. 6—Weston, with Charles 
Woodworth as host. The low net score at Wes- 
ton holds the Howard Morse trophy through 
the succeeding year. It was contributed by the 
entire membership in memory of the late How- 
ard C. Morse. Officers in 1938 are Edward 
Richardson, president; Norman P. Mason, of 
North Chelmsford, secretary-treasurer, and C. 
E. Lindstrom, Weyerhaeuser Boston representa- 
tive, chairman of executive committee. 


Veteran Salesman Takes Office Position 


Coincident with the election of H. Wentworth 
Shepard as second vice president of Shepard & 
Morse Lumber Co., at Boston, comes the an- 
nouncement of the withdrawal of its veteran 
Boston salesman, Fred Badger, from active sell- 
ing service to take up less arduous duties in the 
home office of the company at 40 Central Street. 
He is a cousin of the senior Shepard’s, and has 
devoted most of his mature life to the service 
of the lumber company. He is an accomplished 
linguist, and fluently speaks a half dopen lan- 
guages. In connection with the company’s ex- 
port business he is the official interpreter of for- 
eign language correspondence. Elmer A. Chase, 
an experienced lumber salesman, has been se- 
cured to visit Mr. Badger’s old customers in 
Massachusetts. H. Wentworth Shepard will 
continue as sales manager of the company. 


Personal News of New Englanders 


A recent welcome caller at the Boston office 
of AMERICAN LUMBERMAN was Alfred B. Wil- 
liams, of Taunton, who had recently returned on 
the liner Rex from a cruise of the West Indies 
and South America, accompanied by Mrs. Wil- 
liams. The retail yard and finish mill at Taun- 
ton was founded by Mr. Williams grandfather 
112 years ago. Alfred B. Williams has just pur- 
chased the interests of his associates, to become 
sole owner of the business. Mrs. Williams is 
active in social and political circles, and is now 
serving her second term as vice chairman of 
the Republican State Committee. 

L. J. Harmon, president and treasurer of Rice 
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& Lockwood Lumber Co., Springfield, Mass., 
with Lee Phelps, of the company’s selling staff, 
returned last week from a three weeks tour 
among the southern mills whose product is mar- 
keted by the Springfield company. 

Fire at Bethel, Me., on April 26 destroyed 
the J. P. Skillings spool mill and stock of spool 
bars with a loss of $15,000. 


Large Pier Planned for New Haven 


A conference of Federal and State officials 
with a group of shipping experts was held last 
week at New Haven, Conn., at which ways and 
means were canvassed looking to the develop- 
ment of a huge State pier facing on New Haven 
harbor, to provide a much needed deep-water 
dock for handling both inward and outward bulk 
cargoes. It is a strategic point from which in- 
tercoastal lumber cargoes will be backhauled to 
an important industrial area, andfrom which 
the product of that area can be economically 
shipped. 


NEW YORK, N. Y. 


In retail circles the market is running true 
to earlier predictions for a sluggish opening of 
the home building season and the promise of 
increasing activity through the latter half of the 
year. There are plans tor large scale housing 
developments that by reason ot uncertainty of 
cost factors, both as to materials and labor, 
have not gone beyond the permit stage. 


Receipts of fir and hemlock at the local termi- 
nals in April were well below the average for 
this season, but very few unsold lots were 
added to local stocks. Sales to the yards 
have been confined almost entirely to spot 
stocks from storage at the terminals, as the 
dealers are showing but little interest in 
offerings for mill shipment of fir dimension, 
though the discount from page 16 of the 
West Coast list has ranged all the way from 
$10 to $11.50, and it is reported that a num- 
ber of round-lot schedules have been closed 
where the discount went to $12. The differ- 
ential for hemlock is uniformly $1. The ad- 
vance in the steamer rate to bring it in line 
with the recent advance in rail rates has not 
yet gone beyond the rumor stage, and the 
rate remains at $14. 


Provincial Spruce Awaits Export Outlet 


The call for eastern spruce has been con- 
fined chiefly to carload lots to balance up 
yard assortments and hold down inventories. 
The going price for 2x3- and 2x4-inch dimen- 
sion in lengths 16-foot and under is from 
$31.50@33.50, delivered at Harlem River 
points, with the 10- and 12-inch at $40@42. 
Spruce boards, 1x5-inch and up, are offered 
at $32@33.50 and the supply is ample. There 
is considerable uncertainty as to the probable 
trend of the market through the summer 
months. The input of logs at the Canadian 
mills is far below last year’s total, and opera- 
tors are in the dark as to the probable out- 
let for spruce deals in the English market 
through the current building season. English 
buying has been slow in getting under way, 
though there is no lack of vessel space and 
at rates 50 to 65 shillings per standard lower 
than prevailed through the latter half of 
1937. The amount of spruce available for 
New York and New England, and the price 
trend through the current season, will be 
based chiefly if not wholly upon the volume 
of deals called for by the English housing 
program, 

The demand for eastern hardwoods is slug- 
gish, with sales probably 50 percent lower 
than those of one year ago. Oak flooring, 
southern pine finish and the Western pines 
are more active and at steadier prices than 
prevailed one month ago. 


Wholesalers Busy Preparing for Annual 


At headquarters of the National-American 
Wholesale Lumber Association in 42nd Street, 
Secretary Sid Darling and his staff are con- 
centrating upon program details for the 46th 
annual convention to be held at the Ambas- 
Sador, Atlantic City, on Wednesday and 
Thursday, May 25 and 26. Every branch of 
the lumber industry will have a place in the 
program, which is being arranged as an open 
forum along broad lines. An elaborate pro- 
Sram of entertainment is assured. 











ESSCO 


recision Lumber 


Serving Lumber Dealers 
Since 1879 


Essco’s 59 years of growth and success in the lumber business is evi- 
dence that Essco products are reliable and trustworthy and that Essco 
Service is of real value to lumber buyers. When you buy from Exchange 
Sawmills Sales Company you can be sure you're getting lumber cut 
from virgin timber, refined and perfected by modern manufacturing in 
up-to-date mills; lumber that satisfies builders and builds business for 
you. Let us quote or fill an order for you. 



















ESSCO SOUTHERN PINE 






CHECK |— 
YOUR ESSCO KLAMATH SOFT PINE 
NEEDS || ESSCO HARDWOODS 





“a _| ESSCO WEST COAST WOODS 
ESSCO OAK FLOORING 


EXCHANGE SAWMILLS SALEs CO. 


1111 R. A. Long Building, 
KANSAS CITY, MO. 
















































ALABAMA RIVER COOSA RIVER 


LUMBER COMPANY, ® LUMBER CORP. 
Montgomery, Ala. Wetumpka, Ala. 











Let us show you Quality and Service that will merit your | 
repeat orders for kiln dried or air dried Dowicide-treated 
Long Leaf and Short Leaf. | 
Dipped, Eased Edge Dimension, No. 1 and No. 2 Common, 
Flooring, Ceiling, Siding, Finish, Boards, Railroad and Car | 
Material—mixed or straight cars. 
| 


Members, Southern Pine Ass’n. Address all Correspondence to Montgomery, Ala. 






































MANUFACTURERS OF 


LONG LEAF and SHORT LEAF YELLOW PINE 
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San Francisco, Calif. 


LUMBER AND BUILDING MATERIALS 
SALES—The percentage changes in the dol- 
lar value of retail sales of lumber and build- 
ing materials in California, Oregon-Washing- 
ton, and eight Rocky Mountain States for 
February, 1938, follow: CALIFORNIA — 73 
firms in February reported a loss of 29.8 per- 
cent as compared with the same month in 
1937, and a January-to-February decline of 
14.9 percent. OREGON - WASHINGTON—40 
firms reported a February gain of 4.1 per- 
cent over the same month last year, but a 
January-to-February decline of 2.3 percent. 
EIGHT ROCKY -MOUNTAIN STATES—145 
firms reported a loss in February of 11.4 per- 
cent compared with the same month last 
year, and a January-to-February decline of 


> 


3.7 percent. 


CALIFORNIA TRADE-PAYROLLS—State 
manufacturing industry averages show 9.7 
percent less employees, 15.3 percent smaller 
weekly payrolls amount, and 6.2 percent 
smaller average weekly employees’ earnings 
in the logging and sawmill industries in 
March, 1938, as compared with the same 
month last year. For planing mills etc. the 
averages showed 11.1 percent less employees, 
12.8 percent smaller weekly payrolls amount, 
and 2 percent smaller average weekly em- 
ployees’ earnings for March, 1938, compared 
with March, 1937. The furniture industry 
showed 11.6 percent less employees, 18.0 per- 
cent smaller weekly payrolls amount, and 
7.2 percent smaller average weekly em- 
ployees’ earnings in March, 1938, compared 
with the same month last year. Other wood 
manufacturers reported 2.9 percent less em- 
ployees, 8.9 percent smaller weekly pay- 
rolls amount, and 6.2 percent smaller aver- 
age weekly employees’ earnings during 
March, 1938, as compared with same month 
last year. 

IMPORT-EXPORT—Logs and lumber top 
the list of principal imports to U. S. Pacific 
Coast ports, with a total yearly import of 
233,315 long tons (five-year average from 
1931 to 1935), according to a chart in the 
new 1938 edition of the Pacific Coast Shipping 
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Market News from Am 


Handbook now being distributed by Gen- 
eral Steamship Corp. Pulpwood and wood 
pulp are listed in eleventh place with an im- 
port total of 79,299 long tons yearly. In the 
chart of the principal exports from U. S. 
Pacific Coast ports, logs and lumber rank 
second, with an annual total of 1,503,165 long 
tons exported. Petroleum and products top 
the export list with 5,324,890 long tons 
yearly. 


INTERCOASTAL SHIPMENTS — The Feb- 
ruary, 1938, lumber cargo movement from 
the Pacific to the Atlantic, through the 
Panama Canal, totaled 202,129 tons, compared 
with 221,699 tons in January, and 131,558 tons 
in February, 1937. 


PACIFIC COAST BUROPEAN CONFER- 
ENCE RATES—The Pacific Coast European 
Conference announced further reductions in 
rates on lumber moving from the Pacific 
Coast to ports in the United Kingdom and 
Continent. Effective immediately and apply- 
ing through April, May and June, the rates 
are: 50 shillings to the United Kingdom, and 
55 shillings to the Continent. As of June 31, 
the rates will revert to the former levels of 
55 shillings to the United Kingdom, and 60 
shillings to the Continent. The new reduc- 
tion amounts to another 5 shillings. 


REDWOOD—Since the Northwestern Pacific 
rail service was reopened April 15, after hav- 
ing been tied up since Feb. 2, considerable 
business has been booked by mills, but ob- 
servers have so far been unable to determine 
whether this new business reflects better tone 
of the market or just represents orders that 
were held back because it was known no 
deliveries could be made until storm damage 
to the railroad was repaired. Business is 
originating in all territories. Prices con- 
tinue firm. The rail tieup allowed mills to 
make considerable progress in balancing up 
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their stocks. This is especially true of tank 
and vat stocks, which are now in better con- 
dition than for some time. 


CALIFORNIA PINES—The Ponderosa mar- 
ket remains exceptionally quiet, with the past 
two weeks witnessing price softening in fac- 
tory and shop grades. Sugar pine is in rela- 
tively the same position. 


Seattle, Wash. 


RAIL—Demard continues weak. Some re- 
port C and D grades of uppers easier, while 
others declare these are still very scarce. 
Prices are spoken of ag “leveled off a little.” 
There is no demand for anything in large 
volume. Inquiry is light. Mill stocks are 
improving from the standpoint of diversity, 
some declare. The mills need business badly, 
but hate to book it at today’s prices. 


INTERCOASTAL—This market is not en- 
couraging. Prices are weakening. Ship space 
is easy. 

CALIFORNIA—This area is still buying, 
but is not as active as it was recently. The 
business is attractive to the mills because 
they do not have to parcel it up. Prices re- 
main steady, but mills complain they are too 
low. The recently organized Pacific Lumber 
Carriers’ Association has decided upon uni- 
form rates on lumber between the Pacific 
Northwest and base ports in California, 
which will become effective on and after 
May 23. New rates to base ports will be 
$5.50 per thousand feet, plus 50 cents if 
destined for outports. All lines have joined 
but three. 


EXPORT—Orders continue small. 


SHINGLES—Exhaustion of the Canadian 
shingle quota has stimulated business notice- 
ably. American shippers have received a fair 
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Homes. 


The books are supplied in any desired quantity, large or small, at a very nominal cost. Com- 
plete working drawings, bills of materials and specifications are supplied for $3.50 per set. 
per plan (15°, discount when 3 or more sets are ordered at one time.) 


“Choose Your Home” will attract home builders and advertise your yard as the logical 
source of information on all building problems. 


WRITE FOR FREE SAMPLE COPY 


431 So. Dearborn St. American fumberitan Chicago, Illinois 


A New Small Homes 
Plan Book FREE 


Here is a new plan book that will help 
you supply the increasing demand for 
low cost homes. “Choose Your Home” 
is the title and it contains 28 plans of 
various sizes and types of Modest Cost 


Each one of the plans is illustrated by a 
reproduction of an actual photograph. 
They are all real homes, having been 
built and are being lived in. 
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amount of business. Prices have firmed a 
little, some items being 5 to 10 cents above 
previous figures. Many mills report good 
order files, and are chary about taking orders. 
Shingle production has been held to low fig- 
ures, and there is no accumulation of stocks. 


LOGS—The price range of logs has nar- 
rowed on account of the small volume of 
sales. While input is expected to show an 
increase, it is being held down by the camps. 


Tacoma, Wash. 


WEST COAST WOODS—Threat of labor 
trouble brought added gloom to the lumber 
market situation here this week. Rumor of 
an impending closure of the port of Tacoma, 
similar to the one that shut down Seattle’s 
waterfront several months ago, is the cause 
of the grief. Lumber mill operators have 
indicated that if the blockade materializes, 
they will be compelled to close down their 
mills within a short time, as storage space 
will not permit of extended operations. The 
threatened closure has, during recent days 
at least, served as somewhat of a stimulus 
to business. Shippers have been bending 
every effort toward clearing up accumulated 
orders so that they will not be hampered 
by a protracted tie-up. However, on the 
whole, the outlook is dark. 


Portland, Ore. 


s 

WEST COAST WOODS—The fir market in 
the Columbia River district has remained in 
a most unsatisfactory position. Orders hit 
the lowest level in more than three months, 
and prices were soft on almost all items. In 
addition, both lumber mills and logging oper- 
ators are still having their labor troubles— 
the end of which cannot be foreseen at the 
moment. April production was the lowest 
for the month in five years, and orders for 
the month were lowest in six years. 


INTERCOASTAL—Volume has taken a pre- 
cipitous drop, amounting to about 40 per- 
cent below the level of the previous fort- 
night, which was dull enough in itself. Ship 
tonnage is more than ample, and in fact 
some ships normally employed in this trade 
are now in the lay-up yards or seeking em- 
ployment elsewhere. Berth line space alone 
is plentiful, as general cargo movement lags. 
Lumber prices, are irregular and soft. 


CALIFORNIA—The California market is 
unsatisfactory from every angle. Prices are 
influenced by those in the extremely weak in- 
tercoastal market. 


RAIL—Nearby and rail business is some- 
what improved. Prices, however, lack uni- 
formity and are difficult to quote. 


EXPORT—The export market has almost 
collapsed. Orders are about a third of the 
limited volume of a month ago, and are in 
fact the lowest since mid-January. 


LOGS—Under the influence of a dull lum- 
ber market and potential labor troubles, the 
log markets are in an uncertain, wobbly con- 
dition. Weather, however, has been ideal 
for operations. 


Kansas City, Mo. 


A little more life was seen in the market 
this week, although sales were still near 
their previous lows. Prices, for the most 
part, were unchanged at depressed levels. 
Spring building got started in rural sections, 
so yards had to replenish stocks. Buying, 
however, was small and limited to mixed 
cars. Many mills have stocks that should 
have moved six months ago, and do not care 
to accumulate surpluses. 


RETAIL—In contrast with a February de- 
cline of 15 percent from a year ago, board 
feet sales of lumber at 155 reporting retail 
yards in the tenth Federal Reserve district 
in March were only 5 percent smaller than 
those of a year ago, thus narrowing the loss 
for the first quarter of the year to 7 per- 
cent. There was the usual seasonal increase 
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erica s Lumber Centers 


over February; sales gained 45 percent. Com- 
pared with a year ago, dollar volume was eff 
4.6 percent. Inventories during the month 
were reduced 0.3 percent and they were 6.3 
percent smaller than those of a year ago. 


SOUTHERN PINE —Inquiries for lumber 
at reduced prices were more numerous dur- 
ing the week. Prices seemed to hold, no 
further concessions appearing. Chief weak- 
ness has been in common items. Upper grades, 
which generally have maintained price levels, 
were a shade stronger. Stocks continue well 
assorted and mills are experiencing no diffi- 
culty in making prompt shipment on carload 
orders. Mixed cars are hard to fill in some 
instances. 
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WESTERN PINES—Liberal buying by line 
yards was credited for the slightly greater 
strength displayed in Ponderosa this week. 
D&better stocks are badly broken, and a 
few mills report a scarcity of Nos. 1 and 2 
clear in all thicknesses. No. 3 boards are 
not plentiful. Voluntary curtailment has 
been a factor in keeping prices from slipping 
as much as in other woods. 


HARDWOOD—The curtailment of indus- 
trial activity has been keenly felt in hard- 
wood quarters, where shipments are well 
below production. Prices show no particu- 
lar change. One of the district’s largest 
furniture plants has been closed for over a 
month, the first time in seven years that it 
has closed. 

DOUGLAS FIR—Demand is light. Prices 
are weak, with mills restricting further 
markdowns. Many large mills have full 
stocks, and are able to fill mixed cars 
promptly. 


OAK FLOORING—Prices have been in- 
creased by about 50 cents per thousand feet. 





in" on some nice business. 


*Name on request. 





Memphis Wholesaler Gets 
Profitable New Accounts From 
Red Book Supplements! 


"Here are copies of invoices for........ cars of hardwood 
lumber that we have shipped this concern during the past 
month. We learned of this new company through an item that 
appeared in one of the Supplements to your rating book. That's 
a feature of your service that appeals to us." 


That is a statement made recently by a Memphis hardwood 
wholesaler.(*) The name of their new customer had been pub- 
lished in a TWICE-A-WEEK Supplement to the Lumbermen's 
Credit Rating Book, signaled as a NEW CONCERN, and this 


wholesaler, always on the look-out for new accounts, "cashed 


How many times a year this experience is duplicated by other 
subscribers no one knows, but it is safe to say that such expe- 
riences have been frequent enough to impress hundreds of 
manufacturers and wholesalers, as they stick to the SUPPLE- 
MENTED Red Book year after year. 


Another important function of the TWICE-A-WEEK Supple- 
ments is keeping subscribers advised of all changes in the ratings 
of concerns already listed in the book. This is a truly important 
function and, combined with the announcements of riew con- 
cerns, it makes the Lumbermen's Credit Rating Book more than 
just a book—a sales and credit service. 


If you are selling to furniture or other woodworking factories, 
or to dealers in lumber and allied products, you will want more 
information about this unusual service. The Lumbermen's Credit 
Ass'n Inc., 608 S. Dearborn St., Chicago or 99 Wall Street, 
New York City, will be glad to send you full information, if you 
will write to them at either address. 
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SHINGLES—Due to the elimination of the average amount of material is going to the considerable quantities of flooring oak at 
Canadian operators from the market, shingle smaller towns, but the expected seasonal fall- prices that are slightly below the market. —— 
prices were hiked 5 to 10 cents a square this ing off in the rural districts is noted due to Flooring mills received orders for 5,528,000 
week. Nos, 2 and 3 were in good demand _ pressure of farm work. Manufacturers re- feet; produced 6,925,000 feet, and shipped ‘ 
and not too plentiful at some mills. port a satisfactory business to date this year. 6,521,000 feet. Hardwood production has 
. " , RETAIL—At 477 retail yards in the ninth >&¢ Stepped up slightly. 
Minneapolis, Minn. Federal Reserve district, 4,870,000 feet of i ae . i‘ 
lumber was sold last March, as compared Cincinnati, Ohio 
NORTHERN PINE—While shipments have with 3,189,000 feet sold in February, and 
increased, production is lower. Demand de- 4,940,000 feet sold in March last year. At HARDWOOD MARKET—Spot orders for 
creased until the past few days, when a 455 yards, stocks on hand at the end of last Appalachian hardwoods were scattering, ——e 
slight upturn was noted. Most material is March totaled 85,347,000 board feet, as com- though inquiries were reported improved in F 
going to retail yards to round out stocks, pared with 84,258,000 feet Feb. 28, and 91,973,- several lines. Oak and maple flooring and : 
but there is little inclination to purchase for 000 feet March 31, 1937. Total sales of all interior trim were in better call. Many con- Angel 
future use. Rural yards are in the market materials at 477 yards in the _ district tractors and architects were figuring on con- Co., i 
for slightly increased shipments, but con- amounted to $906,320 last March, $782,330 in struction work contingent on FHA commit- Lee 
struction activity in the country areas has February and $944,330 in March a year ago. ments. Wholesalers reported a fair busi- Hagg 
not yet reached the expected activity. In- ness from small town and rural retail yards. | 
dustrials are taking a fair volume of low Sh rt L Sellers felt more optimistic, although they appes 
grade stock, with considerable better grade revepo , a. admitted that prices were still weak. South- Lee 
material going to the sash and door fac- — y ern hardwoods, such as red and sap gum, Bastre 
tories. Stocks in the hands of manufacturers Pence 2 ag ee — —— showed no improvement. visitir 
are about 50 percent larger than those a a — ee See im y ee . 
- getting hardly any business except from the SOFTWOODS—Pine and cypress business G 
year ago at this time, but, since there is South. Mills have followed the lesser de- Was quiet, but inquiry was much improved, "= 
no surplus, prices are holding firm at levels jana with curtailment in production, and and prices showed some stiffening. Lumb 
established months ago. for the past two months have actually re- of the 
NORTHERN WHITE CEDAR—Although duced surplus stocks somewhat. Prices have Jacksonville Fla A 
farmers are now busy in their fields, ship- been more or less weak. ' ag S ae 
os “wo are going forward in fair SOUTHERN HARDWOODS—Volume of SOUTHEASTERN MARKET—Mill owners sit 
ae reese » ag nag ty replenishing supplies gers has picked up somewhat in the last are expecting improvement in the near future VISICO' 
weeeee - Be Barre demand earlier in the two weeks, and a slight increase in prices as the result of the housing program and busin 
ge Algo ,- ee ee Se ae - has followed. The export market is showing the prospective pump-priming sponsored by Eff 
umenher —b Ah aeks Aa cryin ose signs of life, and the receipt of quite a num-- the Administration. Most cypress mills re- ber C 
Sainsterme and mo snemetasten have cainom ber of orders from overseas is reported. Sur- port inventories as being in good condition Chica 
considerable toll along power and rural tele- plus stocks at mills have been gradually and are able to move expeditiously virtually instea 
phone lines, and there has been a fairly worked down. any orders without any need for substitution 
<n demand Ser ventncement " ‘“ of items. Southern pine remained in the H. 
y — —— Memphis Tenn doldrums, with shortleaf mills operating well 6627 
Prices are firm, and, with some items in . : under capacity. Longleaf pine continued to 
short supply, there is no likelihood of lower SOUTHERN HARDWOODS — Trade condi- i te & relatively better position, but prac- for t' 
quotations. tions in hardwoods have improved only  ticaily .all mills could handle considerably Shing 
MILLWORK—While some sash and door slightly. Buying is spotted and takes in more than present volume. Hardwood mills Wa 
factories report their volume of business’ practically all items. A large part of the are*operating under capacity, as sales con- & D 
about on a par with that for the past few sales is of low grades to manufacturers of tinue on a low level. Occasional cargoes are te 
weeks, others point to appreciable increases, boxes and crates. Prices are none too stable. being lifted for European ports, with some perio 
with most of the material at present going Furniture manufacturers have been hand-to- joving to South America. has b 
for residential construction in the larger mouth buyers. Export sales have been very week, 
cities. Labor difficulties and strikes which low due to the fact that London and Liver- S. 
impeded work the latter part of last year pool brokers’ yards are full—or nearly so. Houston, Tex. a 
have for the most part been ironed out. An Flooring manufacturers have been taking SOUTHERN PINE—Because of specials prions 
gotten out by mills desiring to move certain (Was 
items, there has been some recession in Whol 
prices. Some weakening has occurred in 
No. 1 boards. There apparently has been a N. 
» | little pick-up in demand, but not enough to depar 
prevent the recession of prices. Export in- ciatio 
ra quiry has shown considerable increase, with votin; 
prices holding firm on all higher grade items. work 
The Island trade, however, has shown little 
e activity, with quotations very low. The only . W. 
°o uper va Lf scarce item seems to be 2x12-inch 20-foot & Tir 
No. 2, this being an oil field item. have 
: HARDWOODS—The market continues to Zeala 
Choose Huther Saws for their smooth and mark time. Prices are holding firm, but are juries 
easy cutting, their long-enduring service. too low. Most mills are on about 50 per- 
For more than 50 years the choice of careful cent of normal running time. Logging con- Tw 
buyers. ditions have been very difficult, as flooded i C 
Illustrated catalog of the complete Huther streams have closed some mills. oa, 
line sent on request. Write for your copy. SHINGLES a onenge wer poe 
ion. quota is filled and American mills are shor 
Huther Bros. No obligation of a number of items. The lath market con- of 29: 
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ARKANSAS SOFT PINE—Business showed the V 

some improvement this week, but is still far field 

under seasonal normal. Orders continue ; 

badly mixed, with upper grades in better de- W. 

mand than common items. A few surplus the V 

items are offered in quantity lots at $1@2 and | 

concessions. Most mills report® being sold Prom 

up on Bé&better casing, base and moldings annuz 

and the narrower widths of finish, although ber o 

a few report these items in good supply, 

along with flat and edge grain flooring. Th 

Month-end inventories show shipments have sued 

just about equalled production during a a 

j j month. Such stock as has accumulated is est 

soso a set of our Planer and Jointer Knives and see conkact largely to conten Seema parttee- aan 

: ow they compare under actual service conditions. larly 1x4-inch Nos. 2 and 3, and 6-inch No. 3. line 
SPECIAL: Send us a paper pattern with dimensions and kind of SOUTHERN HARDWOODS—Inventories He 

. * wood to be worked. We will quote you at once and show a slight reduction at some mills, as ty-th 
ial give you earliest date of delivery. scarcity of logs has held down production. io a 
[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry] Several sales of 4/4 No. 2 sap gum at $11@12, OUIS 

mill basis, have been reported. Some furni- visite 

ture plants are purchasing limited a aganos wi at 

of common and better gum, while some roug refore 
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flooring mills. Demand for oak flooring con- Cc 
(Continued on Page 86) Lumt 
and t 


WESTERN AGENTS: Hall & Brown W. W. Machine Co 


, St. Louis, Mo, 











—“—FrlUcrrhlU hw US i i ce Me 


rl ae 


MBaaow’r-e SDBaowwvniwvns- 


TOoOPrnovinran st 





May 7, 1988 


Amemeanfiunherman 





YARD, MILL 





Newsy Notes of Persons and Places 


and OFFICE 





F. A. Toste is a new salesman in the Los 
Angeles office of the Lawrence-Philips Lumber 
Co., it is announced. 


Lee Hanks, secretary-treasurer of the Smith- 
Haggard Lumber Co., Lexington, Ky., had an 
appendectomy April 18. 


Lee Wilbarger of J. L. Wilbarger & Co., 
Bastrop, Tex., has been in Beaumont, Tex., 
visiting his sister, Mrs. John N. Gilbert. 


Grady Harrison, manager of the Arkmo 
Lumber Co., Helena, Ark., was elected president 
of the Rotary Club in his town April 20. 


A. J. Russell of the Sante Fe Lumber Co., 
San Francisco wholesale firm, was a recent 
visitor to Seattle. He is optimistic over future 
business. 


Effective May 4, the Squires & Fisher Lum- 
ber Co., which specializes in western pines in 
Chicago, will be located at 7253 Yale Avenue 
instead of at 841 East 63rd Street. 


H. S. Eastman has opened a selling office at 
6627 White-Henrv-Stuart building in Seattle 
for the Ouality Shingle Co. and the Oakland 
Shingle Co., both of Edmonds, Wash. 


Walter Fifer of the wholesale firm of Lewis 
& Dalin, Portland, Ore., is making one of his 
periodic tours of Atlantic Coast markets and 
has = a New York visitor during the past 
week. 


S. L. Crawford, credit manager of the John 
Dower Lumber Co., has just been elected a 
member of the board of trustees of the Tacoma 
(Wash.) Association of Credit Men and the 
Wholesalers Association of Tacoma. 


N. S. Perkins, manager of the engineering 
department of the Douglas Fir Plywood Asso- 
ciation, is visiting the eastern market hut de- 
voting most of his time to plywood promotional 
work in New York and Washington. 


W. Yale Henry, president of the Henry Mill 
& Timber Co., Tacoma, Wash., and Mrs. Henry 
have returned from a six-weeks tour to New 
Zealand. Mr. Henry is recovering from in- 


juries received in a traffic accident last year. 


Two records were established recently by 
the Cudahv (Wis.) Inmber bowling team in the 
Vatters Home Bowling league. The pinmen 
had a 1026 score for a new team single high 
mark, and went on to set a three-game record 
of 2917. 

The thirtieth wedding anniversary of Mr. 
and Mrs. John A. Blum was observed with a 
family dinner-dance for friends, April 28. Mr. 
Blum is president of Blum Bros. Box Co., and 
the Wisconsin Butter Tub Co., both in Marsh- 
field, Wis. 

W.-C. Bell of Seattle, managing director of 
the Western Retail Lumber Dealers Association, 
and Leo Rider,. district manager of Lumber 
Promotion (Inc.), were recent speakers at the 
annual hanquet of the Olympia (Wash.) Cham- 
ber of Commerce. 

The Works Progress Administration has is- 
sued a report on its activities in Idaho, Wash- 
ington and Montana in assisting the U. S. For- 
est Service and the Bureau of Entomology and 
Plant Quarantine to combat blister rust in the 
white pine forests of the Northwest. 


Headed by Prof. Herbert D. McKean, twen- 
ty-three seniors from the school of forestry of 
Louisiana State University in Baton Rouge 
visited industrial plants in Crossett, Ark., April 
27 and 28. The students studied logging and 


reforestation methods used by the Crossett Lum- 
ber Co. 


G. Scruggs of the Scruggs-Guhleman 


Lumber Co., Jefferson City, Mo., received chest 
and back injuries April 15 when his automobile 





rolled down an embankment. His son was driv- 
ing the car when it came directly upon a herd 
of cattle. When the brakes were applied the 
machine skidded on the wet pavement and over- 
turned. John, the son, was not hurt. 


The lumber team in the campaign of the 
Buffalo Joint Charities and Community Fund 
has as its captain Ralph C. Crowley, vice pres- 
ident of the Atlantic Lumber Co. Other mem- 
bers of the team are, L. N. Whissel, George W. 
Little, Fleming Sullivan, Clark W. Hurd, John 
H. Wall, Clarence W. Bodge and Shirley G. 
Taylor. 


Confidence in the future of Chicago’s building 
industry is shown by the formation of the Twin 
City Lumber & Supply Co. at 2933-57 South 
Cicero Avenue. Sheds are under construction, 
and will house a full line of lumber, insulation, 
paint, and builders hardware as soon as they are 
finished. S. Adams is president of the firm, and 
Ben Brotman is manager. 


Heinrich Wesemann was the leader of nearly 
forty representatives of a Nazi industrial or- 
ganization, comprising men interested in prac- 
tically every phase of lumbering in Germany, 
which viewed saw mills, forests and lumber 
plants in the Southeast in the middle of April. 
The group’s itinerary included Savannah, 
Charleston, Columbia, S. C., and Bristol, Va. 


Paul T. Sanderson, president and general 
manager of the Texas Long Leaf Lumber Co., 
Trinity, Tex., was elected president of the East 
Texas Chamber of Commerce bv the directors 
on April 26. For the past year Mr. Sanderson 
has been chairman of the forestry committee of 
the organization, and has been active in the 
bodv since his election to the board of directors 
in 1931. 

John F. Buchanan, superintendent of the 
Henry Mill & Timber Co., Tacoma, Wash., has 
been chosen president of the Sixth Washington 
Congressional District Republican Club, whose 
area embraces Pierce County and parts of King 
and Kitsap Covnties. Active also in the club 
counsels is Paul H. Johns, chairman of the 
Pierce Countv Renublican club and president of 
the City Lumber Co. (Inc.) in Tacoma. 


W. B. Downs, special representative of the 
Lumbermen’s Credit Association, Chicago, has 
returned to his office after a two-months’ swing 
through Kentuckv. Tennessee, Alabama, Missis- 
sippi, Louisiana, Texas, Arkansas, Missouri and 
Indiana. During the trin he attended four con- 
ventions, Southern Hardwood Producers, South- 
ern Pine Association, Lumbermen’s Associa- 
tion of Texas and the Indiana Hardwood Lum- 
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bermen’s Association. He reports finding better 
business in Texas than in any other State. 


Stockholders of the Southern Lumber Co. 
visiting their operation in Warren, Ark., this 
week included: Edwin B. Lindsay and Burdick 
Richardson of Davenport, Iowa; Rodney Ains- 
worth of Moline, and Charles Ainsworth of 
Rock Island, Ill. Messrs. Ainsworth operate 
Dimock Gould & Co. (Inc.), well known retail 
concern of Rock Island and Moline. 

Four prominent Tacoma lumbermen are listed 
as officers, directors and stockholders of Ta- 
coma Broadcasters, Inc., of Tacoma, Wash., 
which is petitioning the Federal Communications 
Commission for a radio license. They are C. 
C. Cavanaugh, president Cavanaugh Lumber 
Co.; C. S. Chapman and W. L. McCormick, 
chief forester and secretary, respectively, of the 
Weyerhaeuser Timber Co., and J. J. Dempsey of 
the Dempsey Lumber Co. 


Dr. J. V. Nevin, head of the research depart- 
ment of the Harbor Plywood Corp. and widely 
known as a chemist in the plywood industry, ac- 
companied by Mrs. Nevin left Aberdeen, Wash., 
April 26, to visit in Ireland. They will go to 
Dr. Nevin’s old home in the southern part of 
Ireland and then will go to County Waterford, 
where Mrs. Nevin owns a farm. They also will 
visit in London, Brussels and Paris. It will be 
Dr. Nevin’s first visit to Ireland in thirty 
years. They will start their return trip to 
Aberdeen, July 15. 


The League Lumber Co., Baltimore, has 
moved its main office from Pier 6 Pratt Street 
to South Caroline Street in the structure long 
occupied by T. J. Shryock & Co. The old 
location is being maintained as an order office. 
The ground floor at the new address is fitted 
as a warehouse for stock, and some wood work- 
ing machinery has been installed. The upper 
story has been renovated with lavish offices re- 
sulting. Various new paneling materials were 
used on the walls and ceilings, and Venetian 
blinds temper the light from large windows. 


COMINGS & GOINGS 


LAMESA, TeEx.—W. T. Globe of Winert, Tex., 
has become assistant manager of the Forrest 
Lumber Co., here, following an affiliation for 
four years with R. B. Spencer & Co. 

Lussock, Trex.—Price H. Caskey, who has 
been assistant manager of McKinley Bros. Lum- 
ber Co. in Longview, Tex., for sixteen months, 
became affiliated with the Cicero Smith Lumber 
Co., here, May 1. His former job has been 
assumed by Robert Yarborough, Jr., whose 
father is in charge of the company. 

CLEVELAND, Ou1o.—H. A. Kramer has re- 
signed as secretary-manager of the Lumber In- 
stitute to accept the vice presidency of the Har- 
vard Lumber Co. 

JEFFERSONVILLE, On10.—Clark Robinson has 
resigned from Thomas & Co., here, to take a 
position with the retail lumber concern of 
Charles C. French in New Holland. 

CLARKSVILLE, Mo.—Orion Moore has suc- 
ceeded George C. Dewel as manager of the 
LaCrosse Lumber Co. yard here. The latter 
has accepted a position with the E. C. Robinson 
Lumber Co. at Cape Girardeau, Mo. 








New Wholesale and Commission 


Office Opens in Chicago 


The opening of the Adams Lumber Co. in 
Room 1715 at 11 South LaSalle Street, Chicago, 
has been announced by Arthur Adams, who has 
been with the Edward Hines Lumber Co. for 
twenty-one years in the capacity of general 
traffic manager and as a specialist in railroad 
sales. He worked directly under the late Ed- 
ward Hines until the latter’s death in 1931. 

The Adams Lumber Co. will do a wholesale 
and commission business, dealing in all kinds 
of wood. Mr. Adams will specialize in creo- 
soted fence posts, railroad ties and other mate- 
rials needed by railroads. He looks at the 
future with optimism, and believes that the lum- 
ber business is on the threshold of better days. 
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Out of the South 


W. H. Smith, who for many years was su- 
perintendent of manufacture, recently has been 
made assistant sales manager of Peavy-Moore 
Lumber Co. (Inc.) and now makes his head- 
quarters in Shreveport, La., where he assists 
Sales Manager W. A. Peavy in marketing the 
products of the company’s mills at Deweyville. 
Mr. Smith has been in the lumber business for 
forty-one years—twelve years with Angelina 
County Lumber Co., twelve with Long-Bell 
Lumber Co., and seventeen with Peavy. 


John E. Kennedy, Jr., 16-year-old son of 
John E. Kennedy, of Kennedy & Denny Co. 
(Inc.), Shreveport, La., will enter West Point 
Military Academy in July, having graduated 
with high honors from Byrd High School in 
Shreveport. Young Kennedy was named the 
“outstanding cadet” of R. O. T. C. in 1937. The 
young man showed a marked aptitude for 
mathematics during his high school years and 
had an over-all average for the four years of 
“A.” His father is an old time lumberman, 
having been engaged in the business for many 
years. 

A well known lumberman’s son who is mak- 
ing good in a responsible position in his father’s 
business is A. M. Wrape, sales manager of W. 
R. Wrape Stave Co. (Inc.), Little Rock, Ark. 
Mr. Wrape attended A, & M. College of Texas, 
where he graduated in engineering. Complet- 
ing his college course, he decided to join his 
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Williams and given the new name. This com- 
pany reports an active business, particularly in 
connection with remodeling and repair work 
under Title I of the National Housing Act. 
It is actively promoting new home construction 
also under FHA. Arkadelphia is outstanding 
among the smaller cities of the South in its 
home building program and this enterprising 
new retail lumber and building material con- 
cern, taking advantage of that fact, reports a 
quite satisfactory business. 





Down Arkansas Way 


Ed Mays, president of the Mays Manufac- 
turing Co. (Inc.), of Leslie, has announced 
himself a candidate for the Republican nomina- 
tion for county and probate judge in the 
August primary. 

G. A. Payne has assumed his duties as man- 
ager of the Arkansas City plant of the Vestal 
Lumber and Manufacturing Co., succeeding 
Park Vestal, who has been transferred to Clay- 


ton, La., where the company operates a large 
mill. Mr. Payne formerly was located at 
Helena. 


Prof. F. S. Baker, of the Forestry depart- 
ment of the University of California, recently 
visited the Ouachita National Forest at Mena, 
en route East. 

T. G. Bass, formerly of Marshall, Tex., has 
purchased an interest in the Anthony & Wil- 
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The above photograph shows an International PD-80 Diesel power tractor plant, manufactured by 


International Harvester Co., 


operating a mill owned by F. T. Ronkainen, Max, Minn. 


180 N. Michigan Ave., Chicago. 


It is owned by Stanley Mohelski, and is 
The outfit was producing 13,000 to 15,000 


feet of lumber per 8-hour day on 30 gallons of fuel costing 9!/2 cents a gallon 





father in the stave business, and has been re- 
sponsible for the installation of many improved 
methods of manufacture that have kept that 
concern out in front as one of the largest stave 
manufacturers in the country. Just about a year 
ago the company installed two flooring units and 
began the manufacture of oak flooring. During 
that time this product has gained an enviable 
reputation in the trade, “Dixie Brand” having 
become popularly known. Sales are in charge 
of A. M. Wrape and the output is kept moving 
out, going to buyers from coast to coast. An- 
other son also is assisting the elder Wrape in 
the conduct of this well known stave and floor- 
ing business. 


Indicating the growing importance of for- 
estry and correct forest utilization, particularly 
in the South, is the recent organization of In- 
dustrial Forest Managers, the organizers being 
Julian McGowin, of the W. T. Smith Lumber 
Co., Chapman, Ala., and L. K. Pomeroy, of 
Ozark Badger Lumber Co., Wilmar, Ark. Both 
of these men are graduate foresters and have 
made a thorough study of forest management 
both in the United States and in Europe. They 
are well equipped to serve lumber and other 
industries in developing sustained yield forestry 
programs and profitable. methods of forest util- 
ization. 

The Clark County Lumber Co., Arkadelphia, 
Ark., is the successor of Thos. G. Clark Lum- 
ber Co., that concern having been purchased sev- 
eral months ago by George W. Peck and Ralph 


liams Lumber Co., Kingsland, Ark., and will 
become manager of the firm. Mr. Bass is a 
veteran lumberman having had twenty-three 
years experience. He, also, owns an interest 
in the Bass-Ellis Lumber Co., of Marshall. 


The Wilson Brothers’ Lumber Co., Tex- 
arkana, has a contract to ship 400 tons of saw- 
dust to various parts of western Oklahoma for 
use by agricultural agents in twenty counties in 
preparing for the annual invasion of grasshop- 
pers. The sawdust is used as a base in a poison 
mixture. 


President H. W. Finkbeiner of the C. W. 
Lewis Lumber Co., Benton, has announced that 
12,000 pine seedlings have been set out on lands 
of the company in Saline county. 


The Fordyce Lumber Co., Fordyce, has taken 
the lead in the clean-up movement being spon- 
sored by the city, and is “placing its house in 
order,” meaning that the mill town is being 
given a genuine cleaning. The firm has, also, 
contributed to the mosquito control campaign 
the city is endeavoring to promote. 


Nathaniel Dyke, Jr., Fort Smith lumberman, 
has been named to the Arkansas Centennial 
Commission by Gov. Carl E. Bailey. 


J. Carthell Robbins, Stuttgart lumberman, 
served as toastmaster at an assemblage of 400 
Rotarians of the 138th district at Brinkley, 
when Paul P. Harris of Chicago, founder and 
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president emeritus of Rotary International, was 
guest of honor. 


A venereal disease clinic at Wabash, Phillips 
county, has been made possible by the Howe 
Lumber Co. of Wabash. The company is un- 
derwriting the costs of the clinic which will be 
open to all persons in the southern section of 
the county. 





Eastern Company Disposes of Its 
Wholesale Warehouses 


30sTON, Mass., May 3.—Announcement was 
made today by the Hawkins Lumber & Ware- 
house Co. (Inc.) of the sale of its wholesale 
warehouses and equipment located in South 
Walpole to the Diamond Match Co., wholesale 
lumber and building materials division. An 
official of the purchasing company has informed 
the AMERICAN LUMBERMAN that the new loca- 
tion will continue as a wholesale distribution 
point, and carry a complete line of lumber and 
wood novelties for delivery by truck to the re- 
tail trade and to the fifteen yards operated by 
the firm in New England. The Hawkins firm 
will concentrate at its wholesale warehouses on 
Cambridge Street, Somerville. 





Pictures Plywood Situation 


BALTIMORE, Mp., May 2.—Among those who 
attended a conference of the selling staff and 
office men of the Harbor Sales Co. (Inc.) re- 
cently at the Lord Baltimore Hotel, was E. 
W. Daniels, vice president Harbor Plywood 
Corp., Hoquiam, Wash., the parent of the Balti- 
more concern, who gave a talk on the plywood 
situation and expressed some rather cautious 
views about the prospect for the year. He fore- 
saw a fair business, he said, but no substantial 
advance in construction which calls for the use 
of plywood. D. K. Covington, vice president 
of the subsidiary, presided, and other talks were 
given by Clarence D. See, who spoke on mer- 
chandising; C. F. Gerwig, the purchasing man- 
ager, who gave facts and figures about pur- 
chases and orders; R. T. Pindell, credit man- 
ager, who told of credits and the relation be- 
tween the credit and sales departments; C. P. 
Fritzsche, manager of the Washington (D. C.) 
warehouse, and other officials. The delibera- 
tions were lightened by a dinner and luncheon, 
and the members of the sales force were in- 
structed as to the policies and the projects 
of the company. The Harbor Sales Company’s 
activities take in Maryland, Delaware, Virginia, 
West Virginia, and North Carolina. 





Lumberman Married 50 Years 


PLymMouTH, Wis., May 2.—Fifty years of 
married life were observed by William Flood, 
well known Wisconsin retail lumberman, and 
his wife, April 25, when friends and relatives 
attended on “open house” celebration. 


Mr. Flood started his career in the lumber in- 
dustry shortly after his marriage when he be- 
came manager of a yard at Blue Mounds, Wis. 
In ensuing years he also managed yards at 
Brooklyn and Oregon, Wis. About 1895 he 
formed a partnership with Theodore Wackman 
and purchased a furniture business at Reeds- 
burg, but four years later again reentered the 
retail lumber business as manager of the Britt- 
ingham & Hixon Lumber Co., yards at Elroy, 
Wis. In 1924, he moved to this city and the 
George T. Rayne Lumber Co. was formed. The 
Plymouth Lumber & Fuel stock and buildings 
were purchased, and the company is still in ex- 
istence today with Mr. Flood as president; G. 
W. Flood, vice president and Fred W. Rayne, 
secretary-treasurer. 

The Flood family is comprised of five sons 
and their wives, and eleven grandchildren. Three 
sons, Frank, Leo and George are in the lumber 
business in Delavan, Wis.; Bernard is at White- 
water, and Gerald is associated in the local lum- 
ber firm. 
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Sash and Door Jobbers Finish 
Bowling Schedule 


The six teams making up the Chicago Sash 
& Door Jobbers Bowling League held a ban- 
quet in the Chicago Athletic Club the evening 
of April 22 as a finale to its alley season. Ar- 
rangements are being concluded to add two 
more teams to the league next season, and 
bowl every week instead of every other week 
as during the past winter. Tom Hengels of the 
Morgan Sash & Door Co. is chairman for the 
coming year. 


The Chicago companies which had one pin 
team each in the league were: White Pine Sash 
Co. of Illinois, Harbor Plywood Corp., Curtis 
Companies (Inc.), Morgan Sash & Door Co., 
Pacific Mutual Door Co., and the Red River 
Lumber Co. 
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New Manager Named as Head of 
Reorganized Company 


LoyaLton, CALiF., May 2.—J. M. Bedford, 
who for eight years successfully managed the 
Saginaw & Manistee Lumber Co. in Williams, 
Ariz., has assumed management of the Clover 
Valley Lumber Co. in this city. A. C. Ahrens, 
who has been acting manager of the concern 
during its reorganization, will continue to serve 
the company in the combined capacity of as- 
sistant manager and manager of sales. 

It is said that additional capital has been pro- 
vided, and that extensive improvements will be 
made to permit the continuous operation of 
the large plant. The plans include the installa- 
tion of two new edging machines, a new log slip 
and deck. Two tractors and a lumber carrier 
will be purchased. 





Reis stain fungi infecting 
pine, sap gum and many other 
species with LIGNASAN anti- 


stain chemical. It is easy to use 
and very economical. Only one 
pound of LIGNASAN to fifty gal- 
lons of water is needed...enough 
to dip 4000 to 5000 feet of lumber. 
Mixed species may be dipped 
in the same vat. LIGNASAN 


Dip one-half the length of 50 
freshly sawn, very sappy boards 
in LIGNASAN solution. Leave 
other half undipped. Carefully 
mark boards for identification 
later and stack in lower part of an 
air seasoning pile. Inspect when 
dry and note sap stain control on 
ends dipped with LIGNASAN. 


should be used in cold solution. 


Results have been consistently 
good year after year at hundreds 
of mills throughout the country. 


MAKE THIS 
TEST 


Order a trial supply of LIGNASAN today. 


E.1.DU PONT DE NEMOURS & CO., Inc. 


GRASSELLI 


CHEMICALS DEPARTMENT 
WILMINGTON, DELAWARE 
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East and west side mills have reported the following average f. o. 
on southern pine to the Southern Pine Lumber Exchange, New Orleans, 


Amermecan fiumberman 


THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


made in the period April 22-26, but, where prices for this period 
prices for the month to date have been inserted and starred (*): 





West East West East 
Side Side Side Side 
Flooring, Standard No. 1 Shiplap and 
Lengths Boards, 10-20’ 
1x8 rift— PRPS 41.49 43.12 
B&btr Sht. 54.05 655.20]1x5@10 ... 44.73 49.41 
No. 1 Sht..*44.96 — Beare 58.66 62.73 
No, 2 ....%34.25 39.25 
1x3 flat Surfaced Finish, 
grain— 10-20’ 
B&better.. 44.50 40.21|/B&better 
No. 1 .... 38.58 40.25|Inch thick— 
No, 2 ....*24.63 27.95 |4 eae 53.14 50.25 
Gee tes: 00 51.1 
ix4 rift— 8 ge 53.66 51.75 
B&btr Sht. 55.41 68.00|1x10 ..... 94 58.05 
No. 1 Sht. 50.33 50.00|1x5 ...... 56.35 59.50 
No. 2 ....%29.25 37.00 DY 20 atees 79.58 73.95 
1x4 flat 5&6-4 thick— 
rrain— 4, 6, 8 63.00 60.00 
B&better.. 44. 15 40.63|5&10 72.00 71.25 
No. 1 .... 39.31 38.30/12 ....... 5.25 *86.28 
No. 2 .... 17. oD 17.73] o__ 
Ceiling, Standara = |{"°P thick) oo 547.80 
Lengths «Etat 46.49 50.50 
ante ixb&i0' ||. 6068 49:80 
x 
Bé&better..*37.70 *34.00/19 63.61 *60.38 
—_— Rough Finish 
B&better.. 34.81 34.33 - _ 
No. 1 .... 33.92 32.25 say 
B&better— 
Partition, Standard [Inch thick— 
Lengths i shxumnaae *51.38 ... 
x4 — ees *49.25 *50.63 
——o 40.00 ¢  Peeasse 48.75 *54.63 
r.. 46. 46.00]1x5&10 ..*54.88 *54.38 
Silene. teeta Ot ease es 57.00 
ard Lengths, 1xe” |°*6/4 
thick— 
No. 117— err 60.50 58.63 
B&better.. 36.64 34.50/5&@10 ..... *70.39 *69.50 
No. 1 .... 43.63 40.75/12 ....... 75.75 *82.50 
No. 116— 
Bé&better.. *45.25 *42.17|/Casing, Base & Jamb 
1 .... 43.63 40.75 10-20’ 
padetter, 
ponte: patterns— fix4 ...... 61.14 61.50 
Bé&better.. 45.00 43.44 1x6a8": .. 63.50 60.27 
No. 1 .... 40.68 35.25(1x5&10 ... 68.17 61.75 


b. mill sales prices 
La., for sales 
were not available, 





West Past West East 
Side Side Side Side 
No. 1 Fencing, 10-20’ No. 2 Shortleaf 
Ixt ...... 41.47 41.58], Sancnares 
Gane 42.21 42.81 12 & 14... 18.78 165.55 
rae 20.02 16.75 
No. 2 Fencing & CM | 0x¢ 

Standarg Lengths [13 & 14... 15.84 14.98 
a *9.75 errr 15.80 15.41 
De é-«ewale *12.00 xR 

12 & 14... 16.70 16.71 

No. 2 Shiplap and oe even ees 17.40 16.27 

Boards, Std. Leth. | 2x10 
s = 12 & 14... 19.30 18.33 
augetr’s ... 17.84 16.48]16 ..-..... 19.03 18.62 
se 17.72 16.62}?x12 

_ | ae 25.53 19.19/12 & 1 . 21.41 18.36 
OP. éeusacs 20.51 19.25 
No. 3 Fencing, 

Standard Lengths No. 3 Dimension, 
ee 9.58 2. as 
sae 11.25 12.21 + rn 
1x6 CM .. 123.52 13.03] 2x4 ...... 13.43 12.00 

tl L V’t— 
eo ates PO & fone 

Boards, Standard — rere Ry Ry 

eae : 

— 2x10 ..... 12.00 *12.11 

PCr ce 28.35 SECT SEIS ...-- 17.01 13.00 
Be Asese 13.25 12.72 
BGS écces 13.20 12.79 

Timbers, 20 & Under. 

No. 1 Shortleaf No. 1 
Dimension Longleaf— 

2x4 4x6—8x8.. 37.25 
12 & 14... 22.98 21.34] 5x10-10x10 41.00 
-. eeerces 24.05 23.23 Shortleaf— 

3x4&4x4.. 28.36 22.38 
12 & 14... 20.38 19.38) 4x¢6-—8x8_.. 25.71 22.89 
1 gaterses 20.27 20.00 8&4x10 “4 30.00 *96.20 
2 x x pea 
12 & 14... 22.25 20.00] 3¢4x12 ... 38.11 26.25 
Sere 22.72 20.7515x12-12x12 34.67 33.00 
2x10 
2 Rees 72 so 
cae ‘i ; 
Rabe 33.48 29.39 Ptastes Sat 
2x12 %x1%”, 4— 
12 &1 35.72 30.90]}No. 1 .... 3.86 4.05 
De sbeanes 86.79 32.67)}No. 2 .... 4.89 8.25 





CAROLINA PINE 


Following are prices realized, Norfolk rate 
of freight on sales made during the week 


ended April 30: 


Flooring 
No. 1 No. 2 
Bé&btr. Com. Com. 
Oo Pee are recr re $41.10 $37.80 $23.75 
| rename 39.90 36.55 22.00 
Ceiling 
Oe swecieaeeewn sen $24.60 $22.35 $14.45 
Finish, Dressed, B&btr. 
oO eer ee $47.00 (| er - $52.70 
. eee 47.00 ea 66.40 
ME Gab wae a aaa 45.25 BPE o6< oheews 66.55 
Pe avebeeeeanan 46.60 SS eee 76.10 
Boards, Dressed 
No.1 No. 2 No. 3 
Com Com Com 
Beer oe $35.50 $19.60 $13.85 
yy rp 38.25 18.20 13.85 
> eee 39.25 19.55 14.65 
OS rer 37.20 19.60 14.60 
OO eee ee 43.00 20.75 13.55 
TEE. cavh cheeese wa ee 55.95 23.60 oa 
Boards, Air Dried or Roofer Grade, 
No. 2 Common Dressed 
hee a oo ererell $18.85 he $18.00 
SN singers wie 6c 17.10 a eS 18.75 
SG ee 17.80 er 20.55 
Shortleaf Dimension No. 2 Common, Dressed 
8 to 16 18 & 20 
EES eee i 6 kw ease eke $20.25 $23.45 
EE eer ere 18.95 21.80 
DE Siictia cove de Jaen kanes 20.25 23.45 
CT Neha deknel vee aes eames eee 21.10 25.00 
DE GtarSberedcneuchaackon ae ae 22.90 26.00 


Following f. o. b. 


sociation by members 
April 18-23, inclusive. 


Commons, $2 or 4S— 





WESTERN PINES 


mill prices on actual 


sales were reported to the Western Pine As- 


during the period from 
Averages include both 


direct and wholesale sales, and are based 
on specified items only. 
Ponderosa Pine 


Quotations follow: 


5/4x8 6/4x8 

Spiects, S2 or 4S— 1x8 & wadr. & war. 

2 ee ear $62.65 $70.13 aaa 

Sf See eo 46.35 a eiaie 

SHop, S2S— No. 1 No. 2 

das ee eile ha Wilee re aed $36.59 $24.38 

EERE eS PO anne pe 37.38 24.24 

Come, | S2 or 4S— No. 2 No. 3 

of Sint Se ee $24.19 $18.34 

ix12 R EE epee 28.86 17.24 

No. 4, riz" Ss Ukr iv: +c nesane comes $14.96 
Idaho White Pine 

5-6/4 8 

Seuects, S2 or 4S— 1x8 & war. 

“Ee ae $72.03 $90.25 

<pumarey GE) Fils... oo .c cc ceee 54.12 73.70 


Cotental Sterling Standard 
0.1 No. 2 No. 3 


DEE nw Sed chee $40.39 $32. 30 $26. 71 
re are 67.13 43.88 6.28 
Weeity (No. 4) 4/4 TOW Miki cc oc cccccvwws $18: 20 
Sugar Pine 

1x8 5/4x8 6/4x8 

Seiects, S2 or 4S— &wadr. & war. & war. 
Wena? Wels . oo eo $75.00 $79.20 $79.33 
Ree 50% wos. = wae 76.04 75.11 74.00 
No ata 'a ad: wd eaatare 58.14 59.56 61.05 
SHop, S2S— o. No. 2 No. 3 
Ne oer $43.90 $29.8 $22.97 
UE in bigest safe he 43.11 27.73 17.95 
| rs anes ee 54.85 32.96 17.10 

Larch-Douglas Fir 

RI, UM Bhi is wo :wcn 00 cece eek $21.35 
ee eS aaa 20.53 
Boards, No. &, BS oF 46, 198 ...ccsvcscece 22.32 
Flooring, vert. gr., C&Btr. 4 RL........ 32.25 
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NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b, 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.8 


Brown Ash— FAS Sel Com Com Com 
BPG ssecceee $60.00 $50.00 $40.00 $30.00 $21.00 
SL ero 65.00 55.00 43.00 32.00 22.00 
OE cesses .- 70.00 60.00 60.00 36.00 22.00 
8/4 ........ 75.00 65.00 53.00 38.00 23.00 

No.1 No.2 No.3 

Basswood—- FAS Sel Com Com Com 
Mn. «sbesaee $78.00 oe 00 $52.00 $30.00 $22.00 
ee easexeus 83.00 73.00 56.00 32.00 24.00 
OE. «tencens 86.00 76.00 56.00 32.00 24.00 
Dk wseees -- 93.00 83.00 66.00 34.00 24.00 

ere 103.06 93.00 73.00 46.00 ..., 

eer Ke a 00 98.00 78.00 61.00. ..., 
8/4 .cccceee 70.00 60.00 41.00 25.00. .... 


Key stock, x No. 1 and better, $78; or on 
grade, FAS, $88; No. 1, $68; 5/4, No. 1 and 
better, $83, or on grades, FAS, $93; No. 1, $73. 


No.1 No.2 No.3 


Hard Maple FAS Sel Com Com Com 
4/4 ......--$73.00 $58.00 $48.00 $36.00 $17.00 
| - 78.00 63.00 53.00 38.00 19.00 
6/4 eseeee 83.00 68.00 56.00 38.00 19.06 
_,, Seer - 88.00 73.00 61.00 38.00 20.00 
eee 8.00 73.00 61.00 39.00 20.00 
et senwwewe 98.00 83.00 66.00 .00 a 

Ce wee eens - 98.00 83.00 69.00 40.00. .... 

UL, eens 118.00 103.00 81.00 43.00... 

ere 118.00 103.00 81.00 43.00 = 

16/4 - 158.00 143.00 121.00 .... .... 

No.1Com No. 2 No. 3 

Soft Elm— FAS & Sel Com Com 
4/4 ........$49.00 $39.00 $27.00 $20.00 
5/4 cocee Se 44.00 29.00 21.00 
Mee eaceck -» 54.00 44.00 29.00 21.00 
SESE a 7.00 47.00 32.00 21.00 

SEFe ceccccce BE 50.00 34.00 nee 

ee x86 ues -- 66.00 55.00 39.00 as 

No. 1 No. 2 No.3 

Rock Elm— FAS Com Co Co 
a xgex.caas 60.00 $38.00 $22.00 $19.00 
5/4 gene. ae 43.00 24.0 20.00 
MD wiafave-aturece 70.00 48.00 24.00 20.00 
8/4 . - 75.00 63.00 29.00 22.00 

eee - 85.0 73.00 41.00 ae 

12/4 .. «++ 95.00 83.00 46.00 27.00 

7 No.1 No.2 No.3 

Birch— FA Se Co Com om 
. eer $80.00 $70.00 $51.00 $33.00 $21.00 
5/4 ........ 85.00 76.00 656.00 387.00 21.00 
an stracqckcece aoe 90.00 80.00 61.00 42.00 21.00 
8/4 ....+22- 96.00 86.00 69.00 45. Po 22.00 

10/4 ........103.00 88.00 77.00 45.0 vend 

12/4 ........108.00 93.00 82.00 50.00 ooun 

16/4 ........156.00 146.00 122.00 .... 
me 6«an~ -+- 72.00 62.00 42.00 29.00. .... 
eee 74.00 64.00 45.00 30.00 .... 

No.1 No.2 pn 3 

Soft Maple FAS &Sel Com 
we «ree -++++ $65.00 $48.00 i. 9 #08 oH 
 -Gaueaese ‘ -- 70.00 52.00 
BPE cccccccccccces SD BLEe 37:09 31°00 
8/4 .. ee Os 85.00 62.00 37.00 22.00 





DOUGLAS FIR 


Seattle, Wash., April 30.—Current quota- 
tions f. o. b. mill on Douglas fir items in 
mixed cars for rail shipments direct to the 
trade appear below: 


Vertical Grain Flooring 


B&Btr. Cc D 
ME peeeencawe cocses eeee $34.00 $22.00 
Flat Grain Flooring 
MN . bvaisnaskce.cquue-e'k alata een $25.00 $33. 00 $16.50 
BEE .crede nie vceweues 30.00 28.00 22.00 
Drop Siding 
1x6 Pat. No. 106....$29.00 $27.00 $22.00 
1x6 Pat. No. 116. 29.00 27.00 ° 22.00 
" “Celling 
RC ye - - $24.00 $23.00 $16.00 
EEG J cacvsne-veccenee Me 24.00 16.50 
Common — and — 
1x6 1x8 ix 
Per $17.00 oti. 00 $17 0 $21.00 
No, 2 .... 14.50 4.50 14.50 16.00 
Oe. S icce . 00 9.00 9.00 
No. 1 Common Dimension 
12 1 20 
ae $18.50 $18.50 $20.00 $21.00 $20.00 
Se tcacceen -50 18.00 00 19.0 
ee weeesiawd 17.50 18.00 18.50 19.50 19.50 
| rn 19.50 19.50 20.00 20.50 20.50 
2x12 ........- 21.00 21.00 22.00 22.00 22.00 
No. 1 Common Rough and/or Surfaced 
Timbers 

“—s la _ 20 feet an horter and 

* edecutmnrdpunsedans it 
12218 ws x4 SPEscsse0cses np aneiuente 
12x12 22 to 30 feet..... vanyeedhhesene ee 
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F.O.B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from sf of sales made during the week 
ended M 


artd. me Gum uoitene” Oak 
AS— 
ar caida 63.50 | 4/4 ...... 47.00 
4 er 66.00 No. 2 Com 
Oe sie ies 66.00 | 5/4 ....-- 
ie stant 71.00 | |, Qrta. Red Oak 
No.1 &8 
ont 27.50@33.00 | 5/4 ..---. 54.75 
Plain Red Gum No. 1 & Sel.— 32.16 
N . 1 eeeveee . 
4/4 niaeal 25.50@26.00 | No. 2 Com 6.78 
— Eiain Red Oak 
hee 8 Egan 42.25 @ 46.00 
cna te 52.00 | No. 1 & Sel 
Nola 4/4 pea 24. 1.00@26. 6.50 
Ud ene 1T15@ 28.50 paren: 33:60 
St caces 36.00 | No. 2 Com $1.00 
| Teer 42.00 - Mixed Oak . 
Plain Sap Gum 
Sd. Worm 
Li a 22.95 See 14, 4.00@22. 50 
ae coins coe } Boose: nay 
"ieee 25.75 @ 26.75 eee 28.50 
Ne 1 & Sel.— 16.25 Plain Poplar 
- Babee 16.25 | No. 1 & Sel.— 
‘4 epnees 18.75 pair 31.00 
| ete : 
ae 21.75@22.25 | S74, 55.00 
No. om *" "Beach 
es canes 10.! 50@11. 00 wed 
 Iptias. 3.99 | Los run 
_. pene 13.75 | 9/4 a 
oth ad Gum: No. 1 Com. & 
| egies P TB elie 9.00 
| Pee 23.25 No. 2 Com 
Plain Black Gum '“ ae 12.50 
No. 1 & Sel.— Log run 
a 16.00@16.50 | 5/4 ...... 20.50 
No. 2 Com 10.50 . Cottonwood 
Plain Tupelo | ee 37.00 
a8 a 19.00 7 19.00 
a4 resent 28.00 "Sycamore 
5/4 oes. ; FAS— 
ade ck Se) wee .00 
Plain White Oak PA Willow 
iad, « 00 | 4/4 ...... 42.00 
5/4 scam 60. 00@70 0.00 No. 1 & Sel bapa 
8/4 - 5 gio! 0@se. 00 | as mm ola 
0. = 
Oe sacued 26.75@32.75 | 4/4 ...... 42.00 @ 48.00 
5/4 aretee. 28. 00 @ 49.75 15 No. 1 & Sel— wae 
8/4 ae 75 @50.00 0 No 2° Com.. nae 
Stl eave | 
No. 2 Com Log run— 
ae unééee 22.00 | 4/4 ...... 24.00 








OAK FLOORING 


Following are current quotations on oak 


flooring carlots, f.o.b. Memphis and Johnson 
ee i and Alexandria, La., as points 
of origin x24" ES x2” %& 
Clr, qtd. wht. big - $70.00 $0.00 Hx bo 
Cir. qtd. red. 5.00 59.00 59. oO +0 00 
Sel. qtd. wht. o5:00 52.00 66.00 63.00 
Sel. atd. red..... 63.00 52.00 52.00 54.00 
Cir. pln. wht... 68.00 654.00 60.00 48.00 
Clr. pln. red..... 65.00 54.00 56.00 48.00 
Sel. pln. wht.... 61.00 50.00 49.00 43.00 
Sel. pln. red..... 61.00 52.00 43.00 44.00 
No. 1 com. wht.. 52.00 44.00 38.00 33.00 
No. 1 com. red... 52.00 45.00 38.00 34.00 
No. 2 common... 34.00 23.00 21.00 15.00 
%ex2” %x1%” x2” 
Ci, GE. WEE... 60 e pons --$75.00 $75.00 ae 
oa Oe eee eee - 72.00 72.00 “es 
El, GO, WEE. vecvcceens 71.00 68.00 awake 
Ol, Ge. BONS cee cance -- 70.00 68.00 oman 
Clr. pln. wht........... 67.00 66.00 62.00 
Clr, PIR, TOE... ce ++ 64.00 63.00 55.00 
ee eae - 63.00 61.00 564.00 
ae eee -- 62.00 60.00 62.00 
No. 1 com. wht........- 52.00 47.00 43.00 
No. 1 com. Pee eenveernes 48.00 44.00 41.00 
MO. 3 GOUNOM cscccesee 23.00 18.00 pale 


New York poeneene prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
gine stock. $8; for %-inch, $4; for % and 

ne 


Chicago delivered prices may be obtained 
by —. to the above the followin a 
entials gured on Memphis origin: 
#-inch stock, $6; for %-inch, $3; for ral 
and 4-inch, $3.50. 





Amermecanfiumberman 
Lumber Market Review 


The softwood market, despite improv- 
ing prospects for building consumption, is 
still showing weak spots. With bookings 
below orders, many mills have been of- 
fering concessions, which, however, are 
largely confined to lower grades, on 
which small-mill competition has become 
keen. Encouraging to producers is the 
fact that yards in two extensive middle- 
western regions reported stocks now ap- 
preciably below last year’s levels; and the 
fact that building, in the South and West 
especially, shows signs of a healthy gain. 
Production exceeded mill bookings in the 
two weeks ended April 23, though it was 
about a third below last year’s for the 
same period, and mill stocks are well 
above last year’s. Holdings are not ex- 
cessive in view of prospective needs and 
depletion of distributors’ stocks. Slack- 
ness in industries generally puts a damper 
on much city building in the middle West, 
but there seems to be a fair trade in 
rural areas, because of last year’s gains 
in farm income. Eastern distributors are 
so hesitant that shippers have been at- 
tempting to stimulate buying by lowering 
prices; rate from Northwest ports re- 
mains $14. Though California is buying 
in fair volume, prices have declined in 
sympathy with those quoted the Atlantic 
coast; a new steamship Conference is to 
attempt to stabilize the coastwise rate at 
a higher level. Export business, because 
of the war-stoppage of Oriental buying 
and international tension in Europe, is at 
a low point, and ocean rates have reflected 
the slackness by further declines. 

Hardwood trade continues dull, with 
prices a little weaker but showing no im- 
portant changes. Furniture plants, despite 
their low consumption, seem to have re- 
duced stocks to nearer the buying point, 
but these and other industrial users con- 
fine themselves to hand-to-mouth lots. 
Flooring, however, is in fair call at 
slightly better prices, though flooring 
stock continues at low levels. Because 
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ARKANSAS SOFT PINE 


on ae are average sales prices, these 


b. mill figures being based on shortleaf 
8. obtained by Arkansas Soft Pine 
mills during the week ended April 20: 

Flooring 
Edge grain— 38-inch 4-inch 
—s AG AES i he eRe el ne $60.00 sy p+ 
rile and ate: # dice wid wcele wine a atare 51.00 
No 5 sito Lae Gig unio wielaveeunieralanm els 29.00 39. 00 
Flat grain— 
Ee a $44.50 $43.50 
of SES eS rere oe 39.50 39.00 
eS ReES ark Gerewie saver eaKes 26.00 25.00 


Ceiling & Partition 

B&Better No.1 
eee “oe heed 
co 


Boston Partition, }ix4.......... 


Drop Siding, 1x6 
No. 117 No. 116 


RSS EE Rae Pee $39.00 $45.00 
ND ia thas cA 6) ae! 6 a:a'414 Wraveocens 35.40 40.00 
SUE eseitng soon. ceankacece 26.00 28.00 

Finish, Surfaced, B&better 


5 5 6 8 10 12 
4/4 -- 4 $64.00 $57.00 $58.00 $65.00 $81.00 
5/4. 74.00 68.00 68.00 75.00 92.00 


Soils & Base, B&better 


4 5 6 8 
OO re $60.00 $67.00 $61.00 $62.00 
gE SRE 2 60.00 68.00 61.00 63.00 
Mouldings Discount 
Listed at $3 and under...............00% 40% 
EE ET 25 5 ois Wane Baloo le Maines res saneouen 35% 


Boards and Shiplap 
Boards, S4S, No. 1. 7“ oH et . ose. 00 $52.00 


or Shiplap No. 2.. 18.00 23.00 
No. 3.. is, OD if 00 14.00 14.00 
Dimension, S48, 16-Foot 

No. 1 No. 2 
ME slain) ain sdieavshiets, ots a abe ie Oh oie aaa $25.00 $20.00 
A, Ze ree ee, te ree Saree 23.00 17.00 
ky en a ee ens set ete Led 24.00 19.00 
ERE Serene ee nane. ogi on Rees aut 30.00 24.00 
Re ee ee ett rere ae Le 34.00 25.00 

Lath, %x1%, 4-Foot 
PED Mb nwa be Wea Societe wis Sinem $4.25 
MOG. B chcae ies Weceeeu saa eee ebe tebe 3.50 





WEST COAST LOGS 


Seattle, Wash., April 30.—Average prices of 
logs are as follows: 

Fir: No. 5 $24; = 2, $18-16; No. 3, $12. 
Peelers, No. $32; 2, $26. 

~— Shingle Road $12-14, lumber logs, 


$24-2 
Henilock: No. 2&3, $9-11. 





RED CEDAR SHINGLES 


Seattle, Wash., April 30.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 


overseas stocks are full, there is little de- Ps gcn $4.00-4.25 
mand from foreign markets. <2. Se caeneneb ere eepe hy od Baye 2.80-3.00 

WD Dahiieacathscdsss0+055s0devesthy 2.10 

Perfections: 
MAPLE FLOORING 0 =e seve biked $3.20-3.30 
ee RS SR Pee RES: 2.60-2.75 
Michigan and Wisconsin flooring mills re- | 3-18" 5/2% ......eeeeeereeeeeeecees 1.80-1.90 
port the following prices realized f. 0. b. XXXXX: 

ponte mill basis, during the week ended 1-16" 6/8 ° $2.80-2.95 
om eek Genet Shae: FONE MEE conceanseneatessocscoe seen 2:30-2:40 
Frere Be Rr Be | amen ap ere rT aoe Ss 1.75-1.85 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, May 2—Fcllowing are current prices on Appalachian hardwoods f. o. b. 


Cleveland: 
i 4/4 5/4 6/4 
ere 81.00 91.00 96.00 
Sem. & Sel.. 56.00 66.00 68.50 
Pin, White Oak: 
| Freres 101.00 111.00 116.00 
No. 1 C.&S.. 61.00 66.00 71.00 
Pin, Red Oak: 
|. | rr 86.00 96.00 101.00 
No. 1 C.&S... 56.00 66.00 71.00 
Poplar: 
We. As sanwee 93.00 103.00 108.00 
No - C.&S... 55.50 60.50 63.00 
NE. 60.0 4.5.0 02 73.00 78.00 78.00 
we "2: A Com. 42.00 47.00 49.00 
Basswood: 
TR. hc dines es 82.00 87.00 87.00 
No. 1 C.&S... 52.00 57.00 59.50 
No. 2 Com... 35.00 39.00 42.00 





8/4 10/4 12/4 16/4 
98.50 112.00 126.00 141.00 
73.50 81.00 91.00 110.00 
-| Ba 
181.00 146.00 161.00 —. 
76.00 86.00 96:00 ae 
11.00 136.00 146.00 166.00 
7600 86.00 96.00 120.00 
118.00 128.00 143.00 158.00 
73.00 83.00 98.00 oon 
iv Chestnut 4/4 5/4 6/4 8/4 
58.00 | "RAS .......108.00 113. 00 113.00 118.00 
No. 1 G&S; 73.00 73.00 73.00 83.00 
97.0 “ WHND Tro 45:00 46.00 63.00 
67.00 No. 1 
42.00| Sna. Wormy 36.00 40.00 41.00 48.00 
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FRANK GEORGE WISNER, 66, of Laurel, 
Miss., nationally prominent lumberman, three 
times president of the National Lumber 
Manufacturers’ Association, and one of the 
most active workers in behalf of the indus- 
try, died Sunday, April 24, in a New Orleans 
hospital, where he had 
been ‘taken _ several 
days before, suffering 
with pneumonia. At 
the time of his death, 
Mr. Wisner was prac- 
tically retired from ac- 
tive participation in 
the lumber business, 
but was still president 
of the First National 
Bank of Laurel, of 
which he was founder. 
Mr. Wisner was a 
native of Clinton, Iowa, 
born on March 5, 1875, 
and upon graduating 
from high school en- 
tered the employ of 
the Northwestern Kail- 
road for a time. In 1897 
he followed that other 
noted Clintonian, Silas 
Wright  -Gardiner, to 
Laurel, Miss., and be- 
came associated with 
Eastman, Gardiner & 
Co. In 1908 he became 
treasurer of that com- 
pany and after the 
death of Mr. Gardiner 
became active head of the business. 


n He was 
also interested in and one of the founders 
of a number of other important business con- 
cerns of Laurel, and one of that city’s out- 
standing philanthropists, noted for his serv- 


ices to city, State and Nation. Perhaps he 
will be best remembered by lumbermen out- 
side his own section for his work during the 
War as a member of the advisory committtée 
on lumber, assisting the Council of National 
Defense, and later as member of a committee 
under Bernard Baruch, chairman of the War 
Industries Board, which was in charge of 
organizing and co-ordinating the lumber 
industry for war purposes and received spe- 
cial commendation from the Secretary of 
War for that work. But he will long be held 
in grateful memory for his fight in Washing- 
ton against unfair taxation of the lumber 
industry. After the war Mr. Wisner led a 
strenuous fight against numerous measures 
proposed which would work a severe hard- 
ship on lumber manufacturers. Upon his 
election to the presidency of the National in 
1924, he headed the fight on the unfair capi- 
tal stock tax, repeal of which was finally 
wen, devoting his time and energies through- 
out the three years of service in that office 
to a vigilant defense against inequitable 
taxation and other measures threatening his 
industry during the post-war decade. In 
that notable fight the files of the AMERICAN 
LUMBERMAN were frequenuy called upon to 
aid him in his presentation of facts and fig- 
ures to the various committees in Washing- 
ton, and it was the oft-expressed opinion in 
these editorial offices that Frank Wisner 
knew more about taxation than any other 
living man. After his third presidential term 
was finished he remained chairman of the 
advisory tax committee of the National and 
continued his watch on Federal and State 
legislation. Mr. Wisner was married in 1897 
to the daughter of Silas Wright Gardiner, 


and she, with one 
survive him. daughter and one son, 





ELMER BLAUVELT, 71. president of 
Comfort Coal-Lumber Co., Hackensack, N. gS 
died at his home in Oradell, N. J., April 18. 
He had been a director of the New Jersey 
Lumbermen’s Association for more than a 
quarter of a century. He founded the lum- 
ber company in 1897 and it has grown to 
include branch offices in New Jersey at Bo- 
gota, West Englewood, River Edge, Oradell 
Emerson,’ Westwood and Park Ridge, and 
branches in New York at Pearl River, Pier- 
mont and Spring Valley. A descendant of 
Garrett Hendrickson Blauvelt, who came to 
this country from Holland in 1638, he was 
past president of the Association of Blauvelt 
Descendants, a director of various companies 
oe a ae < Eatery institutions. Sur- 
y ng are e widow, ¢ é é 
Wen WV ieee a daughter and a son, 


JOSEPH CLYDD CAUTHEN, SR., 56. retail 
lumber dealer of Rock Hill. S. C.. and former 
president of the Carolina Retail Lumber & 
Building Material Supply Dealers Associa- 
tion, died suddenly at his home April 29. He 
came to Rock Hill in 1901 and in 1904 en- 
tered the lumber business which he con- 
ducted for the past 34 years. He was active 





in civic life, serving as alderman and chair- 
man of the school board for several terms 
and at the time of his death was president 
of the Rock Hill Chamber of Commerce. In 
addition to serving as president of the Caro- 
lina dealers’ group, he was a member of 
the board of directors of the association for 
20 years. A son, J. C. Cauthern, Jr., vice-presi- 
dent and secretary of the company, the 
widow and three other children survive. 


DR. ELIAS COMPTON, 82, father of Wilson 
Compton, secretary and manager of the Na- 
tional Lumber Manufacturers Association, 
Karl Taylor Compton, President of Massachu- 
setts Institute of Technology, and Arthur H. 
Compton, eminent physicist of the University 
of Chicago and Nobel prize winner, passed 
away May 2 at his home in Wooster, Ohio. Dr. 
Compton, professor emeritus at the time of 
his death, had been associated with Wooster 
College 57 years, 55 years of which were 
spent as instructor, assistant professor, pro- 
fessor of philosophy, and acting president. 
Dr. Compton, who retired as active dean in 
1928, served as the acting president of 
Wooster during 1919. Dr. Compton was the 
head of one of America’s outstanding scholas- 
tic families, and with his wife, Mrs. Otelia 
Compton, who survives him, has often been 
referred to as the head of an ideal American 
family. Dr. Compton began his early studies 
at the National Normal School, Lebanon, 
Ohio, in 1873; received A.B., A.M., and Ph.D. 
degrees from Wooster College, attended 
Western Theological Seminary and Clark 
University. He spent one year in the study 
of philosophy in the library of the British 
Museum and received a D.D. degree from 
Wabash University. He was president of 
the Conference of Ohio College Presidents 
and Deans in 1921 and 1922 and the author 
of “A Short History of Philosophy.” He was 
a member of Sigma Chi fraternity. 








WILLIAM KINCROSS KNOX, Greenwich, 
Conn., chairman of the board of Charles 
Reid’s Sons (Inc.), Norfolk, Va., president of 
Knox Bros. (Inc.), Rochester Cooperage Co. 
(Inc.) and the Knox Stave Corp., Columbia; 
Miss., died April 11 in London, Eng. He was 
a native of Scotland. Surviving are_ the 
widow, two sons, Ross M., president of the 
Lucas E. Moore Stave Co., Mobile, Ala., and 
Alan G., secretary of the S. B. Adams Lumber 
Co., Mobile, Ala.; three brothers, of whom 
Walter is president of Charles Reid’s Sons 
(Inec.) and Andrew T. is president of the 
Knox Stave & Heading Co., Norfolk, and’ a 
sister. 


JOHN W. STEVENS, a member of the staff 
of the grading bureau of the Western Pine 
Association, died April 27 at his home in 
Fowler, Cal. He was connected with the 
lumber business in his home state of Michi- 
gan and from 1898 until 1931 he was affiliated 
with the Madera Sugar Pine Company. He 
was the original of “Cal Pine” who was a 
feature of the “Guardian of the Grades” ad- 
vertising campaign conducted some years 
ago by the California White & Sugar Pine 
Manufacturers Association. 


DON CARLOS GATES, 42, for fifteen years 
manager of the Fordyce Lumber Co., For- 
dyce, Ark., until his resignation in 1935, died 
suddenly at his home in Little Rock, Ark., 
April 21. For the past three years he had 
been devoting his time to private interests, 
including a bauxite mining operation near 
Benton, Ark. He was a member of the ex- 
ecutive firm of Crosset Watzek Gates, which 
has plants in Arkansas, Alabama and Oregon. 
Surviving are the widow, a brother, Albert; 
his mother and a sister. 


FRED C. SCHOCH, 62, long time retailer 
and president of the Kasper Construction Co., 
Manitowoc, Wis., died April 27 in a Manito- 
woc hospital. He started in the lumber busi- 
ness as a partner with his father, the late 
Chris, Schoch, pioneer lumber dealer, and on 
the death of his father took over the com- 
pany which was later reorganized as_ the 
Manitowoc Lumber Co., with Mr. Schoch as 
president. He was active in fraternal circles. 
His widow and a daughter survive. 


GEORGE M. DIEHL, 67, president of the 
George M. Diehl Machine Co., Wabash., Ind.. 
died April 21. He was a past president of 
the National Association of Woodworking 
Machinery Manufacturers and was widely 
known as the originator of the undercutting 
type of glue jointing rip saw. He originated 
a profit sharing plan for his employees and 
was a leader in civic and fraternal work. His 
widow, two brothers and a sister survive. 


THOMAS F. McMAHON, 74, lumberman and 
banker of Anogees, N. Y., died in an Olean, 
N. Y., hospital April 23. Starting in the lum- 
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ber business as a youth, he extended his 
timber holdings and mills until he operated 
at points in virgin timber in three New York 
counties. He served as a bank director and 
was active in civic and church circles. His 
sister and a brother survive. 





MRS. MINNIE W. NELSON, 74, widow of 
T. H. Nelson, pioneer Grays Harbor, Wash., 
lumberman who died Feb. 25, 1936, at the age 


of 77, died at the home of her daughter in 
Aberdeen, Wash., April 18. Mr. Nelson, who 
built the planing mill of the old West & 
Slade plant at Aberdeen, had been engaged 
in the production end of the lumber business 
for 50 years. Surviving are two sons-and two 
daughters. 


MERLE A. HIGGINS, 44, president and 
treasurer of the Higgins Lumber Co. (Inc.), 
Provincetown, Mass., died April 22 while in 
New York City. A resident of Provincetown 
since boyhood, he had operated a retail lum- 
ber and hardware business and for many 
years served on civic committees and was 
active in church and fraternal work. Surviv- 
ing are his widow, a daughter and his mother, 





EDWARD W. PAINE, 70, vice president of 
the Paine Lumber Co. (Ltd.), Oshkosh, Wis., 
died April 30 at his home. He was a son 
of the founder of the company. He was a 
director of the Wisconsin National Life In- 
surance Co., and an officer of several com- 
panies affiliated with the lumber company. 
His widow, two daughters, a brother and two 
sisters survive. 


FRANK HARGRAZE, 74, manager of the 
J. A. Butts Lumber Co., Haskell, Okla., died 
April 14 at his home. He had been connected 
with the company for 26 years. He was affili- 
ated with the Muskogee branch from 1916 
until 1922 and since that time had been lo- 
cated at Haskell. 


MRS. MARIE JOSEPH RENUART, wife of 
Adhemar Renuart, head of the Renuart Lum- 
ber Yards (Inc.), Miami, Fla., died April 22. 
In addition to her husband, eight sons, active 
in the company, five daughters, three sisters 
and two brothers survive. 


JESSE W. MORRISON, 57,.secretary-treas- 
urer of the Huntington Lumber Co., Hunt- 
ington, Ind., died at his home April 19. He 
was a civic leader and was active in church 
and fraternal circles. The widow and three 
brothers survive. 


MALCOM M. SHIPP, 48, Shipp Lumber Co., 
wholesale yellow pine and hardwood com- 
pany of South Bend, Ind., died April 25 in a 
South Bend hospital. Surviving are his 
mother, a daughter and a sister. 


Cc. C. HEINZMANN, 48, president of G. W. 
Heinzmann & Son (Inc.), retail lumber firm 
of Marion, Ind., died in a Marion hospital 
April 26. Surviving are his parents, widow, 
a son and:two daughters. 


JOHN J. H. MANKEN, for many years as- 
sistant secretary of the Baltimore Lumber 
Exchange, Baltimore, Md., died suddenly on 
April 21. Mr. Manken, who was about 70 
years old, was a widower. 


E. FRED BEUMER, 63, planing mill and 
retail lumber yard operator of Holland, Ind., 
died at his home April 21. Surviving are the 
widow, two sons and two daughters. 


GEORGE E. STEWART, 82, former secre- 
tary-treasurer of C. W. Ennis & Co. (Inc.), 
Morristown, N. J., died April 25 at his home 
in Newark, N. J. A sister survives. 


NEWS LETTERS 


(Continued from Page 80) 
tinues unsatisfactory. Wagon oak 8/4 is in 
smaller supply than usual. While 4/4 and 
5/4 FAS white and red oak are in limited 
supply at some mills, yet quantities are ap- 
parently sufficient to take care of current 
business. 


























Birmingham, Ala. 


SOUTHERN PINE—Manufacturers report 
some improvement in volume of business. 
Many have curtailed their production, while 
some have closed down their sawmills, and are 
operating planers on short time. There is no 
surplus of upper grades of finish, most mills 
having moved their cut of this. Mills making 
a specialty of railroad and timber items are 
finding it necessary to switch to other stocks 
or close down. Some very low prices are 
being made on shed stocks, in some instances 
the lowest in many months, and in face of 
a shortage of some of these standard items. 
Bé&better finish, 1x6- and 8-inch, dropped to 
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$42, with No. 1 and C at $32; B&better 1x5- 
and 1x10-inch is $47; and No. 1 and C, $38; 
B&better 1x12-inch is $64, and “C,” $53. No. 2 
common air dried S4S boards are $12, with 
$14 as high. No. 3 common flooring, 1x3- and 
4-inch, is quoted freely at $10, with $11 for 
1x6-inch S2S&CM. No. 2 common air dried 
s4S dimension, 2x6- and 8-inch, sells at $14, 
and 2x10- and 2x12-inch at $16, with No. 1 at 
$3@5 more. 


Baltimore, Md. 


NORTH CAROLINA PINE—Absorption has 
not been notably active, but construction 
work will soon be started. Competition con- 
tinues keen, with profit margins narrow. 
Stocks here have shown some increase, but 
do not attain troublesome proportions, 

LONGLEAF PINE—Demand. has not shown 
much expansion. Stocks are large enough to 
take care of current needs, but do not dis- 
close an unsettling surplus. Quotations are 
not unfavorably affected. 


CYPRESS—Buying is somewhat conserva- 
tive, but mills showed no disposition to mark 
down their figures. Stocks sufficed for cur- 
rent needs. 


WEST COAST WOODS—Because of the 
slowness in business generally, demand for 
western woods has been hesitant. 

HARDWOODS—Business continues to drag. 
Woodworking plants, such as the furniture 
factories, are limiting their commitments to 
the most immediate needs. Competition is 
keen enough to hold down profit margins to 
low figures. European demand is poor, with 
large stocks in the United Kingdom compli- 
cating the export situation. 


Spokane, Wash. 


INLAND EMPIRE WOODS—tThe mills state 
that business is quiet, with many plants find- 
ing some difficulty in keeping their shipping 
departments going at even 75 percent ca- 
pacity. “Prices are holding fairly well,” the 
mills report, “but buyers in all sections of 
the country seem to be waiting.” Mills 
throughout the Inland Empire are opening. 


Norfolk, Va. 


NORTH CAROLINA PINE—The market has 
been far from dull, and far from active. 
Industrial demand is much below normal. 
Prices are too low for comfort. Production is 
at a low ebb. The wholesalers do not care 
to finance small mill operations. There is 
a good demand for 10- and 12-inch B&better 
boards, but these are very scarce both in 
air dried and kiln dried. Retail yards and 
others are interested mostly in items which 
the mills can not posstbly furnish for quick 
shipment. There is not a great deal of good, 
bright air dried lumber to be had. Box 
manufacturers do not appear much interested 
in rough box lumber, either edge or stock 
widths, and retail yards are not taking such 
items, as they can buy dressed box boards so 
cheaply. Demand for air dried roofers has 
been very light, and competition is keen. 
Wholesalers making a practice of putting 
cars in transit have been offering “distress” 
cars at low prices. Most mills are asking 
$11.50 for 6-, 8- and 10-inch air dried roofers 
f. 0. b. cars, Georgia Main Line rate; $12.50 
for 12-inch, and $7:50@8 for 4-inch. There 
has been a better demand for crating and 
sub-flooring, but prices are all upset. Most 
retail yards in this section get the bulk 
of their small framing at their own prices, 
but when they want special sizes and lengths 
they have to pay more. 


Buffalo, N. Y. 


Lumber trade is in smaller volume than it 
was a year ago. Retail buying is hesitant, 
due to a lack of confidence in the business 
outlook and an unusual amount of unemploy- 
ment. Definite steps are being taken in 
humerous localities to stimulate home con- 
struction and these are expected to result 
favorably within a _ short time. Lumber 
prices in general are showing little change. 


HARDWOODS—Wholesale yards report 
that trade is not more than half as active 
as a year ago. Much of the falling off has 
been due to the lessened activity in the fur- 
niture industry, and new construction being 
in small volume. The furniture plants are 
hopeful that the spring shows will produce 
g00d orders, and, as retail furniture stocks 
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are small, more hardwood buying will prob- 
ably be required. 

WESTERN PINES—The market remains 
rather quiet, as the buying is largely limited 
to immediate needs of retailers and indus- 
trial concerns. Retail stocks are smaller 
than oftentimes at this season. No recent 
changes in prices have taken place. 

NORTHERN PINE—Demand is hardly up 
to normal for this time of year, as new build- 
ing and industrial consumption are curtailed. 
Prices are nominally unchanged from levels 
of two weeks ago. 


Cottage for Rent 


Plan to spend your vacation 
at Lakeside, Mich. 


It is easy of access—only sixty-five miles 
from Chicago—and is on the cool side of 
Lake Michigan. 

Cottage is one hundred feet from the bank 
of the Lake and has a fine private beach. 

Less than two hours from Chicago on U.S. 
12, Dunes four-lane highway—or—on South 
Shore Electric and bus. 

Cottage has large living room, dining room, 
kitchen, bath and two bedrooms on first floor 
and a large bedroom upstairs. Fireplace, 
screened porch, hot and cold water and elec- 
tric lights. 

Good neighbors—all Gentiles. 
restful nook. 

Will rent for the season. 

Chickaming Country Golf Club—with Shake- 
speare’s home reproduced—only one mile 
away. 

For further particulars inquire of— 


E. C. HOLE, 6704 Stewart Ave., Chicago. 
PHONE—Harrison 4687—or—Wentworth 5723. 
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Lindsey 8-Wheel Tractor Wagons are 
ideal for tractor logging. They are used 
singly or in trains. 


LINDSEY 8-Wheel 





Log 
Wagons \ 






Pat J i 73960 

Magy 18 [902 
La Position 
to Zloa 






continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 








For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON CO. 


Sole Manufacturers LAUREL, MISS. 
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| How to Figure Costs for Advertising 
y In Classified Department 
Two consecutive issues..........55 cents a line 
Three consecutive issues..........75 cents a line 













Thirteen consecutive issues..........$2.70 a line 








| Four consecutive issues..........90 cents a line 


Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 

Send your advertisement to the 


AMERICAN LUMBERMAN 


Greatest Lumber Newspaper on Earth. 
Address 431 South Dearborn Street, 
Chicago, Illinois. 





Too ale To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO., Inc., 
Minneapolis, Minn. 




















WANTED 
Employees 
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WANTED: MANAGER 


Experienced, for retail lumber yard and hardware 

store in Oklahoma. State age, experience, married 

or single, and salary expected. Furnish references. 
Address “N. 60, care American Lumberman. 


WANTED 


Sash and Door Salesman—experienced—familiar 
with Alabama territory. Permanent, 
Estimator—Sash, Doors and General Woodwork. 
Must be experienced and capable. 

Address “N. 56,” care American Lumberman. 











ORISA 


LA ass Leth) 


7 Lerrinng & 


a 3 ADVERTISING 


yee cA OVE SSE EES 












< ASSiP/EDS 


KS IVs AZ OED Dats Sake SS tN 


Lhd 










WANTED 








WANTED 











Ernployment 





LUMBERMAN, 39 YRS. OF AGE, NOW EMPLOYED 


Would like to make investment and manage yard; 
would prefer town of 15,000 or larger. Best ref. 
Address “N. 35," care American Lumberman. 


WANTED: POSITION 


Az bookkeeper or assistant manager in line or in- 
dependent retail lumber yard. Have six years’ 
lumbering experience, age 26, 2 years college, execu- 
tive ability, A-1 references, can go anywhere. 
Address “N. 43,” care American Lumberman. 








POSITION WANTED AS YARD MANAGER 


22 years’ experience as Manager in City and Coun- 
try Yards. Experienced in Hardware and Paint. 
Age 44. Married. Best of references. 

Address “‘M. 100,” care American Lumberman. 


POSITION WANTED: MANAGER 


Years of experience as manager for large retail 

— Company. Will go anywhere—Employed 

—Ref’s. 
Address “F. 97,” 





care American Lumberman. 


MGR. OR ASST.—18 YRS. EXP. ALL PHASES 


Retail Ibr., millwk. & construction. Available at 
once. 
Address “‘N. 26," care American Lumberman. 


THOROLY COMPETENT RETAIL LUMBERMAN 


Desires position as yard manager. Thorough knowl- 
edge of retail sales. lumber, millwork, building ma- 
terial and fuel. 20 yrs. exp. Middle age, married. 
Best references. 

Address “M. 53,’ care American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Desires position as estimator. Can list accurately 
materials and millwork from plans and specifica- 
tions. Now employed. References. 

Address “L. 92,” care American Lumberman. 


BUYERS AND SELLERS 
ARE BROUGHT TOGETHER 


By using the classified section of the 
American Lumberman. The classified ads 
are read by both the buyers and sellers. 
A quick way to dispose of anything you 
want to sell. 

Get what you want by advertising in the 
best medium. You can profit by using the 
classified sections. 

AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Il. 


SALES PROMOTION & ADVERTISING MAN 


Experienced, successful advertising and sales pro- 
motion man with excellent record in building 
material trade seeks new connection. Has had 
well rounded experience with manufacturer and 

















retailer. Knows how to get the business. Best 
of references. 
Address “N. 48," care American Lumberman. 





SAWYER & FILER—10 YRS. EXP. SMALL STEAM 
and tractor mills. A-1 refs. Box 24, Woodbine, Il. 


TROPICAL TIMBER MAN 


Graduate Forestry College, experience U. S., 20 
years’ practice Central and South America cruising, 





logging, milling, shipping, administration—avail- 
able August. Specialty: Investigation timber 
lands and logging chances. 

Address “N. 31,” care American Lumberman. 





GRADUATE FORESTER 


As ass’t yd. manager or in Woodland Div. 
Address “M. 72,” care American Lumberman. 





EMPLOYERS’ OPPORTUNITY 
Can you use a self-supporting Stanford University 
student this summer? Would like to help some 
worthy students. Address—IRENE T. COVERLEY, 


Student Employment Secretary, Stanford Univer- 
sity, Calif. 





SECRETARY IN CHICAGO AREA 


With engineering and lumber association experience 
and executive ability wants position in similar line. 
Best references. 


Address “N. 61,” care American Lumberman. 


THOROUGHLY EXPERIENCED 


Steady, reliable young man seeks advancement. 
Would like a job as assistant to owner. Experienced 
in counter sales, hardware, paint and buying. Pre- 
fer eastern section. References. Age 29. 

Address “‘N. 52,” care American Lumberman. 








Employment 





BUYER OR ASSISTANT BUYER 


Young man, 36, with 17 years’ retail, wholesale, 
selling and sawmill experience all woods. Best ref- 
erences. — me 


Address care American Lumberman. 





POSITION WANTED 


14 years’ experience in listing materials and mill 
work from plans and specifications. Cost Book 
“A"’ graduate. References. 

Address “N. 59,” care American Lumberman. 





Lumber and Dimension 


WANTED: 
Six cars 4/4 No. 4&Btr. Popple 
Four cars 5/4 No. 4&Btr. Popple 
Six cars 6/4 No. 4&Btr. Popple 
Five cars 4/4 No. 1&Btr. White Basswood 
Maybe 100” or R-L lean ship green. 
Address “‘N. 39,” care American Lumberman. 


WILL TRADE FOR LUMBER 
1934 Indiana truck, 3%ton; 1929 Stewart Truck, 3% 
ton; 1933 Ford V8 Dump; 1934 Chevrolet, chassis 


only 
, a we ay 








care American Lumberman. 


WANTED 
1 carload of sheathing. 
1 carload of 2x4. 
E. J. BEBOW, 116 W. 5th St., 





Port Clinton, O. 


Retail Lumber Yards 


WANTED: LUMBER YARD 


In Metropolitan Chicago; lease or purchase for cash 
with or without inventory. 
Address “M, 97,"" care American Lumberman. 


Steel Rails 


RAILS WANTED 


6 to 7 miles (or any part); 16 to 40 Ib. rails. 
dition immaterial. 
Address ‘‘M, 86,” 














Con- 


care American Lumberman. 


Used Machinery 


WANTED 
1 set flooring end matchers. 
1 heavy rip saw. 
Give full particulars and locations. 
Address “‘N. 58,” care American Lumberman. 











Engines 


WTD: APPROXIMATELY 200 HP ENGINE 
With or without direct connected generator. Give 
full particulars and price. 

WOOD LUMBER COMPANY, Birmingham, Ala. 








Miscellaneous 


ran 


WANTED: GREEN SAWMILL SAWDUST 
From points only in Wisconsin, Michigan, Indiana 
and Illinois. 

Address “N. 53,” 








care American Lumberman. 


FOR SALE 
Electric Machinery 


ELECTRICAL MACHINERY 


Motors and Generators, A.C. and D.C. for sale at 
attractive prices. Large stock of New and Rebuilt 
motors on hand at all times. Write for Stock List 
and Prices. Expert yg Service. 

Vv. M. NUSSBAUM & Co., Fort Wayne, Ind. 
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' FOR SALE 
Retail Lumber Yards 


RETAIL LUMBER YARD & FIXTURE MILL 


Located in Scranton, Pa., the heart of the an- 
thracite coal region, containing 60,000 sq. ft. of 
covered floor space, 5 dry kiln of 12,000 ft. capacity 
each, 300 ft. railroad siding on premises. Entire 
buildings equipped with automatic sprinklers and 
in fine condition. Excellent, also, for any one 
wanting an established business with fine reputa- 
tion. Inquire: WASHBURN, WILLIAMS & CO., 
119 Meridian St., Scranton, Pa. 














FOR SALE: ONLY YARD IN TOWN OF 200 


Fine Schools and Churches. Living conditions the 
best. Prosperous community. 
Address “N. 46,’ care American Lumberman. 





RETAIL LUMBER YARD FOR SALE 
South central Colorado large trade area, good busi- 
ness, will lease improvements. 

Address “N, 41,” care American Lumberman. 





FOR SALE: AT INVENTORY 


Lumber business in New York State, half-million 
population area. Thriving condition—nets good 
return. 

Address “I. 47,” care American Lumberman. 





SAW MILL AND CONCENTRATING YARD 
Plenty of timber. Access to three leading R.R. 
Also steam dry kilns. Central Arkansas. 

Address “L. 62,"" care American Lumberman. 





FOR SALE: RETAIL LUMBER YARD 


In Small Central Wisconsin Community. 
Address “H. 89,” care American Lumberman. 





FOR SALE: RETAIL LBR. & BLDG. MATERIAL YD. 
Located in Southern Wisconsin City. Sales Area 
population 90.000. Sales for 1937 $150,000.00. Ex- 
cellent opportunity if properly managed. Good 


reason for selling. 
Address “M. 96,’"" care American Lumberman. 





FOR SALE: OLD ESTABLISHED LUMBER 


Coal and Building material business in Chicago 
suburb. Small inventory. Finely equipped plant 
can be leased on very reasonable terms. Very small 
investment needed. Last year’s sales, $43,000.00. 
Address ‘‘N. 55,” care American Lumberman. 





Business Opportunities 


RED CEDAR TIMBER OPERATION 


Timber owners will put timber against money to 
build 3 machine shingle mill or sell timber out- 





right. 
$10. 00 to $11.00 log for camp run timber, both 
shingle and lumber logs. 
Ship from Forks Washington. Terminal Rate. 
U.M.St.P.&P.Ry. 

Address: H. G. CROWLEY, 


1106 4th Avenue, Seattle, Wash. 





FOR SALE: 


Well established small sash and door business do- 
ing excellent business and showing unusually high 
return on investment. Present owner’s time occu- 
pied with other business. Would consider selling 
controlling interest only to proper parties, retain- 
ing balance. Small investment would handle. Un- 
usually well located for sash and door manufac- 
turer wishing outlet. 
Address ‘“‘N. 28,” care American Lumberman. 





FOR SALE OR LEASE 


Well equipped, well arranged wood working plant. 
Ample storage space for both raw materials and 
finished products. Located just off the business 
district but in a non-congested area. Has 290 feet 
of railway siding, with equal frontage on well 
paved street. Main building fire proof construction. 
Mill building brick with sprinkler system. Plant 
includes large garage and yard office. Ample 
room for expansion. Will sell or lease all or part 
on very favorable terms. For full details and ap- 
praiser’s list of machinery, write or wire. 
The NATIONAL BANK OF DECATUR 


Decatur, Illinois 





SAWMILL EST’D IN 1921 FOR SALE 


With full equipment. Have large stock of logs and 
lumber. Located in industrial city. Ill health is 


my reason for selling 
MILLER LUMBER COMPANY 
341 E. Fourth Street, Mansfield, Ohio 
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